


Read: “Profits in Sporting Goods” 


ardware 
Age 


Founded 1855 





$3.00 a Year 








ee ee New York, November 13, 1924 No. 20 














Brown & SuHarPE Points of Superiority 
Are Your Selling Points 


\ 
\ 


> DVANTAGEOUS features of one make of 

tool over another are your selling 
points. In the complete line of Brown & 
Sharpe Tools you find many advantageous 
features which are helpful to the mechanic 
and are selling points for you. 














The mechanics in your town are watching 
for the new tools with the best features. 
If you have Brown & Sharpe Tools with 
improved features to show them, you are 
bound to make tool sales, for—Brown & 
Sharpe Points of Superiority are your 
Selling Points. 









The No. 264 is the first Inside 
Micrometer of this type to have 
a clamp screw for locking the 
thimble at any reading. 


BROWN & SHARPE MEG. CO. 
Providence, R.I., U.S.A. 







Thread Tool Gauge No. 577 is adjust- 
able and eliminates keeping many 
y slot gauges on hand for the different 
pitches. 


Bal] Anvil Attachment No, 226 equips 
a micrometer for measuring rounding 
surfaces, tubing, etc. 


Inside Micrometer Handle No. 
287 helps to measure in places 
where the hand cannot reach. 















BROWN & SHARPE TOOLS 
“Standard of the Mechanical World” 











Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


tee Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 — : A7 
Advertising Index, Page 116 Editorial Index, Page 
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PYREXETIE! © | Regie fo SLIT |} | | She will be delighted 
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eA] faa: Handsome 

~- r Moderately Priced |}+— 
PYREX 

: ZA Ovenware 

; | make Lasting Gifts | 
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Put a Window at Work for Yourself! 


HY not arrange for a Christmas present to yourself 
in the form of increased profits, made from gift 
sales of PYREX? 


Nothing sells so well around the holiday season as this 
beautiful, transparent ovenware which every housewife 
knows about and appreciates. 


And nothing brings you greater repeat sales! The gift 
piece of PYREX constantly reminds its recipient of the 
beauty, serviceability, economy and labor-saving value 
of all PYREX dishes—it becomes a salesman ever-on- 
the-job to divert sales continually to your store! 


Let your window speak forth a holiday message to every 
The Pyrexette passerby—feature PYREX in all your displays! 


makes an ador- No Home Can Have Too Much 


able gift for little 


girls, It’s a set 
of genuine Pyrex 

4 Transparent Oven Ware 

: Tea Pots 





disMes, miniature 
size—in a colored 
box. To retail at 
$2 East of Miss.; 
$2.25 in West, $3 
in Canada. Ask 
your jobber today. 





Nursing Bottles 
Pyrex Sales Division CORNING GLASS WORKS Corning, N. Y. 
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Columbia Hot Shot contains 
4, 5 or 6 cells in a neat water- 
proof steel case. 
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FOR QUICK TURNOVER 


Dealers who handle Columbia Eveready 
Dry Batteries enjoy quick turnover. The 
small amount of capital they put into bat- 
tery stock is quickly back in the cash register 
with its profit, then out again, and so on, 
many times each year. 


3 
3 
> 
he 
3 
- 
‘ 
% 
a. . 
a 
: 
es 
a 
be 
* 


Small investment, rapid turnover, adequate 
profit on each individual sale—these make 
Columbia Eveready Dry Batteries mighty 
desirable for you to handle. Order from 
your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 


New York San Francisco 


National Carbon Company, Limited, Toronto, Ontario 


Columbia 
Dry Batteries 


-they last longer 











f Gasengine Firing blasts Ringing burglar alarms Motor boat ignition Lighting tents and 
or— ignition Heat regulators Protecting bank vaults Telephone and outbuildings. 
Tractor ignition Doorbells Calling Pullman telegraph Running toys 


Starting Fords Buzzers porters Electric clocks Radio “A” 
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Atkin SilverSteel Saws 


? ToMy Fellow Hardware Dealers” 


















FREDERICTON, N. B., IS 
HEARD FROM \ 


Albert Luetchford, James S. Neill & 
Sons, Ltd., earns $10.00 this week for 
writing the best letter under the above 
head. Send yours in! 


The Winning Sales Letter 


“I recommend Atkins Saws because by selling them the dealer wins the confidence of 
the men to whom they sell; they have much reason to believe in the good judgment of 
the dealer who sells them Atkins Saws. You can put them in the hands of the most par- 
ticular mechanic and know they will stand comparison with absolutely anything on the 
market, let them test Atkins Saws how they will. It is quality goods like these that build 
up the good will of your house. The splendid finish appeals to the customer; the true ring 
of the steel convinces him of its high quality: the perfect balance and the well shaped handle 
suggest an easy tool with which to work, and better work can be accomplished. 


“IT have found this high standard of quality applies equally true to Atkins Saw Tools.” 


Satisfactory sales of Saws and Tools depend on good, 
assortments. Order the following for quick sales. 


ATKINS 


No.65 HAND SAW 


ATKINS 
fee No.5! HAND SAW 


ATKINS i Me 


HAND SAW => a 
FILER \W a ea 


SHIP POINT 











A high-grade general purpose saw with skew The most perfect saw-filing tool ever made. A wonderful straight back, SHIP POINT 
back, ribbon edge. Hand smithed blade with With it anyone can file a saw correctly, saw. Atkins famous SILVER STEEL ig 


polished applewood handle. Taper ground to bring each tooth to same level and pitch. used for the blade, taper ground, damaskeen 
cut easier. Silver Steel holds an edge longer. Can be used with good clamp in any vise. polish. Handle of applewood Improved Per- 
fection Pattern, which eliminates wriss 
strain. 
E. C. ATKINS & COMPANY 
Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory: Home Office and Factory: Canad; wre Hamilt ties 
Lancaster, N. Y. Indianapolis, Ind. anadian Factory, Mamuiton, Unt. 
BRANCHES: 
Atlanta Memphis New Orleans Portland _ Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W. 





‘ATRINS ALWAYS ABE AY A440 nnn 1.-v 
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The First Reason 
jorPerfection 


].the 100% Complete Line 


A size, style and price to satisfy every oil stove demand. 














a 








World famous Perfections with long chimney burners, in three 
styles, Fast-as-gas Superfex —‘‘Extra Fast’? Blue Chimney and 
the quick selling ‘‘30 Line.”’ 


The Puritan, the best short-drum oil stove made—the only one with 
the inner combustion tube guaranteed to last as long as the stove. 


Cabinets for every size of stove— Perfection and Puritan ‘‘Live 
Heat’’ Ovens— Broilers and Toasters; all of which increase profits 
at no extra selling cost. 


The advantage of so complete a line is greatly increased by 
being able to buy it all from one big square-dealing manufacturer. 


Write today for the Perfection Dealer Catalog which illus- 
trates every item in this 100% complete line. 








Superfex Model—the World’s The Extra Fast Blue Chimney **30 Line’’—The World’s Fastest * 
Finest Oil Stoves. “130 Line’ at Popular Prices. Selling Oil Stoves. 


PERFECTION 


Oil Cook Stoves and Ovens 
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and the Other Seven 
Dealers’ Profits 


4 The Line That Sells the Year Around. Because of their bigger, faster 
& 











burners, ample size and modern conveniences, these “grown up” Perfections 
—which satisfy every cooking need—are in demand throughout the year. 


The Best Advertised Oil Stove Line. Perfection advertising reaches mil- 
lions of readers every month in the year. It equals the combined advertising 


® effort on all other oil stoves. 
A The Universally Accepted Line. Years of leadership, years of advertising 
a 





dominance and millions of present satisfied users have led to Perfection’s 
acceptance as the oil stove standard of the world. 


5 The Line of Fastest Turnover. Dealers can “‘turn’’ Perfection stoves from 
&S 





4 to 12 times a year. 24 hour shipping service from convenient warehouses 
enables them to do a large business with small stocks. 
The Line of Greatest Yearly Profit. Rapid turnover of small stocks; the low 
cost of selling a universally accepted line; and Perfection’s complete freedom 
@ from service expense, unite to give big profits. 
The Line That Satisfies Consumers. Because of their quick lighting, fast | 
cooking, cleanliness, appearance, reliability and long life, more than half of 
@ all the oil stoves in use are Perfections or Puritans. 


Pe The Line of Complete Dealer Cooperation. Our salesmen help you demon- 





strate. Special service men are at your command. All parts are replaceable 
—complete repair stocks at every warehouse. Dealer selling helps, free. 
j 


THE CLEVELAND METAL PRODUCTS CO., 7100 Platt Ave., Cleveland, Ohio 
In Canada, the Perfection Stove Co., Ltd., Sarnia, Ont. | 
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Puritan Short Chimney 
Oil Stoves. 






Perfection and Puritan Ovens 
in all Styles and Sizes. The Improved Perfection Oil Heater 


and PURITA 


Oil Cook Stoves and Ovens 
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SECTIONAL VIEW SHOWING CONSTRUCTION > 


No. 94 Matchless Screw Driver 


BR rEP ONT 
1ARC waiee PIF GS. CORF 





Why Alalchless, Drivers Are Superior 


See how the steel in the Matchless Screw Driver extends clear thru the handle. Note how that strong blade 
is held by a heavy steel rivet thru ferrule and blade. Observe the hexagonal shape at the butt—the blade of the 


Matchless, 


can never turn in the handle and the handle will never 
come off, split or loosen. We use extra thick steel in the 
butt—you can hammer on the handle end without injury. 
Another feature: Matchless Screw Driver Handles are 
made large in diameter—a man can get a great grip with 
this driver and turn any screw within blade capacity 
without cramping or tiring either wrist or hand. 
Matchless Screw Drivers are thoroughly tested, carefully 
inspected and unconditionally guaranteed. 
Ask your Jobber to supply you. 


Driving 8 inch Through : <r TT 8 Inch Size S rt 
; The same _ exceptionally ne steel in the MATCHLESS upporting 
4 Inch Hardwood Timber blades is used also in our other Quality Screw Drivers—the Weight of Two Men 























The Bridgeport Hardware Mfg. Corp. 


Bridgeport, Connecticut, U. S. A. 
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Why and How 
IK WD DIE-IKAR 


Was Imvented 


OE NO 
(Or conception of the first KIDDIE-KAR was an event 


so natural and simple that the revolutionary effect 
which it produced on the children’s vehicle industry is 
all the more remarkable. 


Every youngster that ever lived has wanted to ride astride 
something, but just the right vehicle to satisfy this natural child 
desire had never been found. 


Nine years ago the little son of Clarence White owned a toy 
automobile which he would straddle and ride about the house 
with results disastrous both to his automobile and himself, « After 
repairing the toy auto several times without satisfactory results, 
Mr. White determined to make something which his bov could 
straddle and ride, and which would not break down under the 
rough usage of a husky youngster. 


Having charge of all manufacturing at the H. C. White 
Company plant, Clarence White had mechanical knowledge 
and the genius then to design the first vehicle that all youngsters 
wanted but which no one had ever given them. After a few 


‘days, from his own personal work-shop came a vehicle which 


his son could straddle and ride, and could not break,—un- 
named, as yet, but a true KIDDIE-KAR in construction 
and design. 


The vehicle which Mr. White had made for his son found its 
way to the sidewalks of North Bennington and immediately all 
the Kiddies of the town were fighting for their “‘turn” to ride it. 
The first KIDDIE-KAR had instantly received the whole-heart- 
ed endorsement of the only court qualified to judge of its merits. 


This is the simplestory of why and how KIDDIE-KAR came to be. 


The larger problems of erecting extensive additions to factory 
buildings and designing machinery for the manufacture of 
thousands of KIDDIE-KARS each day—of organizing a sales 
distributing system on a scale never before attempted by a manu- 
facturer of children’s vehicles, and the co-ordination of all de- 
partments of manufacture and distribution is another story. 


And this KIDDIE-KAR story is a continued story of success for 
all dealers of juvenile vehicles throughout the country. 


H. C. White Company, North Bennington, Vt. 


“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office—Fifth Avenue Building 


Cd 
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Order Now 
for the big Xmas demand 


The holidays are just around the 
corner. ‘Those merchants who do not 
place their orders for Steelcraft now are 
going to be out of luck. 


Our large national advertising cam- 
paign in the Saturday Evening Post 
has created this enormous market. 
Those dealers who have the Steelcraft 
line on the floor are selling great 
quantities right now. 


Think what the holidays will bring! ! 


Steelcraft Toy Trucks are another big 
seller! Include a GMC standard truck 
—a Dump Truck—a Tractor and 


Trailer—and a Tank Truck. 


Corresponding with amazing and 
pleasing fidelity in appearance and con- 
struction with the real 5-ton ones, Steel- 
craft trucks have touched the heart- 
strings of the nation. 


Write for literature, prices and dis- 
counts, and at the same time—/p/ace your 
Xmas order without further delay. 


THE MURRAY PRODUCTS COMPANY, 1115 EAST 152nd ST., CLEVELAND, OHIO 





November 138, 1924 
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No. 1 Wood Handles—sizes 6” to 18” 
No. 11 Steel Handles—sizes 6” to 48” 





SELL PEXTO SERVICE 


me 


= oF y FF) : > Every time you sell a Pexto Tool you have sold a 
Taisete | service. The satisfactory service the customer 
eS ARGC. gets from one Pexto Tool sends him back to your 
store when he needs other tools and he is going to 


demand Pexto Service in every tool he buys. 
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Pexto Pipe Wrenches carry out the highest ideals 
of Pipe Wrench design. The hardened jaws grip 
like a vise, yet they are easily tightened or released. 


Write for Catalogue on Mechanics Hand Tools 
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THE PECK STOW & WILCOX CO. Southington, Conn..USA 
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Your customer holds you responsible for 
the quality of the rope you sell him. If 
it isn’t good rope he’11 come back to com- 
plain—if he comes back at all. 

But when you sell him good rope he 
comes back to buy more—and other 
things too. H. & A. “‘Blue Heart’”’ Manila 
is that kind of rope. 

When you buy, look for the guarantee 
attached to every coil of H. & A. “Blue 
Heart’’ Manila Rope. It means that you 
get rope spun from specially selected pure 
manila fibre, and made with the highest 
skill of experienced rope-makers. 


Ordinary rope, of course, may look and 








“come-backs”’ on the rope you sell? 


feel better than it is. There are many 
grades even of manila fibre that can be 
spun into “‘manila rope.”’ 

But you take no risk with H. & A. 
“Blue Heart’? Manila. When you buy, 
the guarantee is your protection; when 
you sell, the ‘‘Blue Heart”? marker is 
your customer’s assurance of satisfaction. 

Where high grade sisal rope is wanted 
sell the best—H. & A. ‘‘Red Heart’’ 
Sisal Rope—spun from selected sisal 
fibre by the same skilled rope makers. 

Build a permanent rope business in 
your territory with the famous H. & A. 
brands of dependable rope. 








H. & A. “Star Brand” Binder Twine 


evenly spun from carefully selected fibres, is of full yardage, ample 
strength, and is used from coast to coast by farmers who claim it 
is never cut by insects 








The Hooven & Allison Company 


‘‘Spinners of Fine Cordage since 1869”’ 
XENIA, OHIO 


Mills: 
Cincinnati, Ohio 
Xenia, Ohio 


FF 
\ 
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HéA“Blue Hea 


Mills: 


North Kansas City, Mo. 
Covington, Ky. 


—_ 


rt” Manila Rope 


Trade-Mark Reg. U.S. Pat. Off. 


© 1924, The Hooven & Allison Company 
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They’re Better 
and Here’s Why They’re Better 


They are better in construction, better in design, better 
in appearance. They’re the new McKay Red Bead Bump- 
ers, with new features of strength and endurance, and 
with old bumper disadvantages finally overcome. 

In McKay Bumpers attractive red and nickel beads of 
heavy steel, together with the bumper bars, absorb end 
shocks and leave the end tie bolts untouched, firmly in 
place. This keeps the bumper bars always in perfect 
alignment and always free from rattles. 

Attachments are sturdy and rigid yet so simple that 
anyone can attach a McKay Bumper in a few moments 
without altering the car in any way. 

Finally, McKay Bumpers are better looking because of 
their brilliant red beads, their attractive yet dignified 
name plates, and their broad bars of gleaming nickel or 
black satin finish. 

McKay Bumpers give motorists more protection and 
better appearance, and they give dealers quicker sales and 
more profit. Some dealer in your territory will sell 
McKays and make more money on bumpers this year 
than ever before. Why shouldn’t that dealer be you? 


UNITED STATES CHAIN & FORGING COMPANY, Union Trust Building, 
Pittsburgh, Pa. 
Makers of McKay Tire Chains—the Better 
Black Chains in the Red Band Bag. 


MSKAY::10 BUMPERS 
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McKay Bumpers are positively identified 
by their attractive bright red beads, and the 
whole bumper is made stronger and more 
rigid by this patented bead end construc- 
tion. Theend bolts are held away from the 
bars and beads by patented flange washers. 
Shocks are absorbed by the beads and bars, 
leaving the bolts firmly in place and the 
bumper bars rigid and always in perfect 
alignment. 





In McKay Red Bead Bumpers the bracket 
arms as well as the bumper bars absorb the 
shock, giving double the strength and resili- 
ency of ordinary bumpers. The bracket is a 
curved arm of the best spring steel, capable 
of cushioning repeated blows and yet returns 
ing to its original position unharmed. 

McKay Bumpers can be attached in a few 
moments by anyone, without drilling the 
frame of the car or disturbing shock ab- 
sorbers or snubbers. 
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Be Sure to See the Exhibit of 


McKay Tire Chains and McKay Red Bead Bumpers 
at the National Automobile Shows: 





New York, Jan. 2d to 10th—Spaces 66 and 67 
Chicago, Jan. 23d to 31st—Spaces 113 and 114 


M: 





‘Ve 
a 
<= 


Ba a, 


[eS 
os 





re i ae Or, See 


November 13, 1924 


HARDWARE AGE 


Give Your Customer’s Eye a Chance 


Consistent Four-Square Sales 


come from— 


—a permanent grouping 
on your shelves of the 
attractive Four - Square 
boxes, 


—frequent displays on 
your counters of Four- 
Square Tools and con- 
tainers, 


—inside show case dis- 
plays of Four-Square Tool 
assortments. 





STANLE 


Four-‘SquaRE HousEHOLD IOOLS 


The whole Four-Square line is geared 
up to give the hardware merchant the 
most out of his inside display. Each of the 
32 tools is uniform in finish—each carries 
the red Four-Square mark—each is in- 
dividually packaged in attractive con- 
tainer—each is tagged with the retail 
price. 


And Stanley supplies all Four-Square 
dealers with a complete line of counter 
cards and show case trims. Your Sales 
Aid Book S206 describes the full line of 
Four-Square merchandising helps. 


STANLEY 


NEW BRITAIN, CONN.USA, 


QIASLEY WORES — THE GTANLEV OuLE & LEWES CL anwT 
SEW FOUN CH'EASO $44 TORRE NCE 108 2~G4188 88 
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Here they are! Four mon- 


ey-making assortments of 
Klein’s. 


Not a loafer in the lot. Each 
item is a standard size and 
pattern. Each itern one of 
a well established standard 
line. Each item one that is 
in every day demand. 











Get one of these snappy 
two-color displays in your 
window. They are profit- 
makers — your customers 
know Klein’s! 


KET Chicage IILUSA 





‘Ss KLEINASS Mathias 





Established 1857 
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GRAY-WICK 
SCREEN WIRE CLOTH 





Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 


No. 34 guage warp 


18 Mesh, No. 34 guage filler 


No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


« 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 


INCORPORATED 1892 
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COMPARE N 


Compare the Royal Cleaner with any machine 
on the market. Dollar for dollar you will find 
Royal the best value. Feature for feature you 
will find Royal the best cleaner. Sale for sale 
you will find that Royal pays the Dealer the 
highest net return in actual dollars of profit. 

















Royal invites this comparison because Royal 
is the standard of comparison. 


You cannot know which cleaner will pay 
you best to handle until you investigate and 
compare. Let us furnish the facts. 


The P. A. Geier Company | 


550 East 105th Street, Cleveland, Ohio 


Manufactured in Canada by CONTINENTAL ELECTRIC CO., Led. 
Toronto, Ontario 











“ 


ROYAL , 


ELECTRIC CLEANER 


In one western city, three men sold an 
average of over 100 Royal Cleaners each 
between July 1 and September 15. During = 
the same period, 25 salesmen sold 1870@ =<" * 
Royals or better than a cleaner a day 
throughout the entire summer. 


188 salesmen working for Royal Dealers 
in all parts of the United States averaged 
three sales each per week during the en- 
tire summer from July to October. 
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SOME STOCKS afford little oppor- 
tunity for turnover. This man couldn’t 
turn over his stock. 


Ordinary churn stocks don’t turn over. 


But Dazey Churn stocks do turn over. Dealets 
have already realized profits on the sales of more 
than two million. 
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: Sell one Dazey and you’ve started something 
‘ that sells many more—just leave it to your 
3 customer. 


It’s what users of the Dazey have told their 
friends, that has made it the largest selling churn 
in the world. 


4 And they’re sold only through 
jobbers and dealers 





This policy has nailed fast the retail profits on Dazey Churns 
exclusively for dealers —another reason why dealers profit with 
the Dazey . . . Your jobber has them. 












We furnish folders and booklets for distribution from your counters and 
window displays lithographed in colors. Write for them—no charge. 


DAZEY CHURN & MFG. CO. 
Carter and Warne Aves., . : : : ° St. Louis, Mo. 
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Dazey Sharpit 
isneededin ff 
everyhome! 


Retail $1.50 


Every possible factor to make quick sales, easy sales, 
big sales, is incorporated in Dazey Sharpits. 

It is compact. It is simple in operation. It sharpens 
practically any kind of an edge,requiring NO adjust- 
ment. 

No sharpener like this has ever been presented to 
your trade before. Twin sharpening wheels, that 
sharpen practically everything and require no skill 
to use. Simply turn the handle. 

Put it up in the kitchen or out-building. It is always 
there, ready for any sharpening use, and does the work quickly. 


The moment Sharpit is seen, the desire to buy is created. When your 
trade examine it, they realize that it is what they have been waiting 
for and the sale is made. 


No effort on your part. Simply put the sale-creating carton on your 


‘counter and sales are sure to result. 


Sharpit weighs one pound, is 5% inches high, base and frame cast 
in one piece of heavy cast iron. Attractive finish and appearance. 
Twin sharpening discs made of genuine corundum. 


Sharpit is Made by the Makers of Dazey Churns. 


There isn’t a dealer in the country but knows about Dazey Churns and their 
high quality and ready sale. The same high quality and perfection of manu- 
facture characterizes Sharpit. Like the Dazey Churn, it is sold only through 
the jobber and dealer, so you may order with a feeling of full security and 


protection. 
Sharpit Retails for $1.50 


Every home, every shop, every gar- 
age, every farm, everybody finds an 
immediate and vital use for Sharpit. 
The price is low—the service com- 
plete—the quality the best—the 
need universal, and at this price 
everyone can buy it. 

For this purpose and to enable you 
to prove that Sharpit will be one 
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(Fillic spaces 
with Ink and mail 
for quick delivery) 


Dazey Churn 
& Mig. Co. 
4301 Warne Ave., 
St. Louis, Mo. 


Gentlemen: Please ship us 

one eelf-selling display carton 

of Six Sharpits, at the price of 

Six {$6} Dollars for Six, F. O. B. 
jobber’s warehouse or Sr. Louis. 
Retail price, $1.50 each. 





of your fastest sellers, we have 
made up a trial carton of only six 
Sharpits. It is attractively illus- 
trated and shows in dramatic ways 
the many uses for Sharpit. It sells 
them quickly. 

Put it where it can be seen, and 
you have sold six Sharpits at a 
good profit—50% on your cost. 
Order now, for a carton sold now 
is better than one sold next month, 
and the demand is constant. Fill 
out the coupon now. The sooner 
you do it, the sooner the profits 
start. 


DAZEY CHURN & MFG. CO. 
4301 Warne Ave. St. Louis, Mo. 
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“LOOK INTO IT” 


TRADE MARK REGISTERED 


The Patterson-Sargent Com 


Cleveland Chicago New York Kansas City St. Paul 
Detroit Long Island City Boston 
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15 Shot 
Repeater 
$12.00 
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The Next Few Months” 
Is Your Best Time for Rifle Profits 


ALL and early winter is the big season for rifle buyers. Boys, 
as well as men, are beginning to think about shooting, as soon 
as the first chill of fall is felt in the air. 
During the next few months thousands of boys and young men are 
going to go to their favorite dealer, and lay down the price of a Ham- 
ilton .22 calibre rifle. And a very large number of these sales will be 
for the new Hamilton Repeater, the greatest gun value ever offered 
for $12.00. 
Back of this remarkable rifle is the most sensational advertising cam- 
paign ever put behind a boy’s .22 calibre rifle. Millions of boys are 
being reached with big space in all the principal national boys’ pub- 
lications, to tell the story of this remarkable repeater. 
The Hamilton Repeater itself is sensational in price and value. Think 
of a modern .22 calibre repeating rifle, 13 shots pump action for $12.00. 
Never before has such a rifle at such ‘@ price been placed before the 
boys of America. 
Boys who cannot afford the new Hamilton Repeater will be more than 
interested in the old reliable single-shot Hamilton models at $3.00 and 
$3.50, the lowest-priced dependable hunting rifle for boys on the 
market. 
Get behind this big campaign. Display Hamilton rifles, all models, 
in your window, and see the sales double up. 


If your stock is low, order from your jobber today. 
Descriptive circular and prices sent on request. 


C. J. HAMILTON & SON 
321 Hamilton Street, PLYMOUTH, Michigan 
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Hamilton 
Single Shot 
$3.00 and 
$3.50 








November 13, 1924 HARDWARE AGE 














Give Alumos sale-closing punch 
with good window display 





(THATS the way! A good 
window display is often the 
last punch that closes the sale. 
Good display is probably one of 
your sales policies. Just at this 
time of year, at the beginning of 
the holiday and skating season, 
Alumo Skates, made on a new 


principle that gives superior talk- 
ing points, deserve your consid- 
eration for display in your win- 
dow and on your counter. We 
will gladly send you a demon- 
stration cross-section model free, 
if you haven’t one. 


Points of Superiority 


1. Alumos are different—an entirely 
new type of skate, designed and built 
on an entirely new principle. The fine 
steel runner and aluminum body are 
inseparably molded together in one 
operation. 


2. Alumos are light in weight—the 
only aluminum skate. Markedly re- 
duced weight on skater’s feet, making 
skating easier, faster and less tiring. 
Made of aluminum alloy that will not 
rust and takes a permanent finish. 


3. Alumos are strong—practically in- 
destructible, because of the selected 
material and extremely accurate pat- 
ented construction. 


4. Alumos are durable—no rivets or 


joints to collect rust, loosen or come 
apart. 


5. Alumos are fast—scientifically de- 
signed to give greater speed. 


6. Alumo Skates are sold only on 
Alumo Skating Shoes—Alumo Skating 
Shoes, stylishly cut on original pat- 
terns, are made on lasts formed to fit 
exactly the curvature of the scientifi- 
cally shaped heel and sole plates of 
Alumo Skates. A combination won- 
derfully comfortable and heretofore 
unobtainable. 


7. Alumos are advertised. Well- 
planned advertising is run at the 
height of the selling season to reach 
consumers. 


Send for catalog 


INTERNATIONAL DEVELOPMENT CO. 


Sole Owners Alumo Skate Patents 


Malden, Mass. 





Alumo Skates 
and Skating Shoes 
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What a Big Railroad Man 
















H. E. Byram, President of 
the Chicago, Milwaukee 
and St. Paul Railway 
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The illustration wn this ad will be featured in our 
national advertising campaign to consumers in prom- 


inent home and boys’ magazines and newspapers. 


Get Your Share 
of These Profits! 


THE GREATEST 

DISPLAY FEA- 

TURE EVER 
MADE! 


LionelAutomatic 
Train Control — 
The greatest 
achievement in 
model railroad 
engineering. 
Starts and stops 
trains automati- 
cally. Just one of 
the many won- 
derful realistic 
railroad devices 
in the LionelLine 
of Accessories. 


DEMONSTRATE 
ONE IN YOUR 
WINDOW 








The Lionel Bell 
Warning Signal 
— As the train 
approaches the 
rade crossing, 
ll automatical- 
ly rings — stops 
ringing as soon 
as train has 
passed. Steel 
construction 
throughout. 





























Lionel “Multivolt”’ Trans- 
formers. Ever-reliable power 
plants. Run all trains best. 
A type for every size train. 





HE letter above from the Presi- 

dent of the biggest electrified 
railroad in the world, shows what 
famous authorities think of Lionel 
Trains. Dealers’ ever-increasing 
sales records for twenty-five years 
show that boys and their parents 
prefer Lionel. 


Lionel Trains have been Standard 
of the World since 1900. Lionel 
Leadership is more clearly apparent 
this year than ever before. For ex- 
ample: there’s a complete Lionel 


about Lionel 


e Boy who owns a Lionel 
must get all the thrill of 
Operating a real railroad’ 
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Electric outfit of supreme quality to 
retail at $§.97§—a value that has 
never been approached. Other out- 
fits at prices to suit every purse. 


Get your share of the profits that 
Lionel Leadership is making for 
dealers. The big Lionel 1924 adver- 
tising in The Saturday Evening Post, 
boys’ magazines and newspapers 
throughout the country is sending 
thousands of customers to Lionel 
dealers daily. 


Place Your Lionel Order Now! 


Write at once for the new 44-page Lionel catalog and trade price sheet. 


The LIONEL CORPORATION 


48-52 East 21st Street 





MODEL RAILROAD 


New York City 


Western Coast Rep.: M. Sweyd, 180 New Montgomery Street, San Francisco, Cal. 


ONELE LECTRIC 





TRAIN 





"MIULTIVOLT” TRANSFORMERS oe 
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Are You Ready? 


RE you ready for the coming holiday season? 

It offers the one big opportunity of the Winter 

months to make profits from your golf department. 

So let’s lay our plans NOW to bring golf goods to the 

attention of your customers as the most appropriate 
gifts for men and women who play the game. 


We have some suggestions and advertising material 
that will assist you in creating a demand for golf goods 
this Christmas. MACGREGOR advertisements in the 


HARDWARE AGE 25. 


“Gifts for Golfers’ is a 
booklet for your use on 
mailing lists and on your 
counter. Order your sup- 
ply now. 





Saturday Evening Post, the American Magazine and 
the Golf Papers will carry the message: “Give some- 
thing for golf for Christmas.” 


Dealers who sell MACGREGOR goods will benefit 
from our efforts. If you do not sell our line, write us 
today for our proposition and information about our 
Christmas helps. 


If you do handle MACGREGOR goods, this is a 
tip to check up your stocks and order whatever you 


need. You can’t sell goods you haven’t in stock. 


THE CRAWFORD, McGREGOR & CANBY CO, 
Established 1829 Dayton, Ohio 











MACGREGOR 

















‘MAKE RECORDS WITH (3 <> >) MACGREGORS 
Ga a ” 
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AL. FOSS PATENTS SUSTAINED 


In our suit against the Jas. Heddon Sons Co. for infringing our Pork 
Rind Lure Patents—three in number—Judge Sessions, of the U. S. Dis- 


trict Court of Western District of Michigan, paid the following tribute to 
the Al. Foss Pork Rind Minnows: 


“While others had thought of and used ‘Pork Rind Minnows’ of 
a clumsy and imperfect form and character before Foss brought out 
his artificial lures designed particularly to utilize pork rinds, he was 
the first in the fairly wide field which he now claims. The prior art 
will be searched in vain for anything which even remotely approaches 
the combination of elements constituting the ‘Pork Rind Minnows’ 
conceived, developed and finally exploited by him.”’ 


“THE UNIVERSAL ADOPTION OF THIS FISH LURE BY 
EXPERT FISHERMEN and its immediate commercial success are 


strong and convincing evidence of its novelty and utility.” 


INFRINGEMENT 


‘A careful comparison of the devices of the patent as defined in the 
claims and exemplified in the exhibits...... leaves little doubt that 
the so-called ‘Pork Rind Minnows’ produced by the defendant in 
the year 1923...... were and are infringements, etc.” 





‘A decree will be entered in accordance with the findings contained 
in this opinion, granting the usual injunction and directing an account- 
ing, etc.” 


Judge Sessions also held that their present construction, in which 
the pork rind is merely hung on the curve of the hook, was not an in- 
fringement. However, our contention is that by merely raising the screw 
which holds the hook, and attaching the pork strip thereto, it can be 
used in an infringing way. If we find that they are being used in this 
manner we will stop them with this construction as well. 


Al. Foss, 
Columbus Road, 
Cleveland, Ohio 
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Immediate Deliveries on These 


Profitable Holiday Toys 


HESE are the well known “Sandy Andy” Toys; 

the items every store can make money on! 

Your holiday stock should include these sure- 

selling, profitable items. Any Toy Jobber can give 

you prompt service and attractive prices. Or send 
to us for Catalogue No. 6. 








No. 76 
“Sandy Andy”’ 


The original automatic sand toy. 
Thousands have been sold in 
toy stores. All metal, beau- 
tifully decorated. Each toy 
packed in display box. Three 
sizes: 

No. 60—10% in. high. 

No. 76—13% in, high. 

No. 101—17 in. high. 


“Sandy Andy” Laundry Sets “Bizzy Andy” Trip Hammer 
Ns ae An automatic marble’ toy with 

Wonderfully realistic items arranged fast, snappy action. 6 marbles 

in four attractive sets. Each set included. De 

packed in individual box, toy in a display: box. No. 


No. O— Metal Tub, Clothes Reel, 10% in, high, 
METAL Wash Board, Clothes Pins. 
No. 1—Metal Tub, Clothes Reel, 
GLASS Wash eee Clothes Pins. 


No. 2—Same as and also 
Wringer (with a. ‘rolls) and 
asket. 


No. 3—Same as No. 2; and also 
Metal-stand Ironing Board and Iron. 





Panama Pile Driver 


An automatic marble toy with 
“regular” pile driver action. 12 
marbles included. Made of dec- 
orated metal; packed in display 
box. No. 54—16% in, high. 





No. 104—Sand Crane 
Another popular automatic sand 
toy. Very interesting action. No. 28—“‘OVER and UNDER” 
Made entirely of decorated metal Mad 
and each toy packed in display f A mechanical toy operating with spring motor. ked 
box. No. 104—13% in. high. entirely of metal, attractively finished in colors. Packe 
in display box. No, 28—25 in.. long. 


No. 32—“OVER and UNDER” LIFT 


Large size; heavier metal; double-action car-lifting ap- 






paratus; more interesting action and larger toy. ecor- 
ated in colors; packed in display box. 0. 32—30% in. 
long. 


No. 57—Bowler 
Andy Mill 
Automatic marble toy combinin 
elevator and wind mill action. 8 
marbles included. Decorated met- 


al; packed in display box. No. 
57—21% in. high. 
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Plates, 1 Sugar Bowl, 1 Creamer, 1 Tea E mh, Ki | a a 
Pot, 1 Tray. Displayed in box. No. 242-13T mi meng: eee oe 


Decorated Metal Dish Sets 


New silhouétte designs on solid color. 
No. 59 Latest style pieces. 


sp SeacDing Sales G9 te 
i an oy ; i 
oth interesting action. Decor- SOO ER: 8 SO: Re a 


ated metal; each® toy in displa 
box. No. 59—12 in. high. teed Set No. 242-13T—3 Cups, 3 Saucers, 3 





Electros and Mats 
of Above Items 
Free to Dealers 


oe pes (Sn et 
WOLVERIN 3 Ves 


No. 29 Supply & Mfg. Co. “sTWATEGY” 


9? 
*“‘Motor Race The fascinating game. All 


we, FEE Factory at Pittsburgh, Pa. eat decal 


motor race. 6 miniature cars 
roll round a regular track. many colors and has 





All metal board, 16%” checkerboard on reverse side. 
eames’: 1 indestructible; —_ New York Office : te = a oe 
tifully lithographed in colors ° ompiete wi men tor 
Coster, og on sorgres 200 Fifth Avenue playing, it’s realty Pia 
side. acked in individua games in one, acked in 
dieslay . bun. Room 406 Gramercy 3453 individual box. 


corated metal. Each 
(aed 
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Ta Sorat $i it eee? 


” The New 1925 


NMARALZ 


i a 


BUHRKE 
Meto 1 stelaceyss! 
“Look for the 
name and the red 
ry ae 


1925 Model 


| E have instituted legal proceed 
| ings against certain defendant 


for infringing upon patents owned by 


is on the well known metal bottom and 


i of the Burr-Key Golf Bag. 


Increase your Christmas profits! The 


new model Burr-Key Golf Bag 


Equipped with the 
IMPROVED BURR-KEY 
avetlttie te) (merteleirur tele my Cue) me fale 

sells itself wit] self-explanatory “‘fatigu 
prevention’ featu 
For Sale Only by Jobbers and Dealers in the U. § 


and Foreign Countries 


Backed by National Advertising Campaign 


ms ft. BUHRKE CO 


(Eetablished 1877) 
Since 1915 Manufacturers of 
the Well Known ~ Se Key Metal Bottom Golf hag 
1238-1250 Fullerton Avenue . Chicago 


. - [i a es ate: : 
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[Ns DOOR TOYS sell quickly during winter months. 

Toddler Shoofly, (illustrated above) Special Shoo- 
fly, Byk Toddler, Gould’s Toddler, Rocking Horse 
and Hobbie Toddler are attractive, sales producing 
toys which you can purchase, under the Gould assort- 
ment drop shipment plan, in small quantities—two of 
each. 

Write your jobber or direct to the factory for an 
illustrated color catalog of Toddler Toys and details 
of this new method of distribution. 





roughout 


Gould Manufacturing Company 


302 Indiana Avenue Oshkosh, Wisconsin 








the Red Disc! 
KoKoMo_ Skates is 


assured of a quick 
turnovers KoKoMoS 
are consistently ad- 
vertised and _ their 
many points of su- 
periority are instantly 
recognized. 

Note the new self- 
contained ball bearing 
wheels, truss frame 
construction, “rocking 
chair” movement and 
the red disc around 
the hubs. Write today 
for catalog of the 
KoKoMo RED DISC 


line. 


Kokomo Stamped Metal Co. 


Kokomo, Indiana 





The Skate with the 
NEW WHEEL and 





Also manufacturers of the famous 
KoKoMo Extension Ice Skate and a 
quality line of toys and games. Ask 
your jobber for KoKoMo products. 


(KoKoMo) 
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OLT'S 


FIRE ARMS 


Illustration from one of the 
current Colt advertisements 
| appearing in national mag- 
£ azines 
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PHOTO DIAGRAM OF COLT POS- 


NY one who travels knows that he owes his safety to the itive tock. tHe steer war 
block signal system.The protection of a COLT is asessen- 7” Oene ae ee ee a rons 
tial tothe stores, banks, factories and homes of your commu- sister. ontyacott nas THIS 
nity. These people know this argument through the COLT FEATURE 

national magazine advertising, but do they know you sell Colt 
protection? Tell them. Invite them to see your stock—have 
at least one model COLT Revolver and Automatic Pistol to 


show them. 


io 


a 












Did you send for an assortment of Colt 
folders? We have plenty for you, free 


COLT’S PATENT FIRE ARMS MFG. CO., Hartford, Connecticut 


Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market Street, San Francisco, California 


THE ARM OF LAW AND ORDERS 

















B “The Lucky Dog Kind” A 





Feature D&M Goods for the Holiday Season— 


Nothing appeals to the boy like SPORTING GOODS. 
So place a plentiful supply of 


D &M Basket Balls, Striking Bags, 
Boxing Gloves, Hockey Skates, etc. 


in your window and have a complete stock on your: shelves. Tell 
the folks to get the boy what he REALLY WANTS. The boys 
know QUALITY, don’t forget that, so now is the time to gain their 
good will by seeing that they get some- 

thing REAL for Christmas. 


Ask your Jobber or Write to Us for Catalog and Dealers Price List. 
Advertising Matter such as Window Displays, Show Cards, Catalogs, 
Counter Folders, Free Rules Books, etc., furnished upon request. 


The Draper-Maynard Co. |iiaaaaem 


THIS IS GOING TO 


o——r PLU. | EA 


CURLEY-BATES COMPANY CANADIAN BRANCH CHRISTMAS 
45 SECOND STREET, SAN FRANCISCO 363 ONTARIO STREET 
PACIFIC COAST REPRESENTATIVES MONTREAL Let’s go! 
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Raise the Kiddies on '] alii | 

@ kAWheelsd a th ) Velocipedes 
Automobiles | Express Wagons 
Coaster Wagons }\ Hand Cars 
Pedal Cars ff ™ \Tricycles 
Scooters | <VGaee 


Doll Cabs 


Every whe Kind 
~gnaens 4 of Service 
- You 
Vine reas.) i /e 











“Known Around the 
World” 





Window and _ floor 
displays of American 
Vehicles will mean 
a big Christmas 
business. 








ex - 7 


2 Anericanjeational Pom 
ee ae = FOUR FACTORIES™ 


ee 2%. TOLEDO, OH10.U.S.A. J oe 




















For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 
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*“Jhe BOY Builder 
Architectural Outfit 





The Feature Toy— 


—in stores all over the country. 
Why? Because it is the fastest sell- 
ing new toy on the market. The 
dealer without it, is loosing a profit 
that rightfully belongs to him. 


Write to-day for a catalog and price 
list. i all 


Scott Mfez. 
Co. | . 
1701 W. 74th | Bilt CZ 


# 
: THAT DUPLICATES REAL BUILDINGS 
Chicago 


130 W. 42d St. 
New York Sales 


Room 














It Pays to Stock 


Northland SKis 


They make just the gift that 
the entire family want. Your 
Christmas business will be 
greatly increased with a pose 
line of Northlands. nly 
Northlands bear the deer-head 
trademark. 















Illustrated booklet on request. 


NORTHLAND SKI MFG. CO. 


World’s Largest Ski Manufacturers 


22 Merriam Park, St. Paul, Minn. 











A; National Selling 
Foree tor Your 


Sporting Goods 


Hardware Age is read by hard- 
ware dealers and jobbers in nearly 
7000 towns and cities. 


Regular selling messages in these 
Sporting Goods Inserts will help 
you gain co-operation in selling 
your sporting goods from a body 
of merchants of country-wide lo- 
cation and concentrated selling 
power. 


Hardware Age 


239 W. 39th St., New York, N. Y. 
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A $3.00 REEL THAT 
FITS EVERY FISHERMAN 


The Fernwood 60 yard quadruple multiplying reel re- 
tails for $3.00, but it delivers a lot of things otherwise 
obtainable only at much higher prices. Here are a few 
outstanding features: 

Adjustable for wear, oversize jewel bearings, adjustable 
click, heavy brass crank deeply countersunk; reel seat 
extra heavy brass screwed and soldered to support posts; 
accurately cut steel pinion held in place by a a shoulder. 
The posts are not spun or crimped in place, but drilled 
and tapped at each end and secured by nickel plated brass 
screws. The entire reel is heavily nickel plated. The 
Fernwood will satisfy anybody, it will outwear a dozen 
others in its price class, the price appeals to all. 

JOBBERS—DEALERS—prices and complete infor- 


mation on request. 


The American Swiss Magneto Company 


MANUFACTURERS 
Dept. H Toledo, O. 


FERNWOOD reecs 
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Standard for Gun Cleaning 


For cleaning firearms Hoppe’s Nitro Powder Solvent 
No. 9 remains the undisputed standard preparation—for 


more than 20 years the favorite everywhere. 
Endorsed by every user, including Uncle Sam. 


The one big seller—today as always—because never 
equalled for dependable service, making cleaning easy 


and complete. 


Removes all primer and powder fouling, metal fouling 


and leading—prevents rust. 
Sold only in 2 oz. bottles. 





For Lubrication 


Hoppe’s Lubricating Oil meets the 
shooter’s most critical requirements in an 
oil for the working parts of firearms. A 
pure, colorless light oil of the highest 
viscosity, having no trace of acid or other 
impurity, no tendency to gum. 

Refined especially for oiling firearms, 
fishing reels and intricate light machin- 
ery. Excellent also for cleaning and pol- 
ishing all fine metal and wooden surfaces. 

Sold in 3 oz. cans and 1% oz. bottles. 

Hoppe’s products are distributed every- 
where through the fjobbing trade. For 
special information and folder on gun 
cleaning, write direct to us. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 
2314-H No. 8th Street Philadelphia, Pa. 














Practical Gifts for 
the Golfer’s Children 


W HAT player of the grand old game 
can resist purchasing! Here are the 
new Burke children’s sets, skilfully de- 
signed, expertly made and prepared to 
sel] at a reasonable price that permits a 
very fair profit to you. 


You know what difficulty parents have 
in obtaining useful and novel gifts for 
their children’s Christmas. And so you 
can realize how great will be the sales of 
these new Burke sets. 


Order immediately if you wish 
stock for your holiday selling 


THE BURKE GOLF COMPANY 


Main Office........ oe ey Newark, Ohio 
N. Y. Office...... Bartholdi Bldg., 2 E. 23rd St. 
San Francisco Office. ..180 New Montgomery St. 





Not just “thrown together,” but expertly made 
clubs and bags ready for actual play. Made 
in Midgets, Juniors, Juveniles and Youths sizes. 
Send for prices and other details. 
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FOSe Lea to answer those “S. O.S” 
FA calls for help from your own set. 


A few 


Perhaps the contact poles need eurfacing. 
strokes with a NIC OLSON Tungsten Point File 


will do the trick. 
If you're building or your own outfit, sha 
keen Senpesedl iN CHOLSON Files will 


cutting, 
simplify the job. 
Be sure the name NICHOLSON 
is on every File you buy. 
NICHOLSON FILE ew PANY 
Providence, R. I., 
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vember this 








Our Fall Advertising Cam 

paign, com- 
mencing in September, Pat appear 
wonne through the first week in Decem- 
er in newspapers reaching a tradi 
area of 27,862,952 persons. ' mn 


The Saturday Evening Post, with a 

. l 
of over 2,250,000 will carry ae — 
NICHOLSON File advertisements in the issues 
of November 15th and December 6th. 


a business ae yon reaching every important 
etal and wood-working indust 
advertisements. itsde nares 




















If you can use to advanta 

ge our Lith 
Window Display, counter cards yee ae 
explaining the use of files--- send a postcard re- 
quest. These will be sent free of charge---prepaid. 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 











==”, 


NICHOLSON FILES” 


~a File for Every Purpose 
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This complete line of Garage Door Hangers 
enables you to satisfy any customer’s wants. 





annon Ball Fixtures 
or Any I'ype Garage Door 


ANNON BALL Fixtures for folding and sliding 
doors can be used on practically every type of 
garage. Regular Cannon Ball Track with 

especially designed fittings and hangings quickly 
erected. Efficient—noiseless—enduring. Merchants 
have a big field for profit in these fixtures and 
others described in catalog sent FREE on request. 


HUNT, HELM, FERRIS & CO., Harvard, Ill. 


Albany Minneapolis Los Angeles San Francisco 


TALES 


% Equipment 





STAR Line—“Something to Sell the Year Around” 


Stalls, Stanchions and Pens; Litter Carriers, Water 
Bowls, Feed Trucks, “Harvester’ Hay Tools, Door 






Hangers, Garage Equipment, Coaster Wagons, Steel 
Fence Posts and other Farm Specialties. 
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- Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 


complete information. They have long since seen the value of U. S. Poultry Netting 
aS an account opener and trade satisfier. 


Dissatisfied 
Gustomers 
are a 
Liability 


Satisfied 
Customers 
are an 
Asset 
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U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : :. : Indiana 


Seevesnesmeovennsniiaonsinisitaibiiiat 


PUU ir 


PU 














HARDWARE AGE 35 


November 13, 1924 

















It n mig cht. he called Good Hardware Row 


SMM Mw Age Mow Meow Me oe a ye pA AA AMAL AL LAL AL, Tap Tey aw lay ar To ay ony Koy Ty, Ty, Ton Koy ty WN We Ws Mie We one W oes Mag WE Ne Wi WN EN EM cg Ms Mg Wg A ae Wa Ms Megs We A Yon Mo ow 








Reproduced from a Painting made for §. W. Straus & Co. 





* 
ie oI. you know its other name? Michigan 
as Boulevard—one of the world’s great- 
est streets and the front door to Chicago—an 
ever-growing exhibition of good buildings that 
deserve Good Hardware—Corbin—and have it. 


Stroll down Good Hardware Row by the towering 


ware Row. So do hundreds of other streets in 
this great city of good buildings, so many of which 
are equipped with Good Hardware—Corbin. 


Across the country, there are thousands and 
thousands of streets and avenues and boulevards 
that well deserve this title too. You will find them 





Wrigley Building and its recent 
brother—the “Wrigley Twin”. 
You will find Good Hardware— 
Corbin—in both. Drop in at the 
Chicago or the Illinois Athletic 
Club. Good Hardware will wel- 


come you. 


In the great Railway Exchange 
Building, Good Hardware serves 
silently and surely. To the famous 
Art Institute it adds beauty—to 
its treasures, it gives protection. 
In the magnificent Straus Build- 
ing, Good Hardware smoothly 
operates and securely locks thou- 
sands of doors—thousands of 
windows. 


Yes— Michigan Boulevard de- 
serves to be called Good Hard- 


P.&@ F. CORBIN “ts 


NEW YORK 








These Good Buildings 
deserve Good Hardware 
—Corbin—and have it 


* 1 Wrigley Twin Building 
* 2 Wrigley Building 
* 3 Federal Life Building 
4 Chicago Public Library 
5 Chicago Athletic Club 
* 6 Monroe Building 
7 Illinois Athletic Club 
8 Lake Side Building 
9 Art Institute 
10 Orchestra Hall Building 
11 Railway Exchange 
*12 Straus Building 
13 McCormick Building 
*14 International Harvester Bldg. 
*15 Arcade Building 


*These seven equipped with Corbin Unit 
Locks with the keyhole in the knob. 


Good hardware at its best. 




















thickly dotted with good build- 
ings that have Good Hardware— 
Corbin. 


No doubt, you equipped many of 
them. If so, their occupants well 
know the willingnessof hardware 
that always works—that silently 
and agreeably serves—that adds 
beauty, comfort and long life to 
good buildings and enjoyment to 
those who live or work in them. 


Such hardware is Corbin —has 
been for 75 years—is today—will 
be tomorrow and tomorrow. 


If you firmly believe Good Build- 
ings deserve Good Hardware — 
Corbin—see that your customers 
get it. They deserve nothing less. 


SINCE NEW BRITAIN 


CONNECTICUT 


The American Hardware Corporation, Successor 


CHICAGO 


PHILADELPHIA 





Good Buildings Deserve Good Hardware 
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~ There IS a difference 
in SASH CORDS 





WhyYouShould Avoid Sash 
Cord with a Loaded Centre 


HEN you buy sash cord with a weighted or 
doped centre you pay the price of honest cot- 
ton cord for cheap loading material, which the cord 
would be better off without. 
The loaded centre is not put into sash cord to improve 
it. It is put in to make it weigh more or to replace 
an equal weight of cotton. 
This kind of centre takes no wear, stiffens the cord, 
and makes it far less durable. Even our Sachem 
quality will wear several times as long in running 
over pulleys as the best cord with loaded centre. 








These Cords are Not Loaded 


SAMSON SPOT SASH CORD 





Trade Mark Reg. U. S. Pat. Off. 


The most durable and economical. Made of extra quality stock, care- 
fully inspected and guaranteed free from inrperfections of braid or 
finish. Can be distinguished at a glance by our trade mark, the Col- 
ored Spots. Known favorably to architects and builders for thirty 
years and advertised to them constantly. 


PHOENIX SASH CORD 





Braided hard and glazed like Samson Spot Cord, but made of less ex- 
pensive materials to sell at a low price. It is smoother, more uniform 
in quality and freer from imperfections than ordinary low priced 
cord. Hanks are guaranteed full length and one piece. 


SACHEM SASH CORD 


Made of a little cheaper stock than the Phoenix, but is a 
good, uniform cord at a low price. 











ACH of our different grades of sash cord is 
known to the trade as the best of its kind. Net 
weights guaranteed. 
We make all kinds of braided cord, including clothes 
lines, masons’ line, awning line, shade cord, dumb- 
waiter rope, etc., also cotton twines. 


Send for catalogue and samples 


SAMSON CORDAGE WORKS, BOSTON, MASS. 
Mills at Shirley, Mass. and Anniston, Alabama 











Ravel the end 
and look at 
the centre! 


Are you paying 
for this extra weight? 
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“ACCO” CHAINS 


Your customers have a_ real 
friendly feeling for the products 
they know and trust. The good 
reputation of such products as 
“Acco” Chains is “a feather in the 
cap” of the dealer who sells them. 


It'll warm your heart to see the 
way “Acco” Chains Se//. Through 
all seasons some group of the 
“Acco” family is in demand. 





Write for illustrated literature. 








American Chain Company, Inc. 


BRIDGEPORT, CONNECTICUT 
In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 


District Sales Offices: 
Boston Chicago New York Philade! phia Pittsburgh San Francisco 


World’s Largest Manufacturers of Welded and Weldless Chains for all Purposes and Makers of the Famous Weed Automobile Accessories 
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; ELECTRIC 


ATER SYSTEM 


The development of the modern 
water system for home and farm has 
been rapid. And the demand for 
maximum service with a minimum of 
expenditure has kept pace with this 
advancement. 


In the new MYERS SELF-OILING 
ELECTRIC WATER SYSTEMS to which 
we direct your attention in this announcement 
are to be found those practical and simplified 
improvements which have ironed the kinks 
out of home water service and given to those 
who depend on Myers Water Systems the as- 
surance that, day or night, week in and week 
out, running water at the turn of a faucet will 
be available whenever needed. And what’s 
more this dependable service costs less than 
ever before. Myers Electric Water Systems 
are more economical to operate than heréto- 
fore, while the list prices gov- 
erning their sale have been 
materially reduced, and this 
double saving has been ac- 
complished without disturbing 
Myers quality one iota. 
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Dependable, easy to in- 
stall, simple in operation, 
safe and sure, you will find 
the new MYERS ELEC- 
TRIC WATER SYSTEM 
a business builder as well as 
a profit maker—just the 
water system you’ve been 
looking for to take care of 


atl. 





: 




















Ww your water system business. 
+3 Write for catalog, new 
pe prices and terms. 
f 
6Z ‘ : 
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ST. LOUIS MYERS Products 


KANSAS CITY 
NEW EW YORK PUMPS FOR EVERY PURPOSE, 
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Ee FE LAN Selo. eee pee 


ASHLAND PUMP AND HAY TOOL WORKS 
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Red 
Square Deal Fence 


has 2 to 3 times 
heavier zinc coating 


Almost twice more zinc than the best 
Galvanized fence made—about three 
times more zinc than the ordinary 
fence, 1s what experts and authorities 
say of ‘‘Galvannealed’’, copper-bear- 
ing Square Deal. Don’t just take our 
word for it. See excerpts from official 
reports on the left from the Burgess ° 
Laboratories, Robert W. Hunt Co. 
and Indiana State University. 
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These nationally 
recognized experts have 
made careful tests. They have proven 
that ‘‘“Galvannealed’’ has 2 to 3 times 
more zinc than any other farm fence 
made — therefore “Galvannealed”’ 
Square Deal should last 2 to 3 times 
longer. 


Cc. F. Burgess Laboratories 
Chemical Engineers 
Madison, Wis. 

Report: “Galvannealed”’ Wire. Aug. 25, 1924 






ei4et 
+44 





=S Noe, aR 

















if fe aay of oS tertoan Galvennneted’ ite wips made Over 500 samples of various kinds of 
y the principal manufacturers, we find that tran 

a “‘Galvannealed’’ averages .86 oz. to the square foot of fence were selected and carefully tested 
is surface, eng 2 the nearest com eer of eoeniees to find out how much more zinc ts Car- 
iat’ Seotuae’ ON calee emda, Gar cneesie dae ried by “‘Galvannealed”’ as compared to galvanized wire. 





of surface. 





Each sample was stripped of its zinc and weighed. This was 
done by the standard laboratory “stripping test’’ method. 
The columns (1-2-3) show the actual amount of zinc re- 
moved from one square foot of wire surface. 


By: OLIVER W. STOREY 


Metallurgical Engineer 










Summary of Report from 
Robert W. Hunt Company 
Chicago, Ill. 


“*Galvannealed’’ wire samples, taken at random from rolls 
of fence in stock, showed the average weight of coating to 
be considerably more than three-fourths of an ounce of zinc 
per square foot of surface wire. 

Ordinary galvanized wire, including all available makes, 
outside of “‘Galvannealed’’, showed an average of only 
one-third of an ounce of zinc per square foot on tne several 
dozen samples tested. The very t grade of galvanized 
wire now made showed an average less than one-half an 
ounce of zinc per square foot. 



















No. 1 represents the average amount of zinc coating on 
‘“‘Galvannealed”’ wire. (Made only by Keystone.) 































No. 2 represents the zinc removed from best quality gal- 

vanized wire. Note that ‘“‘“Galvannealed”’ wire fence (No. 1) 

has almost twice as much zinc as the best galvanized fence 
now made anywhere. 












Indiana State University 
Bloomington, Ind. 


In subjecting “‘Galvannealed’’ wire, along with three of 
the best makes of ordinary galvanized wire to the Preece 
test, I was able to obtain results as follows: 


*‘Galvannealed’’ Galvanized 
wire marked wire marked 
Number of dips... A 1 2 3 


Preece test....... 5 4 6 5 4 4 3 


You will note from the above that the four samples of 
*‘Galvannealed’’ wire stood an average of 5, one minute 
copper sulphate solution dips, while the average number 
of dips stood by the 3 samples of ordinary galvanized 
wire was 334. The coating on “‘Galvannealed’’ wire was 
very uniform and withstood bending and abrasion in a 
remarkable manner. 











No. 3 represents the zinc removed from ordinary 
° 2 galvanized wire, or only about % as much zinc 
as is carried on “‘Galvannealed”’ wire. 





















These results are amazing. Everyone knows 
that the amount of zinc coating determines 
the life of the wire. ‘‘Galvannealed”’ which 
is made from copper-bearing steel and which 
has 2 to 3 times heavier zinc coating is 
bound to last 2 to 3 times longer. 


3 i ©What dealer cannot increase his fence sales 
” at least 25% to 50% with a line of fence 

EXACT SIZE 

This is a photograph of that lasts 2 to 3 times longer, yet 1S sold at 

zinc removed from one no extra price? Write for complete facts. 


square foot surface o 
three classes of wire. 


Keystone Steel & Wire Company 
Peoria, Illinois 





















By: O. W. BROWN 
Department of Chemistry 












x* * * * * 





Our entire facilities have been changed over to ‘‘Gal- 
vannealed’’—therefore, we are now able to sell both 
“Square Deal’’ stiff stay wire fence and “‘Monarch’’ hinge 
joint fence made from copper-bearing steel, and by the 
new “‘Galvannealed’’ process at no extra 
price. (The “‘Galvannealed’’ process is 
exclusively owned and controlled 
by KeystoneSteel & WireCo.) 


Lema baiMmele ei iiael aed 
Square Deal «.7 MONARCH Fence 


(Copper Bearing) (No Extra Price) 
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A New and Better Gasoline Lantern 


AMERICAN READY-LITE 


Lights with 
common matches. | a 


W ind andstorm proof. 
Safe anywhere. 











For practical simplicity, economy of a 

operation and upkeep, durability and a 

appearance no other lantern equals if 

this new American Ready-Lite. t§ 
? 





a a ee wo a é 
; 3 
‘ ln a i , 


It has the already famous straight, 
long life generator which may be re- 
moved for cleaning or replacement 
without any danger of breaking man- 
tles, thus cutting mantle cost in two. 
The Ready-Lite mixing chamber is an 
entirely new feature which assures 
equal light from both mantles and 
eliminates all flickering. 























Dealers everywhere are enthusiastic 
about the sales possibilities of the 
new Ready-Lite and are unanimous 
in declaring it the most outstanding 


development in lanterns since we a 

first introduced the gasoline lantern. a: 
Ready-Lite Lamps and Lanterns are 

sold only by exclusive dealers. It will “ 

pay you to write at once for prices _— 


and terms of our exclusive dealer- = or 
~ American Ready-Lite Lantern No. 257. Also made 
agency proposition. with 8!4 inch polished nickel reflector. 


AMERICAN GAS MACHINE CO., Inc. 


Makers of the Kampkook 
Albert Lea, Minn. - - - - New York, N. Y. 
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This page brimful of timely sales suggestions will be featured in the December issues of The Saturday 


Evening Post, Good Housekeeping and McCall's. 
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Suppose 


you were the Customer 


AKE your own home. You've spert 

good money for fine hardwood floors 
or rugs or carpets, and you don’t care 
about incurring additional expense for 
repairs or replacements before you have 
to. Well, your customers feel the same 
way about it. 


And that’s just where the profitable sell- 
ing of Bassick easy-rolling casters comes 
in. Once a woman tries out a set of 
Bassick casters on a piece of furniture 
you won't be able to sell her anything 
else, and you won't want to, either. 


Bassick casters, because they are made 
right, roll smoothly and turn easily— 
protect floors and floor coverings from 
damage and prevent furniture from be- 
coming wobbly and loose. 


Ask about our special dealer proposi- 
tion No. 25. It will boost your caster 
replacement sales. Just drop us a line. 
You will receive complete informa- 
tion on Plan No. 25 by return mail. 


THE BASSICK COMPANY 
Bridgeport, Conn. 


Forthirty years the leading makersof high grade casters 
for the home, office, hospital, warehouse and factory. 


DORR ALLELE DEAL ES, 
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Every Home Where Gas is Use 


Completeness is just as essential to a line of gasheaters as it is to a line of hos- 
iery or shoes. The Wheeling Super-Radiant line doesn’t stradle the needs of 
your trade—it covers them completely. It provides an efficient heater of the 
right size for every possible home heating requirement. You never have to 
pass up a sale because you cannot supply the right size for a specific purpose. 


Show a customer a Wheeling Super-Radiant and its becoming lines will gain 
his instant regard. Mention that it carries the endorsément of the Good House- 
keeping Institute. Explain that it is not only the most economical but the 
safest heater he can use. These are facts and they help your sales. 


Wheeling Corrugating Company 
Wheeling, West Virginia 


NEW YORK KANSAS CITY CHICAGO 
PHILADELHIA RICHMOND ST. LOUIS 
CHATTANOOGA MINNEAPOLIS ° 


WHEELING | 
Super~Radiant 


Reg. U.8. Pat.Office. 




























1 © 2300 
Good Housekeeping} 
* Insti y) 
HOUSEKEEPING MACE 














Sell them’ 


SAFE HEAT ~ ECONOMICAL HEAT ~ HEALTHFUL HEAT 
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Bull Dog Tape" 
has teeth 


As you unwind a roll of BULL 
Doc TAPE it resists the process 
with considerable vigor. If you 
look at the separation point you 
will find that the resistance is 


“It Pulls 
When You 
Pull”’ 


at tod 
ed 


FRU 2TION TAPE 


The teeth of BuLt Doc Tape are the measure 
of its adhesive power enabling it to hold fast 
to practically any kind of surface and to ad- 
here to it indefinitely. BuLt Doc hangs on 
strongly to anything to which it is applied. 


caused by strong filaments of 
sticky friction compound—the 
teeth of the tape. 





BULL DOG FRICTION TAPE 1s conveniently 
packed in 1, 2, 4 and 8-oz. rolls in individ- 
ual cartons and assembled in counter dis- 
play containers. A quick repeating item 
which appeals to a wide variety of cus- 
tomers. 


Boston Woven Hose & Rubber Company 
Cambridge, Mass. 


Makers of Bull Dog Hose, Bull Dog Belting 
and Other Mechanical Rubber Goods 
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‘The DAY-FAN Line 
There is a DAY-FAN sei for every hom 



































The DAYRADIA, 
complete (except 
tubes) with A & 
B batteries and 
special silent, 
built-in recharg- 
ing equipment 


$225.00 


The DAYOLA, 
with B battery 
compartment 


$125.00 





The DAYCRAFT, 
with built-in 
phonograph loud 
speaker and B 
battery com- 
partment 


$160.00 


DAYCRAFT 


The DAYTONIA, 
complete (except 
tubes) with A & 
batteries and 
special silent, 
built-in recharg- 
ing equipment 


$285.00 


DAYTONIA 








| 








OEM 
The OEM-7, four tubes. ........sseeeee. $98.00 
The OEM-11, three tubes......: ity salle $90.00 


Pe vane set, regardless of price, 
has that important and distinc- 


tive DAY-FAN achievement. 


ALL DIAL SETTINGS THE SAME 
FOR EVERY SET, EVERYWHERE, 
ON EVERY ANTENNA 


You don't have to log DAY-FAN 
sets. A complete list of all stations 
with corresponding dial settings for 
the wave length is given with each 
set. Simply turn the pointers to 
desired station—and listen in. 


There is a model for every taste 
and purse and each one embodies 
the same remarkable qualities of 
tone, volume, selectivity, simplicity 
of operation and beauty which 


distinguish the DAY-FAN OEM 


Receivers. 


Write for literature or ask your jobber. 


“he DAYTON FAN & MOTOR CO. 


Manufacturers of HighGrade Electrical 
Apparatus for more than 35 Years 


DAYTON, OHIO. 
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| iy “That's the — 
: Efficiency Expert” 


“Going to show us how to speed up production and eliminate lost motion 
in the shop.” 


“And trying to get accurate measurements with a woven tape! For Pete’s 
sake, let him take your Starrett. If he thinks as much about his time as he 
does ours, he'll thank you for it.” 
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Quick Reading—Quick Selling | 


The steel-bright figures and graduation marks on a Starrett Tape show 
up plainly against the jet-black background. As a further aid to fast, accu- 
rate reading the foot figure is placed alongside each inch mark so that the 
measurement in feet and inches can be seen at a glance. And Starrett 
Tapes, being made of a fine quality steel, do not shrink,or stretch—they 
are indispensable where close measurements are required over compara- 
tively long distances. Good sellers, too, for good mechanics don’t take 
chances on the accuracy of their tools. Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO 


World’s Greatest Toolmakers—Manufacturers of Hacksaws Une-xcelled 


ATHOL, MASS. 
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If Your Customers ‘‘ Want to Know’ — 


There’s no better expression of confidence than the inquisitive customer. 
The prospect who is interested enough to ask questions is worth cultivating. 


National No. 77 Storm-Proof Hanger Model is an automatic sales booster. 
It shows off to advantage, in full size, the important features of the No. 
77 National Hanger—lIt enables the Dealer to demonstrate and explain 


every detail to the customer who wants to know just how it works when 
installed. 


The above is a reproduction of Model for a complete barn door com- 
bination. It consists of No. 77 National Hangers, a section of Rail, 
a “Washburne” Latch and a No. 2 Handle Hinge Hasp. It is attrac- 


tively lettered and every part is well finished, making a pleasant appeal 
from the Dealer’s counter. 


Natiegnal 


. 77 Flexible Storm-Proof Door Hanger 


Incorporating many excellent features of modern barn door hanging. 
The flexible hinge joint permits door to swing out should it be bumped 
or pushed. When the door hangs straight down there is no vibration in 
the hanger. Exceptionally well made and has great carrying capacity. 





Write us for catalog and sales policy. 


NATIONAL MANUFACTURING COMPANY 
ILLINOIS 


Illustration below shows Storm-Proof Rail used in connec- 
tion with No. 77 Hangers. No brackets are required, as rail 
itself forms a continuous bracket and is strong enough to 
support all the weight the hangers will carry. 


STERLING 


We sell direct Order Shipped the 
to the Dealer 


Day Received 
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Time to Step on the Gas 


my iE long heralded election is over. The people have unequivocally expressed their choice. 
241 Aside from any political significance, the result can mean but one thing—Better Busi- 
ness. It says plainly: “Go back to your jobs and get busy. The business ‘detour’ sign 
has been removed. The road is open. Step on the gas.” 





For months the business world has faced the bugaboo of a presidential year. The public 
generally has said: “wait until after the election.” The retail merchant has echoed the sentiments 
of his customers. The jobber has relayed the ‘Delay, Linger and Wait” message to the manu- 
facturer. Hand to mouth buying has prevailed all down the line. 


Stocks of hardware, retail and wholesale, are admittedly low—lower in many cases than the 
ordinary margin of safety, so far as sales are concerned. This has undoubtedly slowed up the 
manufacture of goods. As a result the natural merchandise reserve is far below the average 
normal. Meanwhile basic conditions have not merely remained sound. They have registered 
marked improvement. Europe’s problems are well on the way to solution. Domestic difficul- 
ties have given way to domestic opportunities. Employment is vastly better. The farmer’s 
wealth has grown, while the purchasing power of his dollar has increased. Politics alone has 
been holding us back. 


All indications point to greater consumer buying in the very near future; to a larger demand 
for needed merchandise; to a Christmas season marked by heavy purchases of useful gifts. Mean- 
while anything approximating a normal business during the coming months can easily wipe out 
our merchandise reserve. 

As B. C. Forbes says: “It is time for business men to ask themselves whether there may not 
be greater risk in not buying than in placing orders now.” 


Understand, we do not advocate speculative buying. Speculation has no place in the program 
of legitimate merchandising. We do, however, sincerely advocate the placing of orders now for 
goods the merchant is sure to need during the coming months. We do advise the specifying of 
requirements in seasonable lines that will be needed to fill the legitimate demand next spring. 
It may be good policy to order deliveries in several shipments at reasonable intervals to insure 
proper turnover, but a merchant’s responsibility to his customers’ demands that he protect their 
interests by having the goods when they are needed. 


Past records will furnish a basis for requirements. Past history should provide the incentive 
for action. The future can be judged only by the past, and in the past there never has been a 
period of low stocks and light merchandise reserves that has not been followed by serious short- 
ages and lost sales. 


Your business is to sell hardware. You are merchants, not magicians, and you cannot sell what 
you do not have. It is high time to fill the tank, oil the Business Car and Step on the Gas. 
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Everybody's 
Playing 


So Everybody’s a Prospective 
Customer for Sporting Goods 


HE football season is well un- 
der way. Fall golf is being 
played throughout the country. 
Basketball is beginning to take the 
interest of those who play and fol- 
low that good indoor game. The 
real tennis fiends continue to play 
with sweaters instead of white out- 
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ing shirts. The Arcade Hardware 
Co., Highland Park, Mich., is cash- 
ing in on the fall and winter sports 
through its windows, newspaper ad- 
vertising and a good interior depart- 


ment devoted to this line. Annual 
sales are about $10,000. 
Charles Holme, proprietor, has 


This is the season for duck shooting and the season for 
guns and ammunition 
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found that generous size advertise- 
ments with interesting cuts help 
build a good trade in football goods. 
He says too many hardware dealers 
neglect details in their sports depart- 
ment. For example he not only sells 
footballs, knickers, jerseys, shoes 
and headgear, but makes a good 
profit on jock straps, hose and knee 
pads. He sells from four to five 
gross of jock straps every year and 
is a great believer in making up com- 
plete sets of uniform ready to play 
at an advertised price. 

He has a football outfit at $30, 
which includes a jock, knickers, jer- 
sey, socks and shoes. He has a gym 
suit outfit consisting of one pair of 
tennis shoes, one jock, one pair of 
running pants and one short, which 
sells complete for $2.75. Last year 
he sold 300 such sets to boys attend- 
ing nearby schools. 

Mr. Holme always keeps an eye 
open for a special item on which he 
can realize some money. In hunting 
boots, which is a fair sample, he 
bought one dozen pairs and sold them 
quickly. Another time, six dozen 
playground balls and sold them in 
a month and a few days. He sold 
400 dozen pairs of horseshoes last 
season and expects to sell more this 
year. 

His golf rack built by brother 
Frank will hold from 300 to 400 
clubs, and two or three gross of balls. 
Frequently the Arcade Hardware 
Co. will feature golf balls and clubs 
for Saturday. Such a move will often 
sell one gross of balls, and many 
complete golf sets and special clubs. 
Annual ball business is about 250 
dozen. His club trade amounts to 
5000 clubs a year. 

Holme offers golf sets complete at 
a given price. One set selling at 
$7.98, includes 3 iron clubs, one wood 








November 13, 1924 HARDWARE AGE 


Some Good Sporting Goods Windows 
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There are some valuable suggestions in the sales building windows shown on this page. The hunting 
season is now on and it will pay you to push guns, ammunition and traps energetically. 
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club and one bag. It is interesting Holme has bought two or three gross ers and suspensories for the man 
to know that the bag is fairly good of sport shirts, special sport sweat- who doesn’t wish to wear a jock for 
in quality. This fact alone helps sell the less strenuous sporting activi- 


these sets not only to the beginner, | 
but also to the golfer who likes to a 
have an extra outfit for a guest or 


friend. 


Balls carried sell at 75 cents and ) 
one dollar each. The former appears 
to be the best seller. At about this 
time of the year this store will or- lee 





ties. 

Watch your lines, keep in touch 
with new items. Buy right and ad- 
vertise and know something about 
the various sports is Charles Holme’s 
advice to other dealers. He also lays 
great stress on the advantages of 
buying the specials. 


—— eee 












equipment. Come 
} our stock for this king of sports. 











der 1500 clubs for spring delivery senna tbenae isle In the northern half of the coun- 
and prevent embarrassment through  ecemanicaaeten | try skis will move soon. We recent- 


seasonal shortages. Ten sets of golf Brea Jars and Ribbors, oll ines, attractive prices 
equipment sold on a Saturday is a 


common occurrence, 


In line with the policy of buying 
a limited amount of specials Mr. 





Sweaters and Sweater Coats at 


ly learned that Flohr’s Hardware 
Co., Bucyrus, Ohio, sold several pairs 
and in fact introduced skis to the 
town. Skis offer the outdoor man 
an exceptionally fine sport. 


Charles Holmes 
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Should Jobbers Salesmen Carry Samples? 








In its issue of Oct. 30 HARDWARE AGE published a letter from a retailer in 
Montana who asked this important question. The writers of the three letters 
presented herewith say “YES” emphatically. 








Mr. Cockriel 
Says “YES” 


Mr. LLEW S. SouLe, Editor, 

HARDWARE AGE, 

New York City. 

Dear Sir: . 

We notice that some retailer in Montana is interested in the subject of 
whether or not jobbers’ salesmen should carry samples. We very heartily 
approve of jobbers’ salesmen carrying samples, as we know from experience 
that a salesman traveling on the road can sell a great deal more merchandise 
from a sample than he can from a picture in the catalog. 

Our salesmen have gone out with an article no more important than a mouse 
trap, carried along a sample and sold mouse traps to at least 50 per cent of 
the customers on whom they call. Customers always like to feel the real article, 
look at it, analyze it. This is true with practically everything in the hardware 
line. 

In late years, we seem to have gotten the idea that it is not necessary for 
salesmen to carry samples on the regular line as we sometimes think people are 
familiar with these items, but nevertheless we are passing up a great deal of 
business by not carrying samples. 

We know that more pocket knives can be sold from samples than can be 
sold from a picture in the catalog. Not long ago, in going through our cutlery 
department, we found a great many slow moving patterns of pocket knives. 
We made up a lot of rolls putting 12 knives to a roll, of assorted kinds and 
gave them to our salesmen to carry with them. In some cases they sold from 
one to two rolls to a small dealer just because they could see the knife, feel of it, 
examine it. People just naturally like to see what they are buying. 

This will apply to a monkey wrench, door lock or most any other piece of 
shelf hardware, the same as it does to a pocket knife. In our opinion, the 
salesman who makes it a practice of carrying samples with him as he goes along, 
will get more orders and larger orders than if he were to depend entirely on 
his catalog. 

If you can use this letter to advantage in your columns, we would be glad to 
have you do so and trust other dealers and jobbers will give their opinions. 

GUENTHER HARDWARE CO., 
Owensboro, Ky. 
(Signed) J. EVERETT COCKRIEL. 








What Is Your Opinion? 
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October 30, 1924. 
Mr. LLEW S. SOULE, Editor, 
HARDWARE AGE, 
New York City. 


Dear Sir: 


The letter you published from a Montana dealer suggesting that jobbers’ 
salesmen carry samples, touches a subject which we have discussed here many 
times. 
It is our policy to make our salesmen carry samples at all times. Before each 
sales meeting we send our salesmen a letter, attaching a blank form, which is 
used solely for the purpose of requesting samples, and we demand that each 
salesman return this sample request to us before the sales meeting, so that 
our sample department can prepare each salesman’s samples, and have them 
ready on the evening of our meeting. 
If a salesman doesn’t send in a request, we use our own judgment in selecting 
samples, and hand them to the man when he comes in, and it is called to his 
attention. 
Furthermore when we purchase a new line of merchandise we always give M M b k 
each one of our salesmen a full line of samples covering the new goods, as we .’ ° as Cc 
believe a dealer should know what the new goods are like before he purchases 


them. S 66 Y fy 99 
We request our salesmen to carry new samples with them every time they ay S 


call on a customer, because in that way it creates new interests, and both the 
salesman and the customer have something new to talk about. 

Another way in which we find we can assist the dealer is by giving our 
salesmen samples of seasonable goods, such as Christmas merchandise, spring, 
summer and fall merchandise far in advance of the season, so that the dealer 
can select what merchandise he feels he should have, and have it in stock when 
he starts to receive calls for it. 

It is our opinion that jobbers’ salesmen throughout the country can assist 
themselves, and also the dealer, by carrying more samples than has been the 
practice in the past. 

: Very truly yours, 


MASBACK HARDWARE CO., 


82-84 Warren Street, 
New York City. 


(Signed) H. E. MASBACK, 
General Sales Manager. 


Mr. LLEW S. SOULE, Editor, Nov. 2, 1924. 
HARDWARE AGE, | 
New York City. 


Dear Sir: 


The article “Should Jobbers’ Salesmen Carry Samples?” in this week’s issue 
of HARDWARE AGE interests me to such an extent, that I-am giving you my 


M lr Beebe experience covering a period of some fifteen years. In carrying samples nine 
° times out of ten I can interest customers, sell them, and furthermore sell them 
66 99 2 general line with it, whereas if no samples were shown many times customers 
Say S y H S would want nothing. Samples have been a life saver to me in many ways and 
opening of new accounts, which have proved profitable to my company and made 
, many pleasant and close friends for me. 
Yours truly, 
THE W. BINGHAM CO., 
Cleveland, Ohio. 


(Signed) O. N. BEEBE. 








What Is Your Opinion? 
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carry toys and dolls at Christ- 

mas time, even though they 
may not handle playthings through- 
out the entire year, says C. Bennett, 
Bennett-Brown Hardware Co., Al- 
liance, Ohio. Mr. Bennett and his 
partner, C. Brown, sold $2,000 worth 
of toys last Christmas during the 
month of December. Throughout the 
remainder of the year the firm sold 
about $500 worth of scooters and 
small toy items. For three years 


“er hardware dealers’ should 
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Xmas Loy 
Department 
Doubles General 


Sales 


this Ohio store has handled Christ- 
mas toys, and Bennett has found 
that a toy department during the 
holidays not only is profitable in it- 
self but doubles his general Decem- 
ber sales. 

Bennett has studied the subject 
carefully. Ordinarily he has not 
found December a banner hardware 
month. People are easily diverted 
into shops displaying gift articles. 
Since he and his partner have fea- 
tured toys for the holiday trade, he 
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has attracted general trade, children 
have brought their parents in, new 
customers are added to the store list. 

To augment a holiday toy win- 
dow the Bennett-Brown Hardware 
Co. built a toy bazaar inside the 
store. This is a simple, effective, 
stepped display booth, with moving 
trains, dolls, doll furniture, games, 
drums, miscellaneous small metal 
toys and kindred holiday playthings. 
The bazaar has six steps or shelves. 
On the fifth shelf a moving electric 
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train is kept going all during busi- 
ness hours. Moving objects always 
attract attention. 

‘The Amsterdam Hardware Co., 
Amsterdam, N. Y., carries a $700 
stock of toys, turns it four times 
and has an annual sales volume of 
about $5,000. At holiday extra stock 


p Cae : $ 
PS 
*. 
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is carried. W. G. Carlisle, proprietor, 
is so sold on toys with his hardware 
stock that he says he would have a 
much larger all-year toy department 
if he but had more floor space. His 
toy section is on the second floor. 
It is a common sight to see children 
force adults to the second floor toy 
section. 

The Clark Hardware Co., Eliza- 
beth, N. J., makes a bid for the local 
trade on toy electric trains, and re- 
cently had a very fine window dis- 
play featuring this item. 

The Williams Hardware Co., 
Clarksburg, W. Va., jobs toys to 
the hardware trade. T. B. Bartlett, 
who has charge of the toy depart- 
ment, has made a close study of toys 
and their relation to the retail hard- 
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ware business. 
lett says: 
“Year after year more and more 
of the hardware merchants are add- 
ing the line of toys for the holidays. 
The holiday season comes at the 
time of the year when the dealer 
needs a line to build up his volume 


In part, Mr. Bart- 





and offset any slowing up of busi- 
ness. Therefore the hardware mer- 
chant who handles or considers han- 
dling toys should by all means study 
the toy line from all angles and give 
it the required attention. 

“Courtesy —that fine considera- 
tion for others—is the basis for a 
successful toy department. The 
women do the greatest part of the 
purchasing of toys. They usually 
have with them their children. Noth- 
ing pleases a mother more than to 
have an interest shown in her chil- 
dren. The dealer must be kind, cour- 
teous and considerate with the chil- 
dren. In the toy department there 
should radiate the spirit of good 
cheer and helpfulness. The children 
must be sold on the toys first. What- 
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ever they select, and if ‘within the 
means of the parent, will be bought. 

“Know your goods. This is an 
old, old story and applies to any line, 
but a little more emphasis might be 
placed on it for toys. There are 
always new items coming out in the 
toy line. It should be made a spe- 


cial point to learn about them. Of 
all merchandise I believe the toys 
require more of a careful demon- 
stration than any other. The cus- 
tomers for toys are always asking, 
‘how does it work’? If you demon- 
strate the item to work properly you 
will make the sale, if not you may 
lose the sale. It pays to make a 
careful demonstration. We, as job- 
bers of toys, find that toys not 
properly displayed or demonstrated 
do not sell. If we demonstrate trains 
with just one running, the dealer 
will buy most of the number demon- 
strated, and it works with the con- 
Sumer in the same way. 

“By all means toys should be han- 


died as though you liked them. Pick 
(Coutinued on page 68) 














Christmas Number Next Week! 


The Xmas number of HarpwareE AGE which will appear next 
week will be full of sales-building ideas and suggestions relative 


to Xmas merchandise. 
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‘The Little Ideas 
That Count’” 


Details of Convenience and Service Have Won and Held 
Trade for This Husky, Small-town Hardware Store 


be By Carroll Y. Belknap 


HEN you want a padlock for 

your golf bag or tool box or hen 

house, you walk into a hardware 
store and tell your troubles to a sales- 
man. You state your requirements: a 
padlock about so big—you illustrate 
with home-made variations of the deaf 
and dumb alphabet—and of a certain 
price. 

“Yes, sir,” agrees the salesman, ex- 
tracting a cardboard box from its 
hiding place beneath the counter and 
exposing the lock that it contains. 
“Something about like this?” 

You cast a doubtful glance at the 
padlock, meanwhile twisting your neck 
for a glimpse of the price mark micro- 
scopically engrossed upon the farther 
end of the box. 

“No,” you say, “not just like that. 


Something a bit more . .” Your 
*Reprinted from Business, a magazine 


published by the Burroughs Adding Ma- 
chine Co. 


voice fades into vagueness, but the 
salesman understands. He drags forth 
box after box until finally, in the half- 
second before the coming of utter de- 
spair, you see the padlock you came to 
buy. You seize it, thrust it into your 
pocket, pay for it and walk out, leaving 
the salesman to struggle with an un- 
tidy clutter of boxes, tissue paper and 
padlocks. 

That’s what happens, at least, in the 
ordinary store. But if you live in 
Galesburg, IIl., you find the transaction 
much simpler. It begins when you 
carry your inquiry into the store of 
the Churchill Hardware Co. 

“Padlocks?” echoes the salesman. 
“This way, please.” He leads you down 
an aisle and through a gap in the 
counter; then he swings open the glass 
door of a shallow case set into the wall, 
and says, “This is our stock of pad- 
locks. Perhaps you'll see the one you 
want.” 
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What you see is a collection of sev- 
eral hundred padlocks, sorted by sizes 
and types and hung on hooks. Each 
lock bears a plain and legible price 
mark. At a glance you find the lock 
that seems to fit your needs. You 
take it from its hook, examine it, try 
it with the keys that are attached to 
it by a rubber band, and pass it to the 
salesman. 

“T’ll take this one,” you say. 

And that’s a specific illustration of 
the methods that have made the 
Churchill store one of the best known 
establishments in the retail hardware 
trade. 

“Big guiding principles sound fine 
and look well in print,” says George 
Churchill, the store’s owner, “but it’s 
the little ideas and the little oppor- 
tunities that lead to success in retail- 
ing. That padlock case is one of the 
best salesmen in the store. People like 
to handle things. They like to use 
their fingers. They’ll buy faster with 
their fingers than they will with their 
eyes. Moreover, the average customer 
doesn’t like to waste his time and his 
patience waiting for a salesman to open 
a lot of boxes. He wants to look over 
the stock as quickly as possible, make 
his selection, and get out. That’s why, 
several years ago, we installed this 
case. The result was an immediate 
increase in our sale of padlocks. Today 
we’re selling ten times as many pad- 
locks as we were before we built the 
case. The manufacturers tell us that 
we’re selling more ‘padlocks than any 
other store of our size in the United 
States. Maybe that’s an exaggeration; 
I don’t know. But I do know that we 
sell padlocks almost faster than we can 
buy them.” | 

On matters appertaining to the re- 
tailing of hardware George Churchill 
is something of an expert. For more 
than forty years he has managed his 
hardware business in Galesburg, and 
his success has been rather conspicu- 
ous. Galesburg today boasts a popula- 
tion of but 25,000, yet Churchill’s store, 
with its four floors devoted entirely to 
retail hardware, would do credit to 
almost any city; and Churchill himself 
ranks high in the hardware ‘trade. 

“In retailing,” he repeats, “it’s the 
little things that count. One evening 
I called a meeting of the salesmen and 
asked them what line of goods they 
hated to sell. What was the meanest 
stuff in the whole stock? And there 
wasn’t any disagreement in their an- 
swers. ‘Those blankety-blank pliers,’ 
they said. Why? Well, you know 
how pliers come, wrapped in tissue 
paper and packed in individual boxes. 
The salesman has to take out box after 
box, unwrap each pair of pliers, waste 
a lot of time, make his sale if he can 
find what his customer wants and then, 
after the customer has gone, wrap up 
the pliers again and put them back in 
their boxes. The customer loses time, 
the salesman loses time and the store 
loses money—for in a busy store a 
salesman’s time is valuable. 

“That is, we used to lose money. We 
don’t now. We took those pliers out 
of their boxes and hung them up in 
plain sight, just like the padlocks; and 
what had been a slow-selling line began 
to sell rapidly and easily. The minute 
you place merchandise where the cus- 
tomer can touch it with his fingers, 
you increase your sales.” 

Perhaps I seem to suggest that the 
Churchill store is a sort of self-serve 
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establishment, a hardware cafeteria. 
It isn’t. In every essential respect it 
is a typical retail hardware store of 
the better class, with courteously at- 
tentive salesmen to assist the customer 
at every step. Only, so far as possible, 
the merchandise has been arranged 
chiefly for the customer’s convenience. 

Says Churchill, pausing before a big 
display board upon which are exhibited 
a dozen or more types of kitchen 
knives, “That’s the way hardware ought 
to be displayed, with everything where 
the customer can touch it. Some day 
I’m going to rip out every old-fashioned 
counter and show case in the store and 
replace them with racks of this kind. 
Perhaps the store won’t look so pretty, 
but it’ll sell more hardware. Pilferage? 
Yes, I suppose we lose something in 
that way, perhaps two hundred dollars 
a year. But what of it? Compared 
with the gain in sales, that’s a small 
item.” 

The most thorough demonstration of 
this method of display is the store base- 
ment. It’s a big basement, extending 
not only under the store itself but also 
under the building next door, and its 
entire space is allotted to household 
goods. It has tables of chinaware and 
shelves of aluminum pots and pans; it 
has a corner piled high with baskets of 
many varieties; it has brooms and 
washing machines and garbage cans. 
And every article is placed in such posi- 
tion that the customer can finger it at 
her own pleasure. 

“The most successful department in 
the store,” says Churchill, “and the 
least expensive to operate. We call it 
our ‘non-overhead department’ because 
it has no salesman assigned to it. The 
stairway leading down to it starts from 
the center of the first floor, where 
most of the salesmen are stationed. 
When a salesman sees a customer move 
toward the stairway, he slips over, 
walks down with her, switches on the 
lights—we save expense by leaving the 
basement dark when it’s not in use— 
and helps her to find what she wants. 
But he permits her to handle anything 
she sees. In fact, he encourages her to 
do so, for he knows that the customer’s 
fingers will sell goods more quickly 
than the salesman’s conversation. 

“When we first moved into our new 
building in 1918 this department of 
household furnishings was on_ the 
second floor; but that location, we dis- 
covered, wasn’t entirely satisfactory. 
Women don’t like to go upstairs, but 
they’ll willingly go down into a base- 
ment. So we shifted the household 
goods to the basement, with the result 
that the sales in the department more 
than doubled in the first year after the 
change. 

“But there’s another reason for the 
increase. Pots and pans and china- 
ware and baskets all look better under 
artificial light than they do in daylight. 
There’s something in the gleam of re- 
flected light that helps to sell plates 
and aluminum ware. And baskets, too, 
seem to sell more rapidly when they’re 
placed under artificial light. We’re 
selling more baskets than any other 
store in town, including even the de- 
partment stores, and yet we don’t at- 
tempt to draw trade by advertising our 
baskets at cut prices. We price them 
so that they’ll bring a good profit. 
We don’t talk about them in our ad- 
vertising. Now and then we arrange 
a window display featuring our baskets 
but that’s the extent of our basket 
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advertising. Nevertheless, the women 
come here for their baskets. They go 
down into our basement, they pick up 
the baskets and examine them thor- 
oughly, and they buy ’em.”’ 





At the head of the stairway leading 
up to the offices on the mezzanine floor 
there’s a narrow landing, a ledge per- 
haps four feet wide. At the end of the 








landing stands a little desk facing a 
rack built of galvanized iron and di- 
vided into tiny compartments. There 
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are seventy of these compartments, 
and each of them is filled with blank 
checks. 

“We’ve always been rather liberal 
in cashing checks for our customers,” 
Mr. Churchill explains, “and we learned 
long ago that the average man doesn’t 
like to scratch out the name of one 
bank and write in the name of his own; 
he wants to use a check bearing the 
printed name and address of the proper 
bank. So we began to keep a supply 
of blank checks for the different banks 
in Galesburg. We found that the idea 
paid dividends. Sometimes a_cus- 
tomer after completing a purchase 
would say, ‘I’m sorry, but I haven’t 
a check book with me; so I'll send 
you a check later.” To offer a blank 
check on that customer’s bank, as we 
could do, was a simple procedure. We 
expanded the idea by collecting blank 
checks on banks in nearby towns. And 
then one day a few years ago a man 
came hurrying into the store. 

“‘Can you give me a blank check 
on my bank?’ he asked, naming a bank 
in a town about twenty miles from 
Galesburg. ‘I’ve been buying some 
horses from a farmer, and he won’t 
accept a check with the name of the 
bank altered; thinks it’s no good. If 
I can’t get a check on my own bank 
I’ll lose the opportunity to buy those 
horses.’ 

“We gave him the check that he 
wanted; it just happened that we had 
one. But his gratitude and the good 
will that we had gained by this one 
bit of service made me think things 
over, and the next day we built that 
check rack and hung it on the wall 
above a desk. It holds blank checks 
for every bank within thirty miles of 
Galesburg. We haven’t overlooked a 
bank. People come here every day to 
get checks on this bank or that, and 
they appreciate the service. This is 
the only place in town where they can 
find any check they want. Even the local 
banks frequently send messengers to 
us for checks on banks in some of the 
smaller towns in this part of the State. 
Now, that may seem a very small and 
unimportant detail, but it’s by services 
of this kind that you can make friends 
and hold them. To keep that rack 
filled with checks costs us nothing, but 
it gains friends for us every day. 

“The only way to build business is 
to give service. A store doesn’t sell 
merchandise; it sells service. Part of 
that service, of course, consists of offer- 
ing good merchandise. But the other 
part, which is just as important, con- 
sists of a thousand little details of 
helpfulness and friendliness. Consider, 
for example, the question of returned 
merchandise. We’ve always offered to 
accept any goods with which the cus- 
tomer isn’t satisfied. But we _ go 
farther; we do it with a smile. We 
don’t protest, unless the return is clear- 
ly unjustified. And that’s the way to 
do it. You’ve got to take the goods 
back. And you’ve nothing to gain by 
doing it grudgingly. If you do it 
pleasantly and willingly you hold the 
customer’s friendship. 

“T don’t mean that a man must let 
his customers run his business for him. 
On the contrary, it’s up to the merchant 
to educate his customers so that they’ll 
accept his methods. Some time ago 
one of my customers objected to our 


(Continued on page 65) 
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Could You Sell 1900 Griddles 
in 6 Days? 


Chas. Brown & Sons Did and in This Article 
| We Tell You How 


aluminum griddles at $1.48 each? That is what 
the firm of Chas. Brown & Sons, 871-73 Market 
Street, San Francisco, Cal., did recently, and what is 


{ scent you sell, in your store, in six days, 1900 





oA Chas. Brown & Sons—————— 


THIS WEEK ONLY 


Monday, Sept. 22, to Saturday, Sept. 27 
SPECIAL .- 


$ . 


Delivered free anywhere as 
long as supply last. 


“Wear-Ever” 
Aluminum Griddl 
Regular price ' $2.20 





1 nel — 
° 9? 
“J Amthe Smokeless Griddle 

and I am again on “Special Sale” in San Francisco a, 
Chas. Brown & Sons. 

“When I announced my arrival in your great city ‘dine 
one year ago, more than |200 housewives at once put me 
to work in their kitchens; many others, however, were dis- 
appointed because my supply gave out. 

“My yy papiaiy induced my makers to permit 
Chas. now again offer me at a 
SPECIAL “INTRODUCTORY PRICE. 

“So here is your chance to 5 om what a genuine 
“Wear-Ever’ Griddle can do for Y 
“I am justly popular, for my ben into the ‘Kitchen 
Family’ has worked wonders in the Family Kitchen. Be- 
causs— 

“I am made of extra heavy, pure, highly polished alum- 
inum which will last a lifetime. 

“I do not require any grease spread over my face to pre- 
vent the cakes from sticking, and therefore I turn out rich- 
brown, light and palatable hot cakes that are as digestible 
as they are delicious—and as you . NO grease means 
oo smoky, smelly kitchen—the bane of all aan house-. 

“And | I repeat, I am not the ordinary light sheet Alumi- 
num, but the thickest and toughest piece my manufacturers 
produce under their well | aa brand of famous 
“Wear- Ever. 

“T am of eel size, being 10'/2 inches across, and what 
is more, 

I serve a double purpose 
“My reverse side makes a most excellent broiler or fry-pan 
for steaks or chops. as I am fitted with a deep groove 
ich catches and retains all the delicious and nutritious 
juices of the meat. 

“If you have an old smoky griddle that requires grease 
just discard it and let me take its piace. You and your 
family will enjoy the change. 

“My .regular price established 
at the factory is_.___.-_-- $2.20 $ 48 

““B tt to introduce “Wear-Ever’ quality 
and satisfaction into your home, I will 
come to you anywhere for One Week 
Only at this SPECIAL PRICE— 

““Come in and sample my delicious hot cakes right 
in this store during factory demonstration.” 


Chas Brown & Sons 


871-873 Market St., opp. Powell 
mmm he “Ground-Floor Household Store” 








more it has been necessary ever since for the firm to 
carry a larger stock of aluminum ware to meet the 
increased demand created by the special sale. 


“How did you do it,’”’ we asked Ben Brown, one 
of the members of the firm? 

He smiled and handed us the advertisement that 
is reproduced on this page. “It’s simple enough, 
he said. “Be specific, have your prices right, adver- 
tise, and if you’ve got the goods the public will take 
care of the rest.” 

“What do you mean by being specific?” we asked. 

“Well take this advertisement for instance,” he 
replied. “As you can see by reading it over it is 
written about one specific piece of merchandise, but 
what is more it is written as though the griddle it- 
self were talking. All of the essential points about 
the article are mentioned in an intimate and friendly 
sort of way. People know what aluminum is and 
what this particular piece of merchandise is. They 
have seen it advertised before. We give them specific 
information about one specific piece of merchandise, 
at a specific price, for a specific time and for a 
specific purpose, which we always tell about. That 
purpose, as the advertisement states, is to introduce 
this brand and quality of aluminum into the homes 
of our customers and prospective customers at a price 
that will attract them, so they may learn what we 
have to offer in the future. 

“A lot of people might think that we were cutting 
prices,’ Mr. Brown said, “when we offer this article 
at $1.48. It was a price reduction, but it was made, 
as I have said, for the purpose of introducing the 
line. We didn’t lose anything. We sold enough 
griddles to offset the reduction, and what is more 
we sold enough other pieces of aluminum and other 
merchandise on display in the store to net us a con- 
siderable profit. 

“That is the advantage of these special sales. We 
call them business getters because they attract people 
from all over who buy other things. During a special 
sale of this kind we always make special window 
displays and special displays inside the store. Of 
course in a sale of this kind on aluminum we give 
particular attention to our aluminum stock in the 
store and have everybody posted, so that really a 
special aluminum drive is made during the week.” 

“What do you mean by the statement in the ad— 
“delivered free anywhere as long as supply lasts’? 
we asked. 

“Just what it says. We received a great many out 
of town orders from farmers who take the San Fran- 
cisco papers and also from people in Nevada. We send 
the goods to them by parcel post ahd we have found 
that it has helped us as much as anything else we’ve 
ever done. It’s an advertisement in itself.” 

“How often do you hold a special sale?” 

“Every two weeks on something.” A couple of 
months before we held this griddle sale we held a 
similar one and sold 1200 in one week.” 

“How do you arrange your advertising?” 
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We run it regularly. People get to look for it if 
you run it that way. We use both evening and morn- 
ing papers and also Sunday papers. That is, we 
seldom run ads every day. When we are going to 
have a special sale we advertise it as such in the 


Sunday papers, and again on Wednesday, which is 
matinee day, and again on Friday, which is the day 
before pay day. 

“We never advertise unless we have something to 
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say, something specific to offer that we believe is 
attractive. And we always advertise something that 
people know about. They like familiar things, the 
articles that they have read or heard about. And 
that’s about all there is to it. But you have to keep 


' WEAR E 
tact eo 





a step ahead all the time and never let them get the 
idea that you’re asleep. Keep things stirred up so 
they will be afraid they will miss something if they 
don’t watch what you are offering.” 








Swell Head 


By A. Rowden King 


Say what you may, one of the best things about many colleges are the hazing days, about many 


lodges are the initiations, and about most family dining tables are the teasings. 


Of the two evils, 


Egotism and Self-Depreciation, the former is by far the less desirable and the Swell Head is its trade- 
mark. It hurts us much more than it does the Universe when we come to think the Universe 


revolves around us. 


Somebody ought to write a book “Astronomy for Egotists” and fill it only with those facts which 
mathematics and the telescope reveal which go to prove that each of us is such a small speck upon such 
a small sphere that he is really difficult even to imagine from the viewpoint of the Universe. Of what 
relative consequence is any human being in a cosmos so large that the light from some of the stars, 
traveling 186,000 miles a second takes a thousand years or more to reach him? 

Somebody ought to write a book “Anatomy for Egotists” and fill it with facts such as these: The 


whole “works” of a 150 pound man are worth not more than $15 on the market. 


He contains 3500 


cubic feet of oxygen, hydrogen and nitrogen, 22 lbs. of carbon, 50 ounces of phosphorus, 50 grains of 
iron, 2 lbs. of lime, 1 Ib. of sugar, 1% lb. of salt, 38 qts. of water and, as the cook books would phrase 
it, a pinch each of starch, chloride of potash, magnesium, sulphur, hydrochloric acid and starch. 
The great difficulty with some seems to be that the proportion of starch is not vastly greater. More 
of it might not raise the market value of the total much, to be sure, but it might greatly stiffen 


the backbone and take the mind off things which pertain mainly or solely to darling Ego. 


would help selling efforts. 


And that 
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Italic Alphabet for Speed Lettering 


With Suggestions on How to Produce 


N learning anything which may 

first seem difficult there are three 

cardinal principles which should 
be considered by the beginner. These 
are, Desire, Courage and Applica- 
tion. 

First of all we must have the De- 
sire to learn (while artistic ability 
is beneficial it is not at all essential 
to the beginner’s success in learning 
to write show cards). 

Secondly, we must have Courage 
and faith in ourselves to carry on 
and accomplish what hundreds of 
others with less opportunity have 








Sianderd 
Household 


Jools 


See Our 
Complete Line. 

















done, never allowing ourselves to 
even think of defeat. 

And last, but by no means least 
comes Application, for practice alone 
makes perfect. Particularly is this 
true in learning show card writing. 
There are many things in life from 
which we may derive a great deal of 
pleasure and profit. Show card writ- 
ing is one of them. Modern tools, 
instructions and show card sup- 
plies have placed this important 
business aid within the reach of the 
average Hardware clerk. The man 
who can write legible show cards to- 
day is much in demand. Numerous 
stencils and machines have been in- 
vented to write show cards, but noth- 
ing so far has or will take the part 
of the hand finished product. Show 


card writers earn from $40 to $125 


Silhouettes 


By Joseph Bertram Jowitt 


per week, with plenty of opportunity 
to earn extra money on the side. 
Show card writing is not a highly 
technical trade which requires years 
of apprenticeship, like sign painting, 
where one must acquire a thorough 
knowledge of oil paints. 

The greatest difficulty that most 
beginners encounter in their first at- 
tempts at lettering is to keep their 
lettering plumb upright. For this 
reason the writer suggests this Italic 
alphabet for the beginners first les- 
son as the letters conform very close- 








Winter 
Needs 


Sor the 


Hlutonobule 























ly to the old Spencerian style which 

comes most natural to all of us. 
For various mechanical reasons, 

due probably to motions or actions 





ta ha 









Supplies 


Ask our Kado 
‘  @xpert— 











that respond most easily to natural 
muscular movement, letters which 


have an angular slant are easier to 


make and can be produced with 
greater speed than upright or per- 
pendicular letters. It may be also 
due to the fact that our earlier train- 
ing in the practice of penmanship 
has something to do with this. 

In practicing these Italic letters 
the beginner should first work his 
brush into a flat chisel edge shape, 
then proceea to draw a series of 
oblique lines through a card say 
about 11 x14in. These should be at 
an angle of about 45 degrees and 
just the width of a single brush 
stroke apart. These lines will aid 





A 
Now 
Broom 
Sweeps Clean’ 


Brooms 
Specially Priced 




















materially in keeping all the letters 
the same degree of slant. If one let- 
ter should lean a trifle more than an- 
other it will not be noticed. The be- 
ginner by practicing this alphabet 
will soon learn to control the brush 
and then perpendicular lettering will 
come easier. The practice strokes 
shown in the accompanying plate are 
the most important ones to concen- 
trate on. The writer has often heard 
said, “Oh, I would like to take up 
lettering, but my hand shakes so I 
ecouldn’t draw a straight line.” I 
have watched old timers with trem- 
bling fingers and unsteady nerves; as 
soon as they picked up a lettering 
brush they were able to make per- 
fectly straight strokes and end up 
with a precision that was astonish- 
ing. The answer to this is, well- 














November 13, 1924 


trained muscles which are under per- 
fect control when in action. 

After all is said and done there is 
no greater or more striking con- 
trast in show cards than Black and 
White, which is always in good taste 
and presents a refined and business 
like appearance. There is some- 
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quires no artistic ability to produce 
perfect silhouettes. 

The two best ways to create the 
silhouette: First, cut the picture out 
being careful not to cut away any 
important detail, then coat the pic- 
ture all over with any dull black 
show card ink (India ink may be 


Kalic Lettering For Speed 
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tain the same results, which may re- 
quire a little more time, is to cut 
out the picture as described above, 
then place it in the position you wish 
to paste it on the card. Next pro- 
ceed to outline in pencil all around 
the picture, next remove picture 
from card and proceed to retrace 
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thing very fascinating about the 
effect produced in black and white 
Silhouette. The jet black stands out 
in relief with a clean and bold con- 
trast to the pure white background 
of the card and the interesting part 
of this pictorial work is that it re- 


used). After ink is thoroughly dry 
paste on card with white library 
paste. Be careful in pasting picture 
not to allow any paste to get under- 
neath as it might rub up the black 
ink and spoil the silhouette. 

A much more simple way to ob- 


over the outline with a small brush, 
filling in solfd black with larger 
brush. 

This silhouette stunt will attract 
a great deal of attention, because it 
is different and out of the ordinary 
kind of show card. 








Keep Your Employees Informed 


HE next time you hold a store meeting try the effect of reporting sales to the employees. 


Tell the number of gallons of paint sold in a given period, the number of tires, 
cleaners, electric washers, etc. 
sell even more rapidly by enthusing the sales force over it. 


vacuum 


When an article is selling well it is generally easy to make it 


It is likewise true that calling atten- 


tion to lines which are not selling as well as they should will stimulate the sales force to get 


action on those lines. 
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Assets 
Another Try at It! 


By Saunders Norvell 


ASTE is not an asset. My last article was 
H dictated hurriedly and the proof was never 
read. Following a holiday I note from the 

copy that Flaubert was spelled F-l-o-u-b-e-r-t. Well, 
that is the way it is pronounced anyhow. I also 
note where I wrote about vales, it is written v-e-i-l-s. 
I was writing about dancing and evidently somebody 
thought it was the Dance of the Seven Veils, while 
I was thinking of dancing in the Greek valleys! I 
telephoned the printers, but they said it was too late. 
I make this explanation to head off my good friends 
who always write me when I make a mistake. I can 
do a thousand things right and nobody turns a hair, 
but if I do one thing wrong, you should see my corre- 


spondence! 
* * * 


I have just learned that the printer has corrected 
these errors. 
% % % * 


“In “Forty Years of Hardware” I wrote about a 
thousand live men. Nobody said a word. Then by 
mistake I buried one man who is still alive. My, 
how I was called down. However, while others re- 
fused to be mollified my friend, the corpse himself, 
wrote me a very charming and friendly letter, as he 
enjoyed the joke. Like Mark Twain, he wrote: “The 
report of my death has been very much exaggerated!” 

I made one other mistake in trusting somebody 
else. All the good things I had done were forgotten. 
[ was jumped on unmercifully when the fault was 
not mine at all. However, I accepted the criticism 
and have not fought back. 


cam * * * 


When I was sales manager of the Simmons Hard- 
ware Company every day I had to write letters ex- 
plaining to merchants why it was the proper thing 
for our salesmen to sell every hardware dealer in town. 
I wrote so many of these letters that finally I worked 
out a form letter that was a peach. I explained to the 
dealer that the more people we sold in a town the 
less it cost us to work that town. It reduced over- 
head expenses. Therefore our salesmen could sell him 
cheaper. 

When I moved to the Norvell-Shapleigh Hardware 
Company we never received any letters of protest 
because our salesmen sold the other merchant in town. 
I missed these letters. At the end of two years one 
of our sales managers brought in a red hot letter. 
One customer was all riled up because our salesman 
went across the street and sold his competitor. Our 
sales manager was very much concerned. It would 
be too bad, he said, to lose this good account. I read 
the letter through carefully with a great deal of 
pleasure. -When I finished I muttered under my 
breath “Splendid!” Our sales manager looked at me 


as if I had lost my mind. “Why ‘splendid?’” he in- 


quired. ‘“‘Don’t you see,” I answered, “this is the 
first letter of the kind we have ever received? Nobody 
ever cared whom our salesmen sold. This is the first 
sign that they are beginning to care. It is most en- 
couraging. Our work is beginning to be felt. I hope 
every day to see letters from somebody objecting to 
,cur selling the other man in town. When that day 
comes this business will be a howling success. Until 
there are some objections we are ignored. We do not 
count. Moral: When letters come complaining of 
whom we sell, it is an asset.” 
# % * * 


Put it down as an axiom that whenever a customer 
writes you a long-winded letter stating that he has 
quit buying, you will have very little trouble in get- 
ting back his account. The mere fact that he writes 
the long letter is an indication that he intends to con- 
tinue to buy. It is exactly like letter writing be- 
tween sweethearts. Just as long as they write and 
tell each other how much they are disappointed with 
each other, you may rest assured there is still hope 
for their broken hearts. The real hard customer to 
handle is the one who does not answer your letter— 
the man who does not write you anything. Silence 
usually means something both in commercial affairs 
and in love! When the telephone ceases to ring, make 
up your minds the case needs careful investigation! 


* * t+ 


The Presidential election is over. The analysts 
and statisticians have been sending us charts proving 
by records that a Presidential election never affects 
business. All of us think they are a bunch of liars. 
We know better. The American public as well as our 
salesmen and house people are like Abraham Lincoln’s 
boat on the Sangamon River. It had a 10-foot whistle 
and a 6-foot piston. When it whistled it couldn’t run, 
and when it ran it couldn’t whistie. 

Now the trouble here in the United States is that 
as soon as we become interested in anything such as 
an election or baseball or a girl, we quit work. We 
just can’t whistle and run at the same time. When 
I see one of our young men dragging himself around 
the office or sitting at his desk gazing into vacancy, 
I know the trouble. His heart is broken. No, you 
can’t be in love and do your best work at the same 
time, nor can we be interested in elections and actu- 
ally think about our work. We must do our part to 
run the country. We must express our opinions on 
the subject to everybody who will iisten. The amount 
of hot air this country has consumed in the last three 
months, if it could be concentrated, would melt all 
the ice at the North Pole! 

It certainly does not take much of an excuse to get 
us to stop working. In our business we have a little 
committee of heads of departments that meets from 
time to time and discusses house matters. Whenever 
the question of a holiday come up, the vote is always 
unanimous—for the holiday! 











November 13, 1924 


Yesterday being Election Day, we closed. We 
knew it would be useless to try to work. However, I 
came down to work, hoping to have a little quiet. 
The telephone was out of business. There was no 
mail. It was wonderful and delightful to be able to 
do a few hours’ work without interruption. When 
lunch time came we started out to find a place to 
eat. All the clubs were closed. All the large restau- 
rants were closed. Then I noticed a curious thing. 
All the soulless corporations in our neighborhood were 
shut up tight. The only concerns that were open were 
the little ones run by their own proprietors. I noticed 
all these little shops were doing a good business. I 
guess the people who are working for the big corpo- 
rations who had a day off now had a chance to do 
shopping in the small shops that are run by their own 
proprietors. We found a little restaurant and were 
waited on by the proprietor. 

In our neighborhood there is a large sporting goods 
house. They deal in nothing but sporting goods. 
I wished to buy a number of items in sporting goods, 
but every time I go there to buy they are closed. 
This is a large corporation, and they surely take all 
the holidays. I wonder how real working people who 
punch the time clock ever get a chance, to buy any- 
thing from these big houses that close so promptly 
on Saturdays, that shut up so early in the evening, 
and that religiously observe every holiday. It seems 
to me a sporting goods house at least should be open 
on holidays. Holidays and sporting goods somehow 
go together. Of course, employees like myself who 
punch the clock can arrange to be excused from their 
regular tasks in order to go out and buy from the 
sporting goods house. 


% * * * 


Another decidedly weak spot in most organizations 
is the lunch hour. Monday I had to make a foreign 
remittance. I went during the lunch hour to a great 
express company. At every window in every cage 
there was a card reading: “Next window.” Finally 
I ran down a clerk in one cage. There were several 
people ahead of me. This poor clerk was trying to 
figure foreign exchange. Whenever he got stuck he 
telephoned to somebody else in some other depart- 
ment. The impatient line of lunch hour customers 
watched his agonies. Of course, i knew the trouble. 
All the head men had gone to lunch. They went to 
lunch at exactly the same time as all of their cus- 
tomers who take part of their lunch hour to make 
foreign remittances. The line in which I stood was 
~ composed almost entirely. of working men and for- 
eigners. They cursed in several languages as they 
took our their watches. No doubt they, too, punched 
the time clock. 

Finally my turn came. While the young man figured 
exchange I, also, figured it upside down. He made 
a mistake. I corrected him. Then he got rattled. 
I lost forty-five minutes making the small remittance. 

Why don’t corporations who naturally have a large 
business during the lunch hour, because their cus- 
tomers get out for lunch, arrange the lunch hours 
of their employees so they can take care of this busi- 
ness? A good man on the job with such concerns 
during the lunch hour would be an asset. 

% %* * %* 


This is the morning after the election and my friend 
Babson is Johnny-on-the-spot with a barometer letter 
to the effect that “ELECTIONS SHOULD HELP 
BUSINESS.” That heading does get my goat. What 
I suppose brother Babson means is, that elections 
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now being over, it will help business. He says that 
“Every one is accustomed to use elections as an ex- 
cuse for cleaning house and doing other necessary but 
unpleasant tasks. . . Merchants use the elections 
as a reason for clearing up their shelves.’”’ Now, say, 
doesn’t that get you? How many merchants have 
wanted to clear up their shelves, but instead have had 
their customers come in, lean their elbows on the show- 
case and talk politics? 

This morning I asked—‘How is our mail?” The 
man who has charge of opening the mail looked at 
me and laughed. The idea of expecting any mail, or 
rather, much mail, the day after election! 

Mr. Babson might have added to his other remarks 
about what elections are good for, that merchants 
also take occasion to use the election as a reason for 
not remitting. No patriot should do any work or 
make any remittances when he has the fate of the 
country hanging on his hands! It took me just fifteen 
minutes to vote. 

I asked one man on the train this morning—‘‘How 
did the election suit you?” ‘Well,’ he replied, “I 
came out 50-50. I lost on Davis but won on Smith.” 

I asked another man how the election suited him 
and he replied “Oh, it suits me all right. I voted for 
Davis because he stood for all my ideals, but all the 
time I knew that Coolidge would be elected, and I 
believe Coolidge, while he will not be quite so good 
for my ideals, will be better for my pocketbook.” 

Yes, I, too, think that Coolidge will be a financial 
asset! 

* * %*+ 

J. Pierpont Morgan once stated, on the stand, 
that character was an asset. Nothing more clearly 
emphasizes this fact than the recent election. The 
character of one man won the election. Now I am 
not writing politics. I am simply calling your atten- 
tion to this very illuminating illustration of the value 
and the power of individual character. The people 


- of this country certainly must believe in the character 


of Calvin Coolidge to put him over as they have done. 
A good many political characters have recently come 
to grief. Nothing, as a matter of fact, actually hap- 
pened to them except tht the natural evolution of their 
characters worked to their logical conclusion. 


+ * * * 


Did you notice the English elections? The English 
people were in a fine panic. They thought that En- 
gland was going Bolsheviki. Friends of mine in En- 
gland wrote me wild letters indicating their nervous 
condition. They were afraid of an immediate revolu- 
tion. The Conservative party, the Tories, actually 
frightened the English people into voting them into 
power. They used exactly the same kind of propa- 
ganda with which we sell patent medicines. We 
frighten the prospect. We make him feel sick. He 
fears further trouble, and then we offer him the 
remedy at $1 per bottle! If one bottle does not cure, 
take thirteen! 

* * * * 

One thing is clear, both from the English elections 
and from our recent election. That is, the people are 
tired of jazz government. The people want peace. 
They want to go to work. They are tired of too 
much oratory. They have become case-hardened to 
the orators. It is my opinion that the same thing 
exists in business. We are all getting tired of jazz 
salesmanship and jazz advertising. When a jazz 
salesman opens up on me I feel like throwing him 
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Election Results Foreshadow Important 
Economic Legislation 


President May Call Extra Session of New Congress in 
April to Reduce Taxation— Do-Nothing 
Policy for Coming Short Session 


WASHINGTON, Nov. 10, 1924. 
CONOMIC legislation of far- 
iD reaching consequence to the busi- 
ness men of the country is fore- 
shadowed in the results of last Tues- 
day’s Presidential and Congressional 
elections. Regardless of partisan bias 
the average business man will hail with 
satisfaction the new conditions under 
which it will be practicable for Con- 
gress and the administration to assume 
full responsibility for a legislative pro- 
gram that can probably be enacted into 
law early in the new Congress that may 
be assembled in special session soon 
after March 4 next. 

At this writing it appears that the 
control of the House of Representatives 
in the new Congress will be in the 
hands of the Republicans by a ma- 
jority substantially greater than the to- 
tal insurgent vote, which, therefore, will 
cease to constitute the balance of power 
in that body. When the fact is recalled 
that throughout the present Congress 
every plan framed by the administra- 
tion and especially the important tax 
reform projects of the Treasury Depart- 
ment have been emasculated before final 
action by a small band of Heuse insur- 
gents taking orders from Senator La 
Follette the vast improvement in the 
parliamentary situation in the new Con- 
gress will be appreciated. 


May Control Senate Also 


Only one-third of the members of the 


United States Senate were voted upon 
at last Tuesday’s election. The leaders 
of the major party were not sanguine 
that enough gains could be made to de- 
stroy the balance of power held in the 
Senate by the La Follette insurgents, 
but the latest returns indicate that the 
Republicans may have a very small 
clear majority and that in any event 
the complexion of the reelected insur- 
gents will be so varied as to make it 
probable that sufficient cooperation can 
be secured by the major party to guar- 
antee the enactment of all important 
legislative measures initiated by the ad- 
ministration and having the backing of 
the business men of the country. 
Although the President has perfected 
no details of the legislative program 
that will be offered in the new Con- 


.April. 


By W. L. Crounse 


gress he will undertake this task at 
once, as he is already strongly advised 
by lieutenants in whose judgment he has 
the utmost confidence that it will be 
highly important to summon the new 
Congress in extra session early next 
With a clear majority in the 
House and a working arrangement, if 
not a majority, in the Senate, it is 
pointed out that in three or four months 
a series of important measures can be 
formulated and placed on the statute 
books. Some of these bills could be 
enacted within sixty days. 


More Tax Reduction Planned 


The project believed to be uppermost 
in the President’s mind is further re- 
duction in internal taxation, coupled 
with administrative reforms in the col- 
lection of the income tax along the lines 
of those features of the original Mellon 
bill, which were killed by the insurgents 
in the present Congress. In addition, 


‘the President will seek important rail- 


road legislation, including authority to 
reorganize the Railway Labor Board, a 
comprehensive law for the operation of 
the American merchant marine, a care- 
fully considered project to stabilize con- 
ditions in the agricultural sections, and, 
finally, the amendment of certain ad- 
ministrative features of the tariff law, 
with possibly some rather important 
changes in rate schedules. 

It goes without saying that the en- 
actment of this entire legislative pro- 
gram could not be hoped for at a spe- 
cial session unless Congress were con- 
demned to sit all summer. It is be- 
lieved, however, that in two or three 
months the proposed -tax reduction, 
railroad and farm legislation could be 
enacted, leaving the other measures to 
the regular session, which convenes in 


December, 1925. 
Treasury Can Spare $300.000,000 


The latest survey of the Treasury in- 
dicates a current annual surplus in ex- 
cess of $300,000,000. The slashing of 
the internal revenue taxes to this 
amount would afford great relief to a 
large number of taxpayers, as the bulk 
of the reduction would doubtless be 
made by the cutting of both normal 
taxes and surtaxes. 


Secretary Mellon is counted upon 
again to urge a lower maximum surtax 
and it is known that he has very im- 
pressive data to demonstrate that the 
reduction in the maximum from 50 to 
40 per cent, as provided in the last re- 
vision law, has accomplished absolutely 
nothing in the way of discouraging the 
purchase of tax-exempt securities and 
the investment of the surplus income 
of men of means in high grade indus- 
trial stocks. 

Secretary Mellon will be able to show 
that nothing can be accomplished along 
these lines unless Congress will con- 
sent to cut the maximum surtax to 25 
per cent. This rate, the Secretary 
holds, will about equalize sound pre- 
ferred industrials with tax-exempt mu- 
nicipal bonds, farm loan bonds, Lib- 
erties, etc. 


Only Necessary Legislation This 
Winter 


With the prospect of controlling both 
Senate and House in the new Congress 
it is not surprising that the majority 
leaders should now favor limiting the 
work of the coming short session to the 
passage of the fourteen annual budget 
bills and such minor emergency meas- 
ures as may be deemed essential to the 
operation of the Government. No big 
legislative project of importance will be 
undertaken, although preliminary steps 
in the way of hearings may be taken by 
some of the larger committees. This 
does not mean, however, that there is a 
prospect for a short, quiet session. 

On the contrary, the insurgents, real- 
izing that it will be their last oppor- 
tunity to impress their policies upon 
current legislation, will no doubt do 
everything in their power to force ob- 
jectionable riders upon all general 
measures, and many a hot fight be- 
tween the administration forces and 
their united opponents will be staged 
during the ninety day session. 


Insurgents Demand More Publicity 


One of the projects which the insur- 
gents threaten to bring forward is the 
amendment of the income tax law so as 
to specifically direct the publication of 
all details concerning individual and 
corporate income tax returns. 


Interest 
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in this matter has been greatly stimu- 
lated by the recent ill-advised action of 
the Treasury Department in issuing to 
collectors of internal revenue such am- 
biguous instructions regarding pub- 
licity as to result in the fragmentary 
publication of returns in certain dis- 
tricts, notwithstanding the fact that the 
Department of Justice takes the posi- 
tion that newspaper publication is for- 
bidden by law. 

No emergency existed to justify the 
Internal Revenue Bureau in directing 
Collectors to permit income tax returns 
to be examined by anyone before the 
Department of Justice had construed 
the law. The general consensus of 
opinion among experts here is that all 
references in the new law to publicity 
of income tax returns applied to re- 
turns made following the passage of 
the act. 

It is an undisputed fact that at the 
time returns were filed in March, 1924, 
the law forbade their being disclosed 
to anyone, hence the taxpayer in mak- 
ing his return properly felt that he 
had a contract with the Federal Gov- 
ernment protecting from publication 
all data submitted by him. The law 
regarding publicity was enacted sub- 
sequently and could not constitution- 
ally be made retroactive. 


May Overrule Presiding Officers 


While the insurgents cannot hope 
to secure the enactment of an inde- 
pendent measure providing for full 
publicity for income tax rates nothing 
can prevent the constant effort on their 
part to amend general legislative meas- 
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ures by the addition of riders providing 
publicity. The presiding officers of 
both houses can be relied upon to hold 
such amendments to be out of order 
but on appeals from the chair in both 
House and Senate as at present con- 
stituted the insurgent program may be 
forced through by a _= combination 
against the administration. 

The insurgents are also expected to 
endeavor to keep the tariff issue to the 
fore not only by the introduction of 
special measures but by the offering of 
amendments to current legislation. 
Senator La Follette throughout the 
campaign just ended has demanded that 
the President shall approve a reduction 
in the sugar duty said to have been 
recommended by the United States 
Tariff Commission in a confidential re- 
port which has been on the President’s 
desk for some weeks. 

Other tariff cuts are advocated by 
the insurgents, some of them claimed 
to be in the interest of the farmer. 
Generally speaking, however, the agri- 
cultural sections appear to be well 
satisfied with the Fordney-McCumber 
tariff law which undoubtedly provides 
higher rates on agricultural products 
and lower rates on commodities pur- 
chased by the farmer than any tariff 
law heretofore enacted. 


Presidential Vetoes Foreshadowed 


The reconvening of Congress for the 
short session may be signalized by the 
insurgents in another attempt to secure 
the passage of the so-called Howell- 
Barkley bill providing for the reorgan- 
ization of the Railroad Labor Board 
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and otherwise amending the Cummins 
law. The insurgents are committed to 
this movement and made several sen- 
sational though abortive attempts to 
force this bill through the House at 
the last session. 

The President’s veto power is likely 
to be exercised on more, than one oc- 
casion during the coming session. 
While the administration leaders will 
lack the votes to pass their own meas- 
ures, the combined opposition will be 
far short of the necessary majority to 
repass objectionable bills over the 
President’s veto. 


No Price Protection Legislation at 
Short Session 


In view of the unfavorable conditions 
that will exist throughout the coming 
short session and the highly satisfac- 
tory outlook in the new Congress it is 
not believed that a serious attempt will 
be made to enact price protection legis- 
lation until the new Congress con- 
venes. This does not mean, however, 
that the matter will receive no con- 
sideration during the coming winter. 

Four bills are now pending before 
the House Committee on Interstate and 
Foreign Commerce and Chairman 
Winslow is regarded as pledged to see 


that hearings are granted thereon 
early in the coming session. 
Certain friends of this legislation 


believe that time can be gained by the 
holding of extended hearings in Decem- 
ber and January, the hearings to be 
printed for the use of the House Com- 
mittee in the new Congress..* 


Little Ideas That Count 


practice of sending out bills promptly 
at the end of the month. He didn’t 
like bills, he said; he always paid his 
account promptly and he didn’t see 
why we had to bother him with a bill 
at the end of every month. ‘I’m sorry 
you feel that way,’ I said, ‘but that’s 
our custom and we can’t make excep- 
tions. We send bills to all our cus- 
tomers; there’s no injustice in it.’ And 
he agreed, finally, that I was right. 
“The retail merchant must educate 
his customers, too, in the matter of 
quality. There are only two kinds of 
people in the world—those who want 
quality and are willing to pay for it, 
and those who want low prices regard- 
less of quality. You can choose which 
kind you’ll serve, but you can’t serve 
both. You must teach your trade to 
come to you for articles of a definite 
standard either of quality or price. In 
our store it’s quality. I decided forty 
years ago that I wanted to sell the best 
merchandise in the market, and I’ve 
stuck to my policy. The consequence 
is that our customers know that what 
we offer them is always good. For 
one thing, we don’t change brands; we 
try to select the best brand in any 


(Continued from page 57) 


particular line and then we hang on 
to it. We've carried some of our brands 
for years. We've taught our customers 
that those brands are the best they can 
buy, and we haven’t changed. 

“There are washers, for example. 
Apparently that’s a small item, for 
washers are inexpensive and not very 
important, but they illustrate our 
methods. We have always handled one 
line of washers, distinguished from 
other brands by the fact that they are 
what is known as ‘finished washers.’ 
That is, they have been thoroughly 
polished. When a man buys washers 
from us we explain to him that the 
polished washer is better because, if he 
wants, he can paint over it so that it 
will be almost invisible. We teach him, 
in other words, to buy for the fine 
points of quality. And, naturally, we 
hold his trade. 

“That’s the only way you can hold 
your trade. When you try to build 
your business by entering into price 
competition, you voluntarily present 
your customers to your competitors. 
The next man that offers prices lower 
than yours will take your customers 
away from you. you’ve got no way to 


hold thém. But if you teach your cus- 
tomers to buy for quality and service, 
you make them your own property; 
they’re your customers and nobody ean 
pry them away.” 

Educating the customer to expect a 
definite standard 6f quality, however, 
imposes a certain responsibility upon 
the merchant. Churchill relates, with 
a whimsical grin, a story that bears 
upon this point. 

“We had always carried,” he says, 
“a line of butt hinges that we knew 
were better than anything else in the 
market. They were better. They were 
more accurate, more precisely fitted, 
so that there was no play in the joint. 
A door hung with those hinges would 
not sag. But to use them demanded 
a certain method of hanging and a high 
degree of skill. Well, we had taught 
our trade to hang doors as they ought 
to be hung. We had educated the con- 
tractors and the carpenters to the use 
of our butt hinges. And then one day, 
out of friendship, I bought a few hun- 
dred hinges of another make. A day — 
or so after those new hinges went 
into our shelves a contractor came 
storming into my office. 
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Every Branch of Radio Industry Represented 
at Third Radio Show 


Practically every branch of the radio 
manufacturing industry was_ repre- 
sented at the Third Annual National 
Radio Exposition, held at the Grand 
Gentral Palace in New York, Nov. 3 to 
8. An outstanding feature of the show 
was the large number of exhibits and 
the great extent and diversity in the 
exhibits themselves. 

An elaborate program was arranged 
for the entertainment of visitors, and 
the attendance was perhaps larger 
than at any previous exhibition of its 


kind. Many new and improved types 
of radio receivers were shown and re- 
ceived a great deal of attention from 
visitors. The tendency in radio design 
as reflected by the exhibits, was de- 
cidedly toward improved quality in 
reproduction, without, however, any 
sacrifice of sensitivity. A large number 
of the sets shown were designed to 
operate on loop aerial, a type which is 
finding increased favor especially in 
the metropolitan area. Regenerative 
receivers were also shown in large 
numbers. 





Van Dervoort Remodels 


The building of the Van Der- | 


voort Hardware Co., McDougall-Butler 
wholesale distributors in Lansing, 
Mich., has been completely remodeled 
and the new store is being opened this 
week with a mammoth sale. 

A. D. Van Dervoort, who man- 
ages the advertising for the company 
has planned an extensive newspaper 
advertising campaign and an elaborate 
store display. 

Manufacturers’ demonstration booths 
have been installed in the store and 
practical demonstrations of various 

roducts will be carried on throughout 
he week. The booth occupied by Mc- 
Dougall-Butler Co., Inc., will be dec- 
orated with finished panels of the 
company’s make of paint, varnish 
stains and enamels of every descrip- 
tion. 





Gold Medal Plant Additions 


The Gold Medal Camp Furniture 
Mfg. Co., Racine, Wis., is building a 
large two-story building which covers 
half a city block. This building will 
house a new steel plant necessitated 
by the steady increase of their busi- 
ness. 





New Line Announced on 


Folding Furniture 


The Gold Medal Camp Furniture 
Mfg. Co., Racine, Wis., has recently 
announced that it has a new line 
of folding furniture to offer to the 
trade for 1925 in addition to its well 
established Gold Medal line. This addi- 
tion is called the Badger Line and in- 
cludes a folding cot, table, arm chair 
and stool. 

It is said the purpose of this line is 
to satiate the demand which is due to 
the outcome of the war for a cheap 
serviceable cot, chair and table. 

The Badger Line will be distributed 
through the regular channels of trade. 





Bryce Chairman of Board 


Marion G. Bryce, president United 
States Glass Co., Pittsburgh, Pa., has 
been made chairman of the _ board. 
Edwin E. Slick ha’ been elected presi- 
dent, succeeding Mr. Bryce. 





Correction 


In the Oct. 23, 1924, issue of HARD- 
WARE AGE appears an obituary notice 
concerning the death of James 
Murphy, president of R. Murphy Sons 
Co., Ayer, Mass. Mr. Murphy’s name 
was John R. Murphy and not James R. 





Directs Buffalo Drive on 
Christmas Seals 


W. G. Andrews, sales manager, Cen- 
tral Division, Pratt & Lambert, Inc., 
has been appointed chairman of the 
committee which will conduct the 17th 
annual Christmas Seal campaign of 
the Buffalo Tuberculosis Association. 
He is to be aided by a committee com- 
posed of 25 men and women who are 
active in charity work. 

Mr. Andrews met members of 
his advisory committee at a luncheon 
in the Hotel Statler on Wednesday, 
Nov. 5. The Buffalo campaign will 
have as its objective the raising of a 
fund of $70,000 which will be used in 
the association’s work to relieve and 
prevent tuberculosis. The distribu- 
tion of seals will be begun soon. 





Auberchon Opens New 
Branch 


The W. E. Auberchon Co., Fitchburg, 
and Worcester, Mass., has opened an- 
other store at 124 Parker Street, Gard- 
ner, Mass., A general line of hardware 
and housefurnishings will be carried. 
Frank Messier, is manager in charge 
of the new store. 








Herbster Sells to Lauer 


_ R. W. Herbster has sold his interest 
in The Herbster Hardware Co., of 
Prospect, Ohio, to Lauer Bros., who 
have been associated with him in the 
business for the past five years. 

Mr. Herbster retires after 35 years 
of continuous activity in the retail 
hardware business and in this time has 
made a host of friends as well as a 
splendid business. The new firm will 
be under the name of Lauer Bros. 
Hardware Co. 





Brenaman Joins Oakes Co. 


F. D. Brenaman has joined the Oakes 
Co., Indianapolis, Ind., as a_ special 
sales representative. He was formerly 
associated with the Hassler Shock Ab- 
sorber Co., and the Lincoln Shock Ab- 
sorber Co. 

_The Oakes Co. manufactures automo- 
bile parts and accessories. 





Woeppel Buys Branch 
from Walbridge 


Emil Woeppel has purchased the 
South Buffalo branch store of Wal- 
bridge & Co., Buffalo, N. Y. He has 
been associated with the former owner 
for the past 30 years. Mr. Woeppel 
will carry on a community business in 
general hardware, tools, housefurnish- 
ings goods, etc. 





Newark Firm Moves 
to Larger Quarters 


The American Hardware Stores, Inc., 
Newark, N. J., have moved into new 
quarters at 62 Market Street, where 
four floors and basement are available 
for the company’s line of builders’ hard- 
ware, factory supplies and _ general 
hardware. The new location increases 
the floor space eight times. 

The entire first floor will be devoted 
to the display of miscellaneous shelf 
hardware. The second floor is for 
builders’ hardware exclusively, where 
a fine display of samples will be in- 
stalled. ‘The stock will be kept on the 
third and fourth floors. 

Officers of the company are Charles 
Warner, president, and Maurice War- 
ner, secretary and treasurer. The firm 
sells at wholesale and retail. 


Pacific Coast Jobber 
Holds Sales Convention 


The entire sales force of Sloss & 
Brittain, San Francisco, Cal., hardware 
jobbers, held its first sales convention 
Oct. 25 in the company’s new build- 
ing at 1400 Howard Street. Salesmen 
and their wives were served an in- 
formal luncheon at the Hotel Whit- 
comb. Following the lunch. the sales 
force was conducted through the new 
buildings. ; 

The company has invited all mer- 
chants to visit the new plant. 
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Nakken Joins Kennedy 


Theodore H. Nakken has joined the 
technical statf of the Colin B. Kennedy 
Corp., New York, radio manufacturers. 
He will work out many important in- 
vestigations in the company’s labora- 
tories. A native of Holland, Mr. Nak- 
ken’s career in radio has been a check- 
ered one since 1910. His inventive 
genius in radio matters attracted the 
attention of the Imperial Russian Gov- 
ernment. He was made an admiral of 
the Russian navy, in charge of radio 
installation. When this government 
was overthrown he had a precarious 
trip across Russia and Siberia. In 
July, 1917, he joined the United States 
Army Signal Corp. as a language and 
technical instructor. Following the 
armistice he returned to Europe for 
further experimentation in the radio 
field. 


Hampden Toy Co. Sold 


Isadore J. & George S. Poulin have 
purchased the business of the Hampden 
Toy Co., Westfield, Mass., and will 
_—— the firm name to Hampden Mfg. 

0. 





Hardware Men Victimized 


Reports coming from Minnesota and 
Wisconsin tell of a new swindle scheme 
that is being directed to hardware re- 
tailers in the larger towns with com- 
parative success. A prosperous looking 
individual puts in an appearance in 
town and negotiates the purchase of a 
home, making a substantial payment 
by check and receiving a contract for 
deed. He then goes to the hardware 
stores, using the contract as reference, 
buys equipment for the new home and 
gives in payment checks larger than 
the amount of his purchase, receiving 
cash for the difference. He then leaves 
town before any of the checks are re- 
turned. 

Several well-known hardware men 
have O.K.’d the stranger’s checks on 
the strength of his deed to some well- 
known piece of residence property and 
are now striving earnestly to locate 
the gentleman, who, according to last 
reports, is still at liberty. 





Catalogs Received 


The Marietta Hollow-Ware and 
Enameling Co., Marietta, Pa., has 
issued a new catalog and price list on 
its varied and complete line of en- 
ameled and hollow ware. All items are 
illustrated, described and priced in a 
manner which makes the book a useful 
and handy reference guide to the trade. 





Michigan J obbers Issue 
New General Catalog 


The Northern Hardware & Supply 
Co., Menominee, Mich., shelf and heavy 
hardware jobbers, have issued general 





eoceectaaeceuee 


catalog No. 24, which covers mill, 


logging and mining supplies, pipe, | 
valves, fittings, farm tools, wire fenc- | 


ing, mechanics tools, paints, oils, var- 
nishes, furnaces, stoves, ranges, house- 
hold hardware, radio equipment, elec- 
trical supplies, sport goods, guns, am- 
munition, fishing tackle, saddlery and 
harness, cutlery and automotive sup- 


| plies. 


Officers of the company are George 
L. Hastings, president, W. A. Holmes, 
vice-president, and W. A. Shockley, 
secretary. 





Slocum Hdw. Incorporates 


The Slocum Hardware Co., Ell- 
wood City, Pa., has been incorporated by 
E. C. Slocum, owner, for the purpose of 
operation as a wholesale and retail 
hardware business. The greater por- 
tion of the stock to be issued will be 
held by Mr. Slocum and seven em- 
ployees. Stocks will be enlarged, store 
arrangement revised and several new 
lines added. 

Mr. Slocum will be president and will 
devote his time to the buying. He has 
operated the firm for 30 years. W. O. 
Miller, vice-president, will have gen- 
eral management of the store. He has 
been associated with Slocum for 25 
years. Miss Ruby N. Cole, secretary, 
has been bookkeeper for 16 vears and 
will continue to head that department. 
H. D. Parkinson. treasurer, will be in 
charge of the mill supply section. He 
ee had 17 years experience in that 

eld. 


Oldham-Rust Selling Agents 


for Cheney Hammer Corp. 


The Oldham-Rust Co., 321 Broad- 
way, New York City, has been ap- 
pointed direct selling agents for the 
Henry Cheney Hammer Corp., Little 
Falls, N. Y. The Oldham-Rust Co., 
will cover the New York City and sur- 
rounding Metropolitan territory in 
New Jersey and New York State. 





Appointed Eagle Radio 
Distributors 


The Electrical Supply & Equipment 
Co., Inc., Albany, N. Y., has been ap- 
pointed distributor for the Eagle neu- 
trodyne radio receivers. This com> 
pany has branch offices in Elmira and 
Buffalo, N. Y., and Scranton, Wilkes- 
Barre and Erie, Pa. 





Abbott with Forsberg 


R. O. Abbott, formerly ih charge of 
the development and merchandising of 
the Winchester tool line for the Win- 
chester Repeating Arms Co., New 
Haven, Conn., has become sales man- 
ager of the Forsberg Mfg. Co., Bridge- 
port, Conn. 








Beaudry Co. Opens New 


Plants 


The Beaudry Co., Inc., Everett, 
Mass., now occupies its new plant on 
the Revere Beach Parkway, which is 
within three miles of the business 
center of Boston, and is served by a 
side track which enables direct load- 
ings to all points. The new plant is 
served with a private heating power 
plant. The main building is 140 ft. by 
70 ft., built of concrete and steel. The 
engineering and drafting department 
and men’s dressing rooms are on the 
first floor. The general offices are on 
the second floor. Production equip- 
ment is in the side bays of both floors. 

The company manufactures forging 
hammers and was established in 1880. 


—_— ——— 


Alexandra Mirrorscope Co. 
Taken Over 


The Mirrorscope Co. of America, 
Inc., Port Chester, N. Y., a new corpo- 
ration, has taken over the material 
assets of the Alexandra Mirrorscope 
Co., Inc., same city, and promises to 
uphold the standards of manufacturing 
and business maintained in the past. 

In this connection it is interesting to 
note that 24 states in the Union re- 
quire by State law that all commercial 
vehicles be equipped with rear view 
mirrors. 





Florence Stove Moves 
General Offices 


The general offices of the Florence 
Stove Co., and the offices of the New 
England division, are now located on 
the tenth floor of the Park Square 
Building, Boston, Mass. 

This company has recently estab- 
lished sales offices in ‘the following 
cities: New York, Chicago, Atlanta, 
New Orleans, Dallas, Denver, Detroit 
and Cleveland. 


Karl S. Harbaugh 


Karl S.. Harbaugh, district manager 
at Seattle, Wash., for the United States 
Steel Products Co., Pittsburgh, died re- 
cently, at the age of 51 years. 


Ohio News Notes 


The Fairmount Tool & Forging Co., 
Cleveland, contemplates the erection of 
a two-story factory building to replace 
one recently damaged by fire. 


The Key-Bar Wrench Co., Akron, 
Ohio, has been incorporated to manu- 
facture wrenches and other tools. John 
R. Long, I. S. Ballard, E. D. Eddy, R. 
W. Clark and Matthew Eskovitz are 
the incorporators. 


The Norwalk Vise and Tool Co., 
Norwalk, Ohio, has been incorporated 
with a capital stock of $37,500 to man- 
nfacture vises and tools by John R. 
Price, William H. Price and B. C. 
Shepard. 
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A Xmas Toy Department Will Double General Sales 


up a toy and show an interest, and 
the customer will think more of it. 
The toy customers present a dif- 
ferent problem from the customers 
in many other lines. They require 
more help in deciding on and select- 
ing merchandise. Take, for an ex- 
ample, the mother who is buying for 
a family of four children. She wants 
to get as much as she can for her 
money and at the same time get toys 
that will please each child. It is 
here that the dealer can help the 
customer make the selection. If the 
dealer knows his line he will in 
most cases give the customer a better 
selection than her own. 

“The dealer should know what size 
automobile or velocipede it takes for 
a four-year-old child. Time after 
time a customer will buy an article 
without any knowiedge of what they 
want. They usually ask, ‘What can 
I get for my little boy or girl four 
years old?’ Here is where the deal- 
er should be able to suggest without 
any hesitation several articles. If 
the child is along the dealer has the 
advantage, for the toy can be suited 
to the child. As a little girl of five 
years told her father, she wanted to 
try on the automobile. In this case 
it fit and the sale was made. 

“The dealer should analyze or 
study his customers. The selling of 
toys requires a lot of study. Of 
course, Mother and Daddy play the 
biggest part in the purchasing of 
toys. This will always continue to 
be so, and the toy dealer can always 
count on this trade. Next to the 
parents themselves, grandparents 
buy most of the toys, and the great- 
est volume of toys, for the children. 
Here is where the dealer should sell 
his high priced toys. They want 
something serviceable and worth- 


(Continued from page 55) 


while, therefore price is not the main 
consideration. They do not need 
any great or special amount of urg- 
ing to close a sale. The favorite 
grandchild has to have the best and 
granddad is the one that can be 
counted on to get it. Grandma will 
also see that her favorite grandchild 
gets what she wants. Besides the 
older brothers, sisters and other 
relatives, and special friends, supply 
a large part in the toy purchases. 
To all of these the dealer should 
show the high priced, serviceable 
toys. This class of toys sells much 
quicker to these customers, while it 
builds up your volume of business 
and increases the profit. 

“The dealer cannot do all this him- 
self, but will have to see that his 
salesmen carry out his plan. After 
the dealer gets the customers the 
salesmen should be able to do their 
part. However, a few remarks re- 
garding toy salesmen would be in 
order just now. First of all, toy 
salesmen must have plenty of pa- 
tience. One of those salesmen that 
lets everything get on his nerves 
should stay out of toys. The sales- 
men need a great deal of patience at 
rush periods when they have to per- 
form the greatest service. As stated 
before, the salesman should help and 
assist the customer in making a se- 
lection of toys, giving his service 
and advice. The salesman should be 
wideawake and keep fresh, be en- 
thusiastic and radiate good cheer. 
He’ should easily make friends with 
the children, for these children are 
the customers of tomorrow and if 
properly won will be regular ‘cus- 
tomers. 

“The salesmen should know the 
goods; should study the designs and 
merits of the toys; should be able to 


explain the minor points of the toy 
and how it works. There is always 
something new to be learned about 
toys. I remember having a toy a 
little high priced and it did not sell 
so well; however, I discovered one 
day after examining it that it made 
a noise, and with a new feature sold 
it readily. By studying the toys the 
salesmen will become interested in 
them and acquire enthusiasm. In 
order to be enthusiastic over the toy 
line the salesmen must like the toys 
themselves. Enthusiasm begets en- 
thusiasm. 

“With the salesmen all set the 
dealer should have a good variety of 
toys. With this class of merchan- 
dise a good variety and assortment 
play an important part. The dealer 
should not try to buy all of one 
item, as I have seen a lot of them do. 
If there is a special price on an 
item, and he has not the outlet for 
the quantity, it is futile for him to 
buy such a large quantity. He may 
use a few of an article as a leader, 
and good specials are a great help 
to increase the sales. It is not a bad 
idea to give away souvenirs on the: 
opening day of the toy department. 
I knew a store that had Santa Claus 
to arrive on the afternoon train, and 
all the kids who met him at the 
station were to get a _ souvenir. 
About all the youngsters in the city 
were at the station to meet him in 
a pouring down rain. Often a little 
stunt to attract the attention and 
get the interest of the children will 
bring great results. 

“Finally, by following the rules 
of the toy game the hardware mer- 
chant will find the toy department 
to be a profitable one, and his busi- 
ness will increase each year.” 





Folding Steel Saw Vise 


The Cincinnati Tool Co., Norwood, 
Cincinnati, Ohio, has introduced a new 
folding steel saw vise which will bear 
the company’s trade name, “Hargrave.” 





Principal points claimed for this new 
vise are: all-steel construction with the 
absence of rubber to rot, ability to grip 


saw tight at two places, without chat- 
ter, instant adjustment and ability to 
hold any saw up to 14 gage. The vise 
may be folded compactly into a space 
12% x 2% x 2% in. It clamps to bench 
or board from % to 2 in. thick or can 
be attached permanently by screw. 
Any standard saw set may be used 
with this vise. Its weight is 2% lb. 
The vise is finished in black enamel. 





Blue Bird Reel 


The Patent Novelty Co., Inc., of Ful- 
ton, Tll., has recently purchased from 
the Hugro Manufacturing Co., War- 
saw, Ind., the complete manufacturing 
equipment for Blue Bird Indoor Clothes 
Line Reel. The Blue Bird is a sub- 


stantial, practical, dustless and attrac- 
tive reel in form that is really practical 
for sundry household uses such as fre- 





quently required in the kitchen, laun- 
dry, nursery, basement, etc., etc., wher- 
ever clothes are to be dried or aired. 
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Hardware Jobbers Preparing 
for Healthy Improvement 


—Stocks Generally Light 


The tone of the hardware market throughout the country is 
very encouraging. Jobbers in all sections are preparing for 
steady and healthy improvement, and believe that business may 
be expected to increase gradually without momentary booms 


and lulls. 


With election over, there is a general inclination to be opti- 
mistic in buying. However, it is not to be understood that 
jobbers or dealers will consider speculative buying, but, on the 
contrary, will buy in order to have goods to sell. 


Stocks generally are light. 


It is believed that manufacturers 


in most cases have practically no surplus of finished products, 
and so authorities in the various markets feel certain that busi- 


ness is in a very healthy state. 


There are few important price changes, though it is gener- 
ally believed that some advances may be announced on such 
items as rope, twine and other lines where raw material is 


rising. 


Collections are satisfactory throughout the hardware trade. 





Few Price Changes 
In New England 


Although most everybody in hard- 
ware circles is talking about the possi- 
bility of higher prices from now on, 
the past week witnessed comparatively 
few adjustments in values worthy of 
special mention. Jobbers are in some 
instances making specially attractive 
prices when quantity lots of certain 
classes of merchandise are purchased, 
and in other instances are giving ex- 
tended bill datings, all of which might 
indicate that every effort is being made 
to break the habit acquired some time 
ago by the retail dealer to purchase 
only as necessity requires. To some ex- 
tent more interest is being shown by 
the retail trade in futures. 





Better Sentiment 


in Pittsburgh Market 


A notable betterment in sentiment is 
observed in Pittsburgh hardware trade 
circles following the election, and while 
it cannot yet be said that this change 
has filtered through to the demand it 
is generally expected that it will 
shortly. There are few predictions of 
a business boom; indeed, most of the 
trade are hoping that one is not ahead, 
because of the protracted dull spells 
which have followed the periods of 
overbuying, a word which has come to 
be synonymous with the word boom. 
A number of price changes have been 
announced. Lead and all products of 
that metal have stiffened in price. 
Lower prices are noted in lawn rollers, 
in butts and hinges, and some other 
items of builders’ hardware. Rope 
halters and cattle ties have advanced 








about 10 per cent. Camping stoves are 
slightly lower. Delay in opening the 
hunting season in Pennsylvania, due to 
the danger of forest fires from the 
fact there has been such a long period 
of dry weather, has not seriously af- 
fected sales of guns and loaded shells. 
Collections are still reported as fair. 


N. Y. Jobbers Reduce Square 
Mesh Cloth 


New York jobbers announce a reduc- 
tion of 25c. per 100 sq. ft. on square 
mesh cloth. Solder advanced 1c. The 
weather is hampering reorder trade on 
fall lines, but jobbers report a very 
heavy demand for futures, particularly 
garden tools to be delivered in March 
and April. Christmas goods are mov- 
ing actively, and a good holiday trade 
is expected. 








Cleveland Basing Point 
on Woven Wire Fence 


Cleveland has been made a basing 
point for woven wire fence including 
poultry fence, which means a slight re- 
duction in prices to the trade supplied 
by Cleveland manufacturers and dis- 
tributors. Net prices have been sub- 
stituted for list prices and discounts on 
fence. Plumbers’ brass goods show a 
firmer tendency and an advance is pre- 
dicted on soil pipe and fittings. New 
prices on screen doors and fittings an- 
nounced by Cleveland jobbers are 10 
per cent lower than last year and the 
differential on galvanized wire doors 
has been cut sharply. Holiday trade 
in Cleveland in electrical kitchen appli- 
ances, radio sets and glass baking ware 
has become heavy.: 





Holiday Trade Increasing 
In Northwest 


Trade is showing some signs of the 
coming holiday demand. Stocks for 
the holidays are going forward daily. 
Collections are improving each week, 
and it is believed that much of this 
work will be cleared by the end of 
November. An improved holiday trade 
is looked for. 

There was a marked tendency to 
await the results of the election, which 
is now past. Business will without 
doubt show the effects of the decision, 
according to the opinions of many in 
the business world. 





Business Is Better 
in Chicago Market 


Due to retailers generally having 
light stocks, replacement orders are in 
fairly large volume. Orders for spring 
delivery are also increasing. Prices 
have remained almost stationary this 
past week, the only exceptions being 
continued advances in solder and white 
lead and declines in linseed oil and 
turpentine. 

Warm weather is being taken advan- 
tage of in building operations with the 
result that there is an exceptionally 
good demand for builders’ hardware 
and materials. Holiday goods are be- 
ginning to move in a limited way and 
a few days of cold weather would speed 
things up materially. 


Scythes Will Advance 


The North Wayne Tool Co., Hal- 
lowell, Me., with sales office at 1409 
Ford Building, Detroit, Mich., an- 
nounces that effective Dec. 1 scythes 
will advance $1 per dozen. The infor- 
mation comes in a letter dated Nov. 6 
and signed by H. S. Earke, president. 








Stanley Works Decline 


The Stanley Works of New Britain, 
Conn., has recently issued a new dis- 
count sheet showing a decline of 5 and 
10 per cent on many lines. 





Chain Store Sales 
Show Large Gains 


According to reliable news informa- 
tion the several large chain store or- 
ganizations have made large gains in 
sales volume. Comparing October, 
1924, with the same month last year 
we find the following increases re- 
ported: Woolworth, 12.78 per cent; 
McCrory Sales Corp., 11.9 per cent, 
and F. & W. Grand Stores, 24.3 per 
cent. 

Comparing the 10 months of 1924 
with the same first ten months of 1923 
we find the following improvement in 
sales volume: Woolworth, 12.24 per. 
cent; McCrory, 17.1 per cent, and F. 
& W. Grand Stores, 23.8 per cent. 

Woolworth total sales for 1924 are 
expected to be about $216,000,000. 
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Continued Improvement in Cleveland Market 
—Demand Heavy for Some Lines of Hardware 


(Cleveland office of HARDWARE AGE) 


HE volume of hardware business continues satis- 
‘factory. The trade does not expect an immediate 
increase in business now that election is over but 
many look for an improvement in general business which 
later will be reflected in increased hardware sales by 
The demand for staple mer- 
Most lines of holiday merchandise 
Sales are heavy for the holi- 


both jobbers and retailers. 
chandise is steady. 
are moving in good volume. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tubes and casings continue 
in good demand for early shipment but 
little business for spring delivery has 
as yet been taken by jobbers. The de- 
mand for accessories had slowed down. 
Prices are unehanged. 


We quote from poobers: stocks, 

f.o.b. Cleveland: Millers Falls, oO. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; 
Derf spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for less 
than 100 and 4l1c. each for over 100; 
Champion regular, 53c. each for less 
than 100, all sizes; 50c. each for over 
100; Reliable jacks, No. a $1; No. 1, 
$1.25; Nos. 2 and 3, $1.7 

AXES.—These are in fair demand with 

no change in prices. 

Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 

20 per doz. 


BINDER TWINE.—Jobbers are book- 
ing a fair volume of orders for next 
year’s shipment but the current de- 
mand is light as buying is about over 
for this season’s delivery. Prices for 
1925 have not yet been named. 


Jobbers quote f.o.b. Cleveland for 
prompt shipment: 

Standard, first quality binder twine, 
$6.62%2 per bale. hite sisal, first 
quality binder twine, $6.62%4. 


BOLTS AND NUTS.—Eastern manu- 
facturers have announced new stand- 
ards on stove bolts which are classified 
as large standard head and national 
standard head. Central western manu- 
facturers have not yet announced 
whether they will follow the new stand- 
ards. Bolt and nut business is fair 
and prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small rolled 
threads, 60 and 10 per cent off list; 
carriage bolts, large and small, cut 
threads, 50 and 5 per cent off list; 
stove bolts, 80 per cent off list; hot 
pressed nuts, $4 off list; small rivets, 
65 and 10 per cent off list. 


BRUSHES.—The sales of paint and 
varnish brushes for spring shipment 
continue heavy. 

CAP SCREWS.—Prices are holding to 
the recent reductions. 


Jobbers quote f.o.b. Cleveland: 
Milled hexagon cap screws, 80 to 
80 and 10 per cent off list 


COASTER WAGONS.—These are 
moving fairly well. Jobbers have good 
stocks. 


baking ware. 


comers quote f.o.b. Cleveland: 
uto-Wheel coasters, Bi? tired 

oo. wheels; sizes 12 x , $5.50; size 
14 x 32, $6. 43; size 14 x 3a. $7.03; size 
16 x 38, $7.73 : size 18 x 40, $8.33 ‘each. 

Gendron line high grade rubber 
tires, size 14 x 32, 8-in., roller bearing 
disc wheels, $5. 70; size 14 x 34, 10-in. 
disc wheels, $6.75; size 16 x 38, 10-in. 
disc wheels, $7.15: size 18 x 40, 10-in. 
disc wheels, $7.55 each. 

Bowman All-steel line, size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity each. 

* Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10. 40: size 16 x 30x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of % per cent. 

American National Line.—Ameri- 
can Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. Na- 
tional Flyer "Coaster, roller bearing 
double disc wheels, No. 51, $5.70 each; 
No. 53, $6.90 each. 


COPPER WIRE.—A price advance of 
about 20 cents per 1000 ft. has been 
made on copper wire. 

Cleveland jobbers quote: 


No. 14 copper wire, $6.75 per 
thousand feet. . 
FENCE.—Cleveland has just been 


made a basing point for ~— wire 
fence including chicken fence. In place 
of the list price and discount that has 
been the prevailing method of quoting 
fence prices a net price basis has been 
substituted. Prices to local jobbers 
and dealers are slightly lower as they 
no longer are charged the freight rate. 


Jobbers quote: U. S. poultry fence 
f.o.b. Cleveland: 4 ft., 45c. per rod; 
5 ft., 52c. per rod. 


GALVANIZED SHEETS.—tThe sheet 
market is somewhat firmer than it has 
been although some of the mills that 
are eager for business are still cutting 
prices. 


Jobbers quote f.o.b. Cleveland: 
Rn galvanized sheets, $5.38 per 
100 Ib. 


GUNS AND AMMUNITION.—A fair- 
ly heavy demand has developed for 
guns and ammunition with the ap- 
proach of the rabbit hunting season. 
Jobbers have good stocks. 
HANDLES.—The current demand is 
light and not much business is being 
booked for spring shipment. 


day trade in percolators, irons and other electrical kitchen 
items, in radio sets, bulbs and batteries and in glass 


Buying of seasonal merchandise for spring is spotty. 
Some items, including rope, paint and varnish brushes 
and binder twine, are moving well and sales of lawn mow- 
ers have been heavy. Few price changes are reported but 
the market shows a firm tendency. 


Collections are fair. 


Jobbers quote f.o.b. Cleveland: 

Axe eg & or 1 hickory, $4.25 
per doz.; No. $2.90 per doz.; finest 
selected B+ Ry ‘hickory, $6 per doz. ; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 

Fork Handles. — Straight, 
a... a wee vere XX, 4% ft., $3. 75 
yer se $4. 50 per. doz.; bent, 

4% f $4. as ake doz.; 5 ft., $5. 10 per 
doz. ; " bent, 4% ft., $2. 90 per doz.; 
5 ft., $3.20 per doz 

Manure Fork Mandlee.—~Bent. XX, 
4 Rig. $3.90 per doz.; 4% ft., $4. 25 per 

X, bent, 4 ft., $2.80 per doz.; 
446. tt, $2.90 per doz. 

Garden Hoe og gag 4% ft., 

Jo “4 per doz.; No. 1, 4% ft., ‘$1. 50 per 


_ Rake snnates: —XX, 6 ft., 

$6.25 per doz.; No. $2.65 per doz. 

eS wiry Handles.—Reguiar eaten 
, 4% ft., $5.90 per doz.; X, 4% f 

$37 75 per doz.: D handle, $5.60 co 


|, Spade Handies.—X grade, $5.40 per 
OZ. 
ICE SKATES.—While the demand for 


these is somewhat better than it has 
been, sales are not heavy and a large 
volume of business is not expected 
as many dealers carried over skates 
last year. 


Jobbers quote f.o.b. Cleveland: 

Union Hardware Co. polished screw 
clamp, No. 1624, 80c. each; same, 
nickel plated, No. 1624%, $1. 10 each; 
hockey screw clamp, No. 524%, $1. 20 
each; same, nickel plated, No. 424%, 
$1.60 each; ladies’ hockey skates in 
corresponding grades, $1.45 and $1.85 
each. Alumo tubular skates, polished 
and finished with Goodyear welt shoe, 
$7.50; aluminum finished skates with 
McKay shoes, $5.50. These prices are 
for both hockey and racer skates and 
for both men and women. 

NAILS AND WIRE.—As mills and 
jobbers can make quick shipments, re- 
tailers are not buying heavily for stock. 
Prices are unchanged. 

Jobbers quote as follows: 

Nails, less than car omg” stock ship- 
ment, $3.25 per keg; No. 9 galvanized 
wire, $3.50 per 100 Ib.; No. 9 annealed 
wire, $3.05 per 100 lb. cement coated 
nails, $2.65 per 100 lb.; polished fence 
staples, $3.70 per 100 Ilb.; galvanized 
fence staples, 133. 95 per 100 lb. Mis- 
cellaneous nails and wire, brads, 70 
and 10 per cent off list 

sarbed wire, 100 Ib. Sei galva- 
nized, $3.95; 80-rod spools, Lyman 4 
point cattle wire, $3.45; same, hog 
wire, American special, hog 
wire, $2.60. 


OVENS.—tThese are moving in fair 
volume for spring shipment but few 
orders are being placed for early de- 
livery. 

PAINTS AND OILS.—The demand for 
shellac, varnish and enamels for in- 
terior work has improved but the call 
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for- paints for outside work has slowed 
down somewhat. Turpentine has de- 
clined and linseed oil and white lead 
have advanced, the latter %4 cent per lb. 


Jobbers quote f.o.b. Cleveland: 
Turpentine in bbls., $1; less than 
bblis., $1.10 per gal. 
Linseed oil in bbls. .. $1.15; less than 
bbls., $1.25 per gal. Boiled, 2c. extra 


per gal. 

White lead, in 100-lb. kegs, 15%4c. 
per lb.; in 50 and 25-lb. kegs, 15%¢c. 
per 1b.; in 12%-lb. kegs, 15%c. per 
lb.; in 500-lb. lots, 10 per cent dis- 
count; other prices are net. 


RADIO EQUIPMENT.—A heavy de- 
mand has sprung up for high and 
medium priced radio sets for the holi- 
day trade and for tubes, storage and 
B batteries and various radio equip- 
ment parts. Jobbers have good stocks. 


ROASTERS.—tThese are still in good 
demand for early shipment. Prices are 
unchanged. 


Jobbers quote Savory roasters f.o.b. 
Cleveland: 


No. 75 blued, $10.75 per doz.; No. 
200, ‘blued, $14. 40 or doz.; No. 11, 
blue enameled, $20.75 per doz.; No. 


41, blue enameled, 395 50 per doz.; No. 
13, magnolia enameled, $28.35 per 
doz.; No. 43, magnolia enameled, 
$36.75 per doz. 


ROLLER SKATES.—Jobbers are get- 
ting quite a few orders for roller skates 
for spring shipment but sales for early 
delivery are light. 


Jobbers quote f.o.b. Cleveland: 

Union ball bearing, extension roller 
skates, Nos. 4 and 5, $1.45; No. 6, 
$1.55; No. 3, children’s sidewalk 
skates, 78c. 

ROPE.—There is a fair volume of 
buying for spring shipment. ‘Prices 
are unchanged at the advance noted in 
our last report. 
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Jobbers quote f.o.b. Cleveland: 

Rope, best grade manila, 23c. from 
stock; 22%c. from mill; second grade, 
2c. less. 

7 i 17c. from stock; 


17c. from 


m 
SCREEN DOORS AND WINDOWS.— 
The new prices placed in effect by local 
jobbers during the week represent a 
decline of about 10 per cent from last 
year’s prices. If the new price list 
there is a differential on doors of from 
5 to 8 cents per door as compared with 
25 cents last year. The reduction of 
this differential is expected to cause a 
large increase in the demand for doors 
made with galvanized wire. Prices on 
doors are now quoted per door instead 
of per dozen as heretofore. 


STOVE PIPE AND ELBOWS.—While 
most of the business was placed some 
time ago, jobbers are getting a fair 
volume of orders for immediate ship- 
ment. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., ad 
+f _ $3.50; 5 in., $3.80; 6 in., $4: 


7 in., 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 
in., $1.40; 6 in., $1.55; 7 in., $2.10; all 
per doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz.; 98 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood ~~ ons 
shape, 20 x 30 in. ™ $1 per doz. 

36 in., $16.65 per doz.; 26 x 32 in., “516 
per doz. 

Crystal boards, paper lined, square 
$6. 65 per doz.; 26 in., 
28 in., $8.10 per doz. ; 
$9.65 per doz. 


$7.25 per doz.; 
30 in., 


Crystal stove ee paper lined, 
oblong x 


doz.; 20 x 30 in., $8.30 oar doz.; 24 x 
36 in. $10 per dc doz.; 26 x 30 in., $10.50 
per doz. ; 28 x 30 in., $10.75 per doz. 


WINDOW GLASS.—The demand is 
still quite active and prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

Window glass, all brackets, single 
A and B, 85 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
cent off list; double AA _ paper 
wrapped, 85 per cent off list; lights, 
neg paper wrapped, 85 per cent off 

st 

Putty, pure, in 12%4-lb. lots, $6.75 
per cwt.; in 20-lb. kegs, $6 per bch 
in 100-lb. lots, $5.50 per ewt. Com 
mercial grade, in 12%-lb. lots, $4. 75 
per cwt., in 25-lb. lots, $4.25 per cwt.; 
in 100- Ib.; lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WIRE CLOTH AND POULTRY NET- 
TING.—These are moving in rather 
fair volume for spring shipment. 
Prices are firm. 
Jobbers quote f.o.b. Cleveland: 
Wire cloth, 12 mesh, black, $1.95 
per 100 sq. ft.: 12 mesh, galvanized, 
$2.50 per 100 sq. ft.; 14 mesh, $2.9 


per 100 sq. ft.; poultry netting 50 
per cent off list. 


WRENCHES.—The demand is steady 
but not heavy. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
Trimo takes discount of 65 and 10 


per cent. Coes takes discount of 40 
and 10 per cent. 
Snap-On wrenches (f.o.b. Pitts- 


burgh, No. 50, radio and electrical 
set, $4; No. 101, master service set, 


$15.25; No. 202 heavy duty set, $8.80; 
No. 303, Ford master service set, 
$14.85; No. 404, flexible socket set, 
$8.75; No. 505B, screw driver blades, 
$3.40; No. 900 set, square socket, 
$3.70. All Snap-On wrenches less 40 


per cent f.o.b. Pittsburgh. 














the work that he does. 


The $25-Man 


By A. Rowden King 


His reply is illuminating. 


Somebody asked Samuel M. Vauclain, president of the Baldwin Locomotive Works, 
the other day, on what theory he proceeded in the matter of salaries and wages for 
his employees. 

“In the first place,” said he, “there is no such thing as a $50-job or a $500-job. 
There is no such thing as price tagging any job. A man writes his own price by 
The money follows the man. 
how valuable his job shall be in the eyes of his employer. 


It is always up to him to say 
If a man delivers $20 


worth of work in a week and is getting $25, he is getting a high salary. On the 
other hand, if he is delivering $1,250 worth of work and getting $1,000, he is underpaid and cannot be 
said to be drawing a high salary.” 


Economics has its laws. 


The Law of Supply and Demand, under conditions of free competition, 


fixes prices fairly and automatically. The whole matter of salaries and wages comes under the laws of 
Economics, yes of the Law of Supply and Demand, too. 

The first thing to do is to conscientiously try to be worth more than one’s present salary or wages 
where one is now employed. An engineer on one of the locomotives of Mr. Vauclain’s manufacture 
recently said that the most important nut on any locomotive must always be the loose nut. Try to find 
and point out the loose nuts in your business machinery, whether they be facilities, methods, merchan- 


dise or even persons. 


say: “I have a $50-job.” 


Then, but not until then, if the proper recognition is not forthcoming, allow the 
Law of Supply and Demand to operate by allowing your ability to be known elsewhere. 
Instead, prove yourself to be a $50-man. 


But never 
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Increasing Optimism in Pittsburgh Market— 
Wholesalers Look for Better Business 


(Pittsburgh office of HARDWARE AGE) 


\ \ 7 HILE it cannot be said that the hardware business 
of the Pittsburgh district has increased appreciably 
as a result of the election, there certainly has been 
a vast change of a favorable character in sentiment. The 
fact that the affairs of the nation are to be directed by the 
administration now in power means that it will be un- 
necessary for the business world to revise or rechart its 
plans and that being the case, the common belief among 
hardware jobbers is that the recovery from the recent 
hesitancy will be a quick one. The belief that a business 
boom is just around the corner is by no means a common 
one; rather, the prevailing notion is that improvement 
will come gradually and in a healthy sort of way, and the 
vast majority of the trade is hoping that there will be 
no boom, especially as they recall the slack periods which 
usually follow on the heels of abnormal activity. The 
future is looked forward to with genuine confidence. 

The fact that the State of Pennsylvania for the past 
month has had very little rain prompted the Governor of 
the State to issue a proclamation postponing for one week 
the opening of the hunting season of the State in the 
fear that the discharge of guns might lead to forest fires. 
The effect of this development upon the demand for guns 
and loaded shells, however, was slight, because the 
weather has been a trifle too warm for really good hunt- 
ing. There has not yet been a noticeable quickening in the 
demand for Christmas goods but it is believed that this 
demand is only a short ways off. Mild weather has en- 
abled builders to do a good deal of finishing work on 
houses which were started late and this has brought 
about a better demand for building hardware than is 
usually noted at this time of the year. Incidentally, 
1925 prices for builders’ hardware have appeared and 


show very trifling changes as compared with the former 
quotation. It is the belief of jobbers that prices of this 
line are at about bottom and that there will be no fur- 
ther changes downward in the near future. 

The upward tendency of price of lead has brought 
higher prices in practically all of the products in that 
metal including shot, sink traps and white lead. The 
recent advance in rope has brought an increase of all 
rope halters and cattle ties of 10 per cent. New prices 
on lawn rollers and on camp stoves show a slight reduc- 
tion on those formerly quoted. Collections are fair in 
this district. 

The iron and steel market has been marking time on 
the election and there, as in the hardware market, the 
result has inspired much confidence and cheerfulness. 
It has been at least three weeks since there has been any 
change in prices of finished steel and it begins to look 
as though the market is about as low as it is going on 
most items. As a matter of fact, suggestion of advances 
now are heard and with the outside markets, notably at 
Chicago, actually higher, Pittsburgh mills are in an ex- 
cellent position to make a firm stand on prices. The idea 
that the result of the presidential election will bring 
about a rush of business is not a common one. It is 
believed that in view of the proximity of inventory time 
and the fact that the winter is not usually a period of 
large consumption of steel, business will improve grad- 
ually and in keeping with legitimate demands. Meanwhile 
there is enough business to keep the industry engaged at 
about 60 per cent of capacity. Locally the pig iron market 
is weak and prices have dropped 50c. a ton on both foun- 
dry and steel making grades. This situation, however, 
appears local only to Pittsburgh where capacity is more 
than ample to produce the requirements of the districts. 


AUTOMOBILE ACCESSORIES. — No 
material increase is observed in the de- 
mand and prices are holding without 
much change. 

BATTERIES.—Very good market still 
exists here for dry cell batteries, par- 
ticularly for radio sets, but the story is 
not so cheerful about storage batteries, 
which, like automobile tires, often do 
not stay sold. 





Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 

Broken Unit 

Packages, Packages, 
Each Each 
i ea oad $1.05 $0.97 
ee: Siccdumuee 1.33 1.23 
se te woe 1.14 
 S 2 1.40 1.30 
..— |/|S.lO 2.62 2.44 
Sa . saree 2.62 2.44 
> Ce “seckee den 3.33 .09 
a: “We. .cassccdeus 42 oo 

No. 6 dry cells, ignition type, 29c. 


each. 

BOLTS, NUTS AND RIVETS.—Pro- 
ducers’ prices are quite firmly main- 
tained except in the case of large rivets, 
and in that case only one producer of 
importance appears to be shading the 
regular prices. There is no change in 
local jobbers’ prices. 


We quote out of jobbers’ 
as follows: 

Machine bolts, small rolled threads, 
60 per cent off list: all sizes cut 


stocks 


threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; nuts, 
hot pressed blank or tapped, 3.50c. to 


4c. off list; ec.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
wagon and tinners, 60 and 10 per 
cent off list. 

BUILDERS’ HARDWARE.—Leading 


manufacturers of butts and strap and 
T hinges have announced 1925 prices, 
which show a moderate decline through- 
out the entire list. New prices for other 
items of builders’ hardware also have 


appeared and show only trifling 
changes. The weather has been very 
favorable for finishing construction 


started late this year and demand for 
builders’ hardware consequently has 
been unusually good. It is believed that 
demand for early 1925 will be large and 
jobbers express the belief that no lower 
prices are likely in the near future. 


CHRISTMAS GOODS.—Jobbers here 
have not yet felt any particular in- 
crease in the demand, but are preparing 
for a normally good business. 
CROQUET SETS.—Leading manufac- 
turers have announced new prices for 
1925, which show an increase of a lit- 
tle more than 20 per cent. 


GUNS AND LOADED SHELLS.—De- 
mand holds good in spite of the fact 
the hunting season’s opening was de- 
ferred for a week, because it is feared 
there might be forest fires from gun- 
fire on account of the fact that there 
has been no rain for about a month. 

HALTERS AND CATTLE TIES.—AIll 


rope halters and cattle ties have been 
advanced 10 per cent in price on ac- 
count of the increased cost of rope. 
LAWN ROLLERS.—A slight reduction 
as compared with last year is seen in 
the 1925 prices for lawn rollers. No. 
3 size is quoted at $11 each; No. 5 at 
$12.50; No. 7, $15. 


HAYING TOOLS.—New prices for 1925 
have been posted. No. 5 carriers are 
quoted at $7.05 each; D. A. track, 
$0.1714; double harpoon forks, $1.50; 
single harpoon forks, $1.50. 


LEAD PRODUCTS.—Higher price for 
the primary material is reflected into 
the products quite generally. Lead shot 
has advanced 10c. a bag; lead sink traps 
have moved up to $7.10 each for 1% in. 
and $16 for 1% in., while an advance to 
35¢e. a pound for half and half solder 
finds explanation in the rise in lead. 
PAINTS AND VARNISHES.—There 
has been a further advance of 4c. per 
Ib. in white lead, in keeping with the 
primary market. Ready mixed paints, 
varnishes, oil and turpentine all are 
holding at recent prices. Demand for 
paint continues unusually good, reflect- 
ing the movement for all year around 
painting in connection with the “save 
the surface” campaign. 


Prices to retailers: 

Ready mixed paints, best_ grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 15%4c. per Ib. in 100-Ib. 
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lots; 10 per cent less in lots of 500 

or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1 per gal. in barrel lots; lin- 
seed oil, $1.17 per gal. in barrel lots. 


STOVES.—Kamp cook stoves have 
been reduced slightly in price. No. 3, 
$4.65; No. 4, $7.15; No. 7, $6; No. 10, 
$9.75. 


WINDOW GLASS.—Better demand is 
reported for window glass, and prices 
are steadier as a consequence. 





TTA TTTTV TET TTETTEEET LETTE EEE 





TTT TPE ETT TT 


Coming 


PPITITITITITITITITIATILLTTTITI TTT TILL TT Titi Ti Tint i iri 
hilt HHL beh ttbe TE aint ik i 


HARDWARE AGE 


WIRE PRODUCTS.—Fairly good de- 
mand is reported by jobbers for nails, 
but other items under this heading still 
are slow, as usual at this time of the 
year. The American Steel & Wire Co. 
has reduced prices of annealed stove 
wire and broom wire from $15 to $20 a 
ton and is quoting them f.o.b. Cleve- 
land, instead of f.o.b. Pittsburgh, as 
formerly. Mill bases at Worcester, 
Mass., and Waukegan, Ill., are 20c. per 
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100 lb. above Cleveland base. 


Jobbers quote retail 
stocks as follows: 

Wire nails, $3.10 to $3.15 base, per 
keg; galvanized, 2-point cattle wire, 
$3.09 per spool; galvanized, 2-point 
hog wire, $3.30 per spool; galvanized 
4-point cattle wire, $3.30 per spool; 
galvanized, 4-point hog wire, $3.57 
per spool; 2-point special cattle wire, 
$2.33 per spool; No. 9 annealed fence 
wire, $2.85 per 100 Ilb.; No. 9 galvan- 


trade from 
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ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND ExXx- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 
S. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, Il. 

IDAHO RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Owyhee 
‘Hotel, Boise, Feb. 18, 19, 20, 1925. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. ” 

INDIANA RETAIL HARDWARE 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, sec- 
retary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 


ASSOCIATION 


Armory, Louisville, Jan. 19, 20, 21, 22, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 


public Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmadge, secretary-treas- 
urer, Bozeman. 

MouNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Me- 
Allister, secretary-treasurer, Boulder, Colo. 


NATIONAL FEDERATION OF IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Audi- 


torium Hotel, Chicago, Ill., Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 13, 1925. C. N. Barnes, 
secretary, Grand Forks. Mr. B -rnes may 
also be addressed for information in con- 
nection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


AND IMPLEMENT 
Masonic Temple, 
1925. Charles 
Oklahoma 


OKLAHOMA HARDWARE 
ASSOCIATION CONVENTION, 
Oklahoma City, Feb. 3, 4, 5, 
L. Unger, secretary-treasurer, 
City. 


OREGON RETAIL HARDWARE & IMPLEMENT 


DEALERS’ ASSOCIATION CONVENTION, Mult- 
nomah Hotel, Portland, March 4, 5, 6, 1925. 


tritl ! | 
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Hardware Conventions 


ized fence wire, $3.30 per 100 Ib.; 
woven wire fence, 7 bar, 26-in,, No. 
11 gage, $27.12 per 100 rods; same 
size, all No. 9 gage, $36.14. 
IVGNNQIUAUNNAUNGURDANNLSSOQUN204U090000809¢080 040i E0940 0NNUUERNEUNENNEDGsATEEENEENE1 008 GEOUOBEOLEESOUONESYATSHEL ETH OTS CETL 
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Kk. KE. Lucas, secretary, Hutton Building, 


Spokane, Wash. 
PACIFIC NORTHWEST HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Davenport 


Hotel, Spokane, Wash., Feb. 25, 26, 27, 
1925. E. E. Lueas, secretary, Hutton Build- 


ing, Spokane, Wash. 

AND ATLANTIC SEABOARD 
HARDWARE «ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
I. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SOUTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


PENNSYLVANIA 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los Angeles, 
March 18, 19, 20, 1925. H. L. Boyd, secre- 
tary-treasurer, 435 San Fernando Building, 
Los Angeles. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 

CIATION -CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, Coljege Station. 
HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond, 


VIRGINIA RETAIL 


IMPLEMENT AND HARD- 
WARB ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

WISCONSIN RETAIL HARDWARE 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, exhibit manager, 1476 
7reen Bay Avenue, Milwaukee. . ds 
Jacobs, secretary-treasurer, Stevens Point. 


WESTERN RETAIL 


ASSOCIA- 








Hardware Age Christmas Number 


The Christmas number of HARDWARE AGE, which will appear next week, will be full of 
practical sale-building ideas on Christmas stock and merchandising. 
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General Tone Better in N. Y.— 
No Important Price Changes 


—Holiday Lines Active 


HE general tone of the New York hardware market is 


much improved now that the election is over. 


The so- 


called period of buying uncertainty, which is said to 
precede each Presidential election, was hardly noticeable in 


this section. 
active. 


The stock market has been unusually strong and 
Crop reports continue to be favorable. 


The trade does not look for rapid mushroom prosperity, but 
believes that business will continue to improve in a healthy 


and consistent way. 


There are practically no important local changes, and prices 
for the most part are firm. There is an upward tendency in 
certain items where raw material costs are rising steadily. 
These are noted in the body of this report. 

Metropolitan jobbers report that future business, particu- 
larly in garden tools, is very heavy, and it is estimated that 
this spring business is greater today than it was at the same 


time in 1923. 


Continued warm weather is hampering somewhat the re-order 
trade on strictly seasonal goods. 


Christmas merchandise is moving very actively. 


It is be- 


lieved that holiday sales will surpass the volume of last year. 
Collections continue satisfactory through the metropolitan 


area. 





Rope and Twine 
May Advance 


The rope and twine business in this 
market is running consistently, but 
has not assumed any heavy propor- 
tions. Though prices have not been 
changed, the rising cost of raw mate- 
rial suggests that higher prices will 


be necessary sooner or later. Stocks 
are satisfactory. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
Rope, No. 1 Manila standard 
brands, 23c. per lIb.; No. 2 Manila 
standard brands, 2l1c. per lb.; No. 1 


per Ib.; 
17¢c. 


sisal standard brands, 18c. 
No. 2 sisal standard brands, - 
per lb. 

Twine 3- ply wrapping twine, No. 
1, 23c. per lb.; No. 2, 21c. per Ib. 

India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 2216c., per 
lb.; fine light, 24c. per Ib. 


Square Mesh Cloth 
Declines 25 Cents 


A New York jobber reports a de- 
cline of 25 cents per 100 square feet 
on square mesh cloth. New prices as 
quoted are given herewith. 


Jobber’s quotations to retailers 
f.o.b. New York: Square mesh cloth; 
2 =x 2, $4.25 per 100 sq. ft.. 3 x 3, $4. 50 
per 100 sq. ft.; 4 x 4, $4. 75 per 100 
sq. ft 


1925 Price Schedule on 
Wire Cloth 


New schedules on netting and wire 
cloth for 1925 have recently been issued 
as follows: 

Poultry netting—from stock, 45 per 
cent; from f.o.b. factory, 50- WM per 
cent. Pittsburgh plus freight dropped. 

Galvanized wire cloth—from store, 
12-mesh, $2.50 to $2.60; 14-mesh, $3 














to $3.10; 
tory, 12-mesh, $2.45; 
16-mesh, $3.50; all 100 sq. ft. 
12-mesh, $2 per 100 sq. ft. 


EXTRAS 


Plus 15¢ec. per 100 sq. ft., sizes 18, 
20 and 22-in. 

Plus 60c. per 100 sq. ft., sizes 
larger than 48-in. 

Bronze wire cloth—from store, 14- 
mesh, $6.25; 16-mesh, $7.50; 18-mesh, 


16-mesh, $3.70. From 1? 
14-mesh, $2.9 
Black’ 


Copper ae cloth—from store, 14- 
mesh, $5.75; 16-mesh, $6.50. 

Fac tory ‘shipments on bronze and 
copper. Freight allowance on 200 Ib. 
or more. 

“Pittsburgh Plus’’ freight dropped 
on new quotations on poultry netting 
and wire cloth. ' 


Solder Advances 1 Cent 


Solder has advanced another cent in 
an active market. Prepared solder 
continues very active, due to the heavy 
trade in radio parts and equipment. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Bar solder (half and half), 40c. per 
lb.: strip solder, 46c. per lb.; Kester 
solder, acid or rosin core, 6414c. per 

De 


Good Fall Demand 
for Air Rifle Shot 


There is a good fall demand for BB 
or air rifle shot. Prices are firm and 
stocks satisfactory. 


Jobbers’ quotations to 
f.o.b. New York: 

Air rifle shot (BB) in 5 Ib. bags, 
80c. per bag; in 25 lb. bags, $3.65 per 
bag. 


Galvanized Sheet Market 
Has Better Tone 


Distributors report a better tone to 
the sheet market, though sales have 


retailers, 
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not increased maaan 
are very prompt. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Galvanized sheets. No. 28 age, in 
on _ bundles, quoted at $5.60 in 
stock, 


Shipments 





Flashlight Bulbs Reduced 
3 Cents Certain Numbers 


Jobbers announce a reduction of 3 
cents per lamp on certain numbers of 
Eveready miniature mazda lamps flash- 
light types. New lists and discount 
schedule are given herewith: 


EVEREADY LIST PRICE 
NUMBER CLEAR 
Seer $0.12 
Serres .12 
0 See 12 
PS i4 ness 6440005 15 
i +ievces#ivbae 15 
Serre ee 12 
ee 12 
SPP 12 
0 eee 12 

EP sereebevesscce 12 


Flashlight lamps assortment No. 
1923 is now listed at $12.60; it was 
formerly listed at $16. The individ- 
ual numbers now quoted at 12c. were 
formerly 15c. Those printed as l5dc. 
were unchanged. 


DISCOUNT SCHEDULE 


Less than a unit package.......... 
Less than 50 lamps in unit pkgs...30 
50 or more lamps in unit pkgs....35 
1923 flashlight lamp assortment... .35 
No. 0100 auto lamp kit assortment..35 

A unit package quantity consists 
of 10 lamps of the same Mazda lamp 
number or specification. 


Sash Cord Demand 
Consistent 


Sash cord demand, while not heavy, 
has not been very consistent at firm 
prices. Stocks are ample. 


Jobbers’ guotations to 
f.o.b. New York: 

Sash cord, Phenix brand, No. 7, 
. per Ib. base; No. 8, 46%c. per 
base. 

Sash cord, Etna brand, No. 7, 40c. 
per lb., base; No. 8, 39c. per lb., base. 

Prices vary in different parts of 
the city, according to quality and 
brand. 

Sachem No. 8, 43%c. per lb., base. 


retailers, 


Steady Demand Continues 
for Bolts and Nuts 


A steady demand continues for bolts 


and nuts at firm prices. Stocks are 
adequate. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 


Bolts.—-Common_ carriage bolts, 
small sizes, 40 to 40 and 10 per cent, 
large sizes, 40 per cent. 


Machine bolts, all sizes, 45 to 50 
per cent. 

Lag screws, 45 to 50 and 10 per 
cent 


Stove bolts, 75 to 80 per cent; both 
flat and round head. 

Sink bolts, 75 to 80 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 40 to 40-10 
per cent, 

Round head iron rivets, 60-5 per 
cent; Tinners’ rivets, black and tin, 
60-10 per cent. 

Cap screws, 80-10 per cent. 
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When you place 
McKinney Hinges and 
other makes side by 
side, the fine work- 
manship of McKinney 
is outstanding. 


McKinney MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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B Batteries Selling Fast 


“B” batteries are selling very fast. 
The Radio Show is interesting hun- 
dreds of new fans, and the weather is 
becoming more satisfactory for broad- 
easting. These factors contribute to 
the heavy demand for radio batteries. 
Stocks are fair, and prices steady. 


Jobbers’ — to retailers, 
f.o.b. New York 

Batteries, No. “6 dry cells, ignition 
type, 26 to 29c. each. 

Radio “B”’ batteries, unit package 
quantities, No. 766, $1.30 each; No. 


764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
each. 

Radio “‘C’’ batteries, No. 771, 39c. 


each. 





Nail Stocks Improved 


Nails are very active, with prices 
unusually firm. Stocks are in better 
shape, and the recent shortage on 8d 
nails has been fairly well adjusted. 
Shipments are more prompt. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Nails.—Wire nails, $3.50 to $3.65 
base per keg. 

Cut nails, $4 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 lb.; galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 





Trap Sales Very Good 


Game trap sales are very good | 
among out of town dealers. Prices are | 


unchanged, and stocks are in good con- 
dition. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 
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Game, traps, Victor, with chain, ° ° 
No. 0," $1.10 per doz; No. 1, 91.88 Stormtight Is Moving 
per doz.; No. 1%, $2.44 per doz.; 
y 9 ; : 
la $3.36 per doz.; No. 3, $5.49 per Stormtight is moving actively in the 
_Jump traps, Oneida, with chain, metropolitan market. Stocks, while 
per - a4 4 13 2.81 : Ro a my hg not large, appear to be ample. Prices 
, $4.39 per doz.; N , $6.10 per doz. are unchanged. 
Jobbers’ quotations to. retailers, 
. f.o.b. New York: 
City Sweeper Trade Liquid Stormtight, 5-gal. cans, 
E . ll C d black, ‘re PP: “we x $2.40 
per gal.; re an green, ° per 
xceptiona y 00 gal.; a Dna —_— per 00 
. . maroon, .00; red and ack, .50. 
City trade in carpet sweepers has Plastic Stormtight, 5-lb. cans, 
been exceptionally good. Dealers are black, 22c. per lb.; maroon, 27c. per 
preparing for the annual Christmas ae tee ee oe 
rush on this item, and jobbers report 30c. per can; red and green, 40c. per 
good sales. Stocks appear adequate, can. Discount 33% per cent off list. 


and prices are not expected to change. 


Jobbers’ quotations to. retailers, umausinen 
f.o.b. New York: 
Carpet sweepers, Standard, ja- 


panned, $3 each; Universal, japanned, . . 

$3.50 each; Grand Rapids, japanned, Fill in Demand Reported 
$3.67 each; Grand Rapids, nickeled, 

$4 each: American Queen, $4.50 each; on Sleds 


Princess, $4.16 each. 





' Sled sales are coming in in good 
Weatherstrip Stocks Broken | numbers, but the individual order is 
reported to be very small. The demand 

Weatherstrip business is very good, | appears to be of a fill-in nature for 
and some jobbers report broken stocks | dealers who wish to round out their 
on certain types. Prices are not ex- | stocks in preparation for holiday trade. 





pected to change. It. appears that jobbers are not carry- 
Jobbers’ quotations to retailers, ing heavy sled stocks, and should this 
f.o.b. New York: section have a heavy snow storm it is 
Weather Strips.—Double edge, 60- . ° 
| 10 per cent: special, extra quality, possible sleds would be scarce. Prices 
| 40-10 per cent; flexible, all rubber, are firm. 
60-5 per cent. Jobl ‘ i 
Wood and rubber, No. 0, $18; No. Ag > ond + ao candy to retailers, 


De RY 1 - EO. WI » 
t S30: No. P'$4a bo, all per 1060 ft Flexible flyers, No. 1, $2.67 each; 


90: No. 2, $3.33 each; No. 3, $4.17 each; 
«Flexible Jon No. 16.88.08: ae 4 No. 4, $4.67 each: No. 5, $6.17 each; 
$3. 80. all per 100 : Junior racer, $3.67 each; racer, $4.50 


ft. 
Metallic, No. 38, $2.15; No. 39, $2.55; each, 





No. 40, $2. 90, all per 100 ft. Fire Fly, No. 9, $1.42 each; No. 10, 
Felt, No. 18, $2.15; No. 19, $2.75; $1.71 each; No. 11, $2.14 each; No. 12, 
No. 20, $3.15, all per 100 ft. $2.34 each; racer, $2.51 each. 
Wirt’s, 500 ft. on reel, 5c. a ft. Sled backs, 75c. each. 





Revised List Prices for Galvanizing Eaves Trough, Conductor Pipe, 


Ridge Roll, Gutter and Formed Valley Effective, November Ist, 1924. 


N. B.—The majority of manufacturers have adopted this revised list. 


Plain Round and Round Corrugated Conductor Pipe Discontinued Sizes 
Size 29 Ga 28 Ga 26 Ga 24 Ga 3” and 44%” Eaves Trough. 
: 17 18 23 30 2%” and 3%” Plain Conductor. 
- ~ ~ mn a Square Corrugated Conductor 
” : ; y ’ 29 Ga 28 Ga 26 Ga 24 Ga 
5 wot 39 .46 .60 
8 ote 88 ores 0 58 72 = = = = 
ote.—1%” plain pipe same list as 2” size. “30 31 "38 50 
Eaves Trough 40 42 .50 .65 
Single Bead Slip Joint 
_— —— ae saad —_, 17 19 23 
4” 17 19 23 33 rf ~ a 
5” 19 .20 24 34 26 27 33 42 
6” .24 25 31 .40 99 "34 42 52 
” 30 32 40 50 49 “4A 59 69 
8” 40 42 50 .60 ; 
Double Bead Slip Joint 
Eaves Trough 24 25 30 ‘i 
Double Bead Lap Joint 28 ‘29 ‘34 47 
314” 22 23 .28 - 33 .35 42 57 
4” 24 20 00 44 39 Al 52 62 
5” .26 27 ol 45 49 52 62 72 
6” 31 33 40 55 
md 37 39 50 .60 Roof and Box Gutters All Styles 
8” AT 50 .60 .70 Girth — 28 G 26 G 24 G 
8” 1 18 .23 32 
Plain Ridge Roll 10” 19 .20 24 34 
Girth Roll 29 G 28 G 26 G 24 G 12” 24 .25 31 40 
7” 14,” 1B 16 ‘21 . 14” '30 32 [40 ‘50 
g” 1%” 17 18 22 32 15” 33 35 43 .53 
10” om 19 20 24 34 18” 40 2 50 4 
12” 2%” 24 25 31 40 20 46 48 58 65 
14” 3” .30 32 40 .50 Formed Valley same list as Roof and Box Gutters. 
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As Silent and Sure 
as the Close of Day 


The inevitable close of day is no more silent nor more 
sure than the positive operation of all doors equipped 
with the— 


R-W Door Closer and Check 


Six sizes, suitable for every door from the light screen 
frame to heavy outside doors which are required to 
close against a strong draft. 


The R-W Door Closer and Check is made and assembled with watch- 
like precision. Many notable features are included in its construction, 
such as instant adaptability to right or left hand doors; simple adjust- 
ment of closing pressure controlled by a single milled screw; arrange- 
ment which prevents spring from being wound beyond the safety limit; 
high lubricating property of special liquid, and leakproof construction. 


All these advantages plus the R-W imprint, which is the “sterling 
mark” of standard hardware, combine in the production of the perfect 
door check and closer. Write to Dept. A ‘or catalog containing com- 
plete line and detailed descriptions. 





Showing simple adjustment of 
closing pressure accomplished by 
the fingers without tools. 


Also exclusive manufactur 

ers of Slidetite Garage Door 
Hardware,R-W IDEAL 
Elevator Door Hardware, 
AiR-Way Multifold Win- 
dow Hardware, and other 
nationally-advertised items 


of builders’ Hardware. 





ITS IMPRINT jl 








New York bY h rd W; { Mf Chicago 
Boston icCnaras-Wwiicox’ 4O, —innespoli 
ay tee ay “A Haneer for any Door that Slides. Kansas City 
Cincinnati AU RO RA, I LLINOLS, U. S.A. ——— 
or RICHARDS-WILCOx CANADIAN Co., LTD. aro 
ame Winnipeg LONDON, ONT. Bonsseal 
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Upward Price ‘Tendency in Boston Market— 
Retailers Look for Advances This Year 


(Boston office of HARDWARE AGE) 


HE presidential election came out about as a major- 
ity of the New England hardware trade anticipated. 
Pre-election uncertainty there was, perhaps, but less 
uneasiness was felt regarding political conditions than in 
other sections of the country. Daily newspapers endeav- 
ored to work up interest to a high pitch, but New Eng- 
landers absolutely refused to get excited. 
Most hardware dealers, wholesalers and retailers, still 
refuse to get excited over the business future. 
everybody is doing a good business although not as large 


ABRASIVES.—With the slow yet 
steady improvement in the demand for 
mill supplies during the past few 
weeks, has come a much more satis- 
factory movement of abrasives out of 
jobbers’ stocks. Consumers are taking 
limited amounts of stock at a time, 
to be sure, but the aggregate sales 
cover a wide range of sizes so that 
the total number of pieces moved 
weekly makes an excellent showing. 


We from Boston jobbers’ 
stocks 

mmery Wheels.—Aluminox, 65 per 
cent discount; barbolite vitrified, 50 
per cent discount; elastic and alumi- 
nox carbolite, 50 per cent discount. 
Pike line, 40 per cent discount. 


AUTOMOBILE ACCESSORIES. 
Quite a tire business has been rounded 
up by jobbers of late. It now appears 
that jobbers have been giving retail 
dealers goods with the privilege of 
paying for them on or before May 10, 
next year. The inducement still holds 
open. A blue automobile bulb, for 
front ends of cars, made in three types, 
something new on the market, is prov- 
ing a big seller, according to jobbers. 


BLACKSMITH SUPPLIES.—As is 
natural at this time of the year, the 
demand for horseshoes, toe calks, and 
miscellaneous blacksmith supplies, in- 
creases. Demand appears to be run- 
ning quite evenly in the list of mate- 
rials in this particular department, 
and the average individual order is, 
perhaps, larger than it was a year ago 
at this time. 


We quote 
stocks 
anvils. —-Standard makes, 


quo te 


from Boston jobbers’ 


19c. per 
Axles.—Square bed, drawn bed and 
one piece, 3 in. and under, 12c. per Ib. 
_Horseshoes.—American Boss, Ju- 
niata, Phoenix, United States, Cin- 
cinnati, Standard and Burden, $7.50 
per keg base. No freight allowance 
on store shipments. 
Horseshoes.—Fancy or special, 
weights, 30c. per pair. 
XL or XXL, 


side 
Steel shoes, 
$9.25 per keg; toe 
creased, $7.75; side wear, $9.75; 
calked, $9.25: extra light calked, 
$10.25; iron countersunk, 38. 25; steel 
countersunk, $10; tips, $9.2 5; XX and 
light driving, $9.25: XXX and feath- 
erweight, $9.25; mule, $8. 
Malleables.—Plain, except stake 
irons, 20c. per Ib.; ‘stake irons, 17c.; 
threaded malleables, 30c. to 38c. Dis- 
count, lec. 
Naiis.—Horseshoe, Crown, No. 5, 
$5.75 per box; No. 6, $5. 
: ‘ $4. 75; Nos. 9, 
$4.50. comer, Ras o. * 5 
No. 6, $4.85; . 2. wae 


Nos. 9, 10 a ‘11, $4. 2. Additional 


as a year back. For immediate requirements the average 
retail dealer is buying in a small way. 

Sentiment in hardware circles is that the general trend 
of values for some time will be upward, yet nobody ap- 
pears panic-stricken over this belief. There is a strong 
tendency to let the “other fellow” carry the load. The 
other fellow usually is the jobber or the manufacturer. 


While higher hardware prices are predicted, the con- 


Most 


charge of 1c. a pound is made for lots 
of less than 25 Ib. 
Rasps.—Heller, 70 and 10 per cent 


discount; Superior, etc., 75 per cent 
discount: Stokes, 75 per cent dis- 
count. 


Springs.—Common wagon and car- 
riage springs, 12c. per lb. base. A 
discount of ic. allowed the retail 
trade. 


Toe Calks.—Welded, dull, $2.25 per 


box; sharp, $2.50; blunt heel, $2.50; 
sharp heel, $2.50. | 
BLANKETS.—Blankets are moving 


out of jobbers’ stocks in fairly good 
volume. It appears that quite a few 
retail dealers covered their possible re- 
quirements months ago, but there was 
a sizable percentage of the trade that 
did not. The current movement can be 
traced to the latter. 


We quote from’ Boston 
stocks: 


jobbers’ 


Blankets.—Street, Kersey, 84 x 90 
in., $2.75 to $4.75 each net; 90 x 96 
in., $4.25 to $7. Stable, burlap, 76 
in., $1.50 + a 50 each net; 84 in., 
$2.35 to $3.1 


BULBS.— There is still a very good 
sale of flashlight bulbs. It is not of 
unusual proportions, yet nevertheless 
is impressive, especially for this time 
of the year, the usual pre-holiday buy- 
ing notwithstanding. 


We quote from Boston jobbers’ 


stocks: 
Bulbs.—Flashlight, Nos. {f161 and 


1162, 12c. each list; Nos. 1180 to 1199, 
12¢c. each. Discount on 50 or more 
unit packages 35 per cent. 


CARTS: AND WAGONS.—Good sub- 
stantial buying of carts and wagons is 
noted, not only for the holiday trade, 
but for immediate requirements. The 
exceptionally fine weather so far dur- 
ing the last quarter of 1924 has been 
quite a boon to this particular depart- 
ment of the shelf hardware trade. 
We quote from Boston jobbers’ 


stocks: 
Kiddie Kars.—No. 101, $1.50 ay 
$2.50; No 


met No. 102, $2; 0 103, 
$3: ‘No. 105, $3. 
‘Bedai eres —No. 154, $4 each net; 
No. 15 $4.6 


Kiddie Karte. —No. 301, $2.33 net 
each: No. 302, $3; Oo. - $3.67 ; 
No. 304, $4. 34; No. 305, $5.6 


Kiddie Koasters.—Rubber em No. 
705, $9 each net; No. 706, $10. 

Red Racer.—Wagon, No. 636, $5 
each net; in lots er six, 4.80. 


CHAIN.—Tire chain has begun to 
move fairly freely, although it is quite 
noticeable that the average retail hard- 
ware dealer is ordering in a mighty 
conservative manner. Even proof 
colored chain is selling well for this 
time of the year. 


Reading matter continued on page 80 


sensus of opinion among retail dealers seems to be that 
no material advances will be made during the remainder 
of 1924, although price readjustments will be made. 


We quote from Boston jobbers’ 
stocks: 

Tire Chains.—McKay and Weed 
makes, 1 to 11 sets, 30 per cent dis- 
count; 12 to 49 sets, 35 per cent dis- 
count; 50 sets and more, 40 per cent 
discount. : 
Chains.—Twist length, 
. per Ib.; -in., 13c. per 
ys-in., 214%c. per lb.; long or open 
length link chains, je-in. 16%c. per 
lb.; ™%-in., 15c. per ; 9/32-in., 14c. 


per lb. ; — 12%c. per lb.; %-in., 
llc. per ; 
Proof Coll it~ a | _Chain.— 
s-in., $14.65 per 100 %4-in., 
29 85; yx-in., $11.20; ap = $9.70: 
ye-in., $9.45; %-in., $9.10; 54-in., $9.75; 
%-in., $9.40; -in., $9. 10; l-in., $8. 80. 


For less than 100 lb. about 2c. per 
lb. additional is charged. 
$14 per 100 Ib. net; 


Cable.—¥,-in., 
Y%y-in., $12.25; +- ae we 75; &- in., 
$9.10; ye-in., $9; -in., $8. 55; 54-in., 
$9.40. 


CLOTHES LINES.—In contrast with 
the recent advance in Manila clothes 
lines, there has been a slight decline 
in cotton twisted kinds, presumably as 
a result of the recent downward ad- 
justment in raw cotton values. 


We quote from Boston jobbers’ 
stocks: 

Clothes Lines.—Manila, $7.25 per 
carton of 20 hanks, net. Cotton, 
twisted, $4 per doz. net. 


CUTLERY.—tThe average retail hard- 
ware dealer apparently is giving a little 
more attention to cutlery. At least 
recent bookings by wholesale hardware 
houses here suggests so. In volume of 
sale, say jobbers, there does not appear 
any great difference in any of the items 
in this department. Practically every- 
thing is selling. 
We quote from Boston jobbers’ 
stocks: 
Kitchen, No. 303, 80c. per 


Knives. 
doz. net; No. 333A, $2.50. Slicers, No. 
; No. 283A, $6; No. 2 





342, $2, 
line, 


7. 
12-in., $14.25. Grapefruit, No. 
Straight Shears.—Universal 
yapannes: 6-in., $8 per — net; 
, $8.50; T-in., $9: 7%-in., $9.55; 8- 
a ar 4 9-in., . Nickel plated, 
6-in., 15; 6%-in., $9.55; T- in., 
$10.10; Tig, in., $10.75; 8-in., $11. 
9-in., 4. Left hand, 7%- in., $13. 80 
Bent Trimmers.—Japanned, 7-in., 
$9.55; 8-in., $10.75; 9-in., $13.55; 10- 
in., 6.90 
Barbers’ Shears.—Nickel plated, 
7%-in., $12 per doz. net; 8-in., $12.80. 
Scissors.— Pocket, 4-in., $8. '35 per 
4%-in., $8.65. Embroidery, 
$7.65; 4-in., $8.35. Ladies’ 
41%%-in., $8.70; 5-in., $9; 


doz. net; 
3%-in., 
4-in., $8.35; 
§-in., 0.35. 
ELECTRICAL GOODS.—Some _ kinds 
of electrical goods are selling remark- 
ably well to retail distributors. Toast- 
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So unquestioned is the superi- 
ority of The Hoover that it leads 
its field in sales despite the 
slightly higher price which must 
be asked for its quality and 
efficiency. This, we believe, 
establishes a unique precedent. 


THE HOOVER COMPANY, NORTH CANTON ,», OHIO 
The oldest and largest maker of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 















































80 


ers are having an especially good sale 
just now, because when bought in 
quantity a special price is given. 
FENCING.—tThe past week or ten days 
has witnessed quite an improvement 
in the aggregate bookings by jobbers 
for future delivery. Evidently the im- 
pression is gaining ground in retail 
circles that hardware values on some 
things, at least, are more likely to be 
higher rather than lower. Fencing is 
a case in point. 
We quote from 
stocks: 
Fencing.—Blue Ribbon poultry, in 
10-rod rolls, No. 1424, $3.30 per roll; 
No. 1736, $4.25; No. 2048, $5; No. 2360, 
$5 f 75 Square Deal 
4.85; No. 1944, 
$6.80; No. 1548, $6: 
Square Deal field, 
-in. between stays, No. 832, $6.10; 
No. 636, $3.80; No. 846, $4.90; No. 
1047, $7.90; 12-in. between stays; No. 
1047, $5. 70. 


GALVANIZED WARE.—Although 
perhaps less active than.a month ago, 
galvanized ware is selling in a fairly 
satisfactory manner. Collectively re- 
tail dealers are buying in a small way, 
but often, as necessity requires. 

We Boston jobbers’ 


stocks: 
Coal Hods.—15-in., $3.64 a doz. net; 
$5.50; 18-in., $6. 


16-in., $5.12; 17-in., 

Ash Cans. — Nationa! Enameling 
and stamping line, No. 190, $4.20 
each net; No. 171, $3.50; No. 181, 
$3.88. Other makes, No. 1700, $28 a 
doz. net; No. 1800, $31. 

Ne 3 —§-qt., $3.25 per doz. net; 10- 

t., $2.54; 12-qt., $2.78; 14-qt., $3.12; 

$5.62; round bottom 
50-lb. to the doz., 


40. lb. to the doz., 
fire pails, $4.20; 
$6.20. 
200, $14 per doz., net; 
No. 4, 


Boston jobbers’ 


1760, $6.95. 


quote from 


Tubs.—No. 
No. 300, $15. 
Garbage Cans.—Dover line, 
$1; No. 2, $1.40; No. 1, $1.68. 
Watering Pots.—4-qt., $6.25 per 
doz., net; 6-qt., $7; 8-qt., $8; 10-qt., 
$9.40; 12-qt., $10.80, and 15-qt., $13. 


GLOVES.—More seasonable tempera- 
tures have somewhat speeded up the 
demand for cotton gloves, although the 


most important retail orders were 
~placed many weeks ago. 
whl quote from Boston jobbers’ 
stoc 
Cotton Gloves.—No. 841, $1.70 per 
doz. net; No. 640, .75; No. 642, 
$2.30; No. 827, 2.75; No. 175, $3.56; 
No. 214, .50; No. 237, $5.50; No. 
322C, $4.88; No. 402, $2. 30; No. 403, 


No. 971, $1.45: No. 759, $1.25: “No. 
953, $2.90; No. 281, $4.70. 


HEATERS.—Sales of heaters are 
again in order. Competition among the 
manufacturers of the various electric 
heaters on the market today is quite 
keen, and this fact is reflected in whole- 
sale and again in retail circles. 


We quote from Boston jobbers’ 
stocks: 

Heaters.—Universal line, No. E9953, 
plain standard, 12-in. bowl, $6.38 each 
net; No. E9955, fluted, 12-in. bowl, 
$7.13; No. E9954, plain, 14-in. bowl, 
$7.88: tilting reflector, 10-in. bowl, in 
assortment only, No. 1 assortment, 
three heaters, one each royal blue, 
mahogany re d, sage green, $10.50 per 
assortment: No. 2, three heaters, one 
each, old rose, ivory, French gray, 
$10.50. 


ICE CREEPERS.—While a long way 
from active, ice creepers are moving 
out of jobbers’ stocks here. Retail 
stocks apparently were small at the 
opening of the last quarter of 1924. 


We quote from Boston jobbers’ 

stocks: 

ice Creepers.—Never Slip, men’s 
Ly per doz. pair net; 


and ladies, 
Cc 


K., No. 0, $2.35; Kennebec, Nos. 0, 
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1 and 2, $3.36; Lumbermen’s, large 
and medium, $3. 04; Newark, $3.75; 
Union, with strap, $1. 60; Eagle, $1. 38. 


IRON AND STEEL.—Local mill repre- 
sentatives are talking higher prices. 
To date, such arguments have failed to 
budge the jobber, who is buying only 
as demands require and then in the 
smallest possible amounts. On the 
other hand there appears a slow yet 
gradual improvement in the movement 
of iron and steel out of jobbers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.25% per 
100-lb. base; flats, $4.15; plain con- 
crete bars, $3,514%; deformed con- 
crete bars, $3.51%;: tire steel, $4.50 to 
$4.75; open-hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4. 01% to $5; hoops, $5.50 to 
$6; half rounds, $4.90; ovals, $4.90; 
hexagons, $3.26%:; cold rolled steel, 
$4.05 to $4.55; toe calk steel, $6; struc- 
turals, angles and beams, $3.36; 
plates, $3.36% to $3.59. 

lron.—Refined iron bars, $3.26%; 
best refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 

Differentials. —Quality, 
than 1000 Ib. of a size, 50c. 
Ib. extra; lots of 1000 to 1999 lb., 
extra. 


LAMPS.—Gasoline lamps are going 
mighty well these days. The lighting 
qualifications of such lamps are much 
better than the ordinary lamp used in 
the country where gas and electricity 
are unobtainable, and even in some 
localities where they are. 


We quote from Boston jobbers’ 
stocks: 
Lamps 
Quick Lite Lamp, 


lots of less 
per 100 
20c. 


(Gasoline).—Coleman line, 
Flemish bronze, $8 
net; brass fringed, $9; antique gold, 
$$ net cash; gold fringed, $9.25. 
tracket lamp, $6.7 J 5 net each. Quick 
Lite lanterns, $6.2 o to $7 net each. 
Buss. —Buss, $1.33 each net, brass, 
bronze or ivory. Glammiite. brass or 
bronze, in dozen lots, $14.40 per doz.; 
in less than dozen lots, $15 a doz. 


LUNCH KITS.—Where the retail deal- 
er will buy in quantities, jobbers, in 
some instances are making a specially 
attractive price. 


We quote from Boston jobbers’ 
stocks: 

Lunch Kits.—Universal line, No. 
310, $3.25 list; No. 320, $3.75; No. 
ee, $3.50. Discount, 25 and 10 per 
cent. 


MOPS.—Cotton’ mops are 4lightly 


lower. Prices on other kinds remain as 
heretofore. 
We quote from Boston jobbers’ 
stocks: 


Mops.—O-Cedar line, without han- 
dies, No. 4, $12 per doz. list; No. 10, 
$18; No. 11, $18; dry duster, No. 9, 
$12: handles, $3 per doz. extra. 
Fioor, No. 22, $2 each. Hand, No. 
44, $6 per doz. Clothes, No. 51, $4.20 


doz. Discount, 33% per cent. 

Cotton Mops.—Eureka line, §9-lIb. 
twine, $4.15 per doz.; 12-lb. twine, 
$5.50. 


NAILS.—More nails have been sold in 
Boston during the past week or ten 
days than in any similar period in a 
long time. Retail stocks, in quite a 
few instances, were allowed to run 
down to a minimum. The demand 
embraces all kinds of nails. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.80 per Keg, base, 
from store; from mill in less than 
carload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than 1-in., 2.75; cut 
nails from store $4.15 per keg base: 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less 
than car lots, $3.65, f.o.b. Pittsburgh; 
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Tremont, in less than car lots, $3.85; 
hardened steel, $7.60 f.o.b. Wareham, 
Mass. ; galvanized, 4-pennyweight 
and smaller, $6.30 f.o.b. factory base; 


larger, $7.05; from store, 4-penny- 
weight and smaller, $6.80 base; 
larger, $7.55; cement coated nails 


from mill, in less than carloads, $3.75 
per Keg base; in carloads, $3.45; hard 
steel nails, from store, $8.10 per keg 
base; from factory, $7.60; blued 3- 
pennyweight, light sterilized lath, 
$2.05 per keg. Galvanized roofing 
%4-in. head, $8.10 to $8.70 per 
keg net. 

ROOFING MATERIAL.—tThe con- 
sistency of the demand for all kinds 
of roofing material is nothing short 
of remarkable. Never before in the 
history of some of the jobbers here 
has the sale of stormtight been as 
large as it has in 1924. 


We quote from Boston jobbers’ 
stocks: 


Roofing Paper.—Japroid line, slate 


surface, imprinted, $3.50 per roll; 
plain standard, 2.30 and $2.55; 
Leader, light (35 Ib.), $1.70; medium 
(45 lb.) $2.15; heavy (55 1b.), $2.65; 
Rockroid, light, $1.05; medium, $1.45; 
heavy, 60. 


Shingles.—Japroid line, lock top, $5 
per square; super giant, 124%-in., $9; 
individual, $6.25; super strip, $7; 
strip, 10-in., $6. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $65.80 a ton; smaller, 
$65.50 a ton. 

Roof Coating. — Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
l-gal., $3.50; plastic roof cement, ™ 
oer 32c. list; l-gal., 35c. Discount 
34% per cent. 


Roof Coating.—Liquid, black, in 
drums or barrels, $1 per gal. net; 
in half barrels or drums, $1.07 per 


gal.; in 20-gal. ry $1. 20 per gal.; in 


15-gal. iots, $1.20; in 10-gal. lots, 
$1.20; in 5-gal. lots, $1.27; in 1-gal. 
lots, $1.34, Other colors cost con- 


siderably more. 
Roof Cement.—Plastic, black, in 50- 
lb. lots, $12.67 per 100 Ib.; in 25- i. 
; in 10-lb. lots, "$14; in 
$14.67; in 1-lb. lots, $16.67. 
in 5- 


Other colors cost more. 
Primers.—In i1-gal. lots, $1; 
gal. lots, pee. a gal.; in 10-gal. lots, 


84c. a gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-Ilb. 
cans, 12 to the case, 13c.; in 5-Ib. 


cans, 12 to the case, 12c. 


ROPE AND TWINE.—In sympathy 


with the recent advance in rope, local 


quotations on hemp twine have ap- 


preciated 1 and 2 cents a lb. 

We quote from Boston jobbers 
stocks: 

Rope.—Manila, 23c. per Ib., 
sisal rope, 18%c.; hay rope, 19¢.: 
ton rope, 46c. 

Lathe Yarn.—Sisal, C130, 18c.; D200, 
19c. per Ib. 

TOYS.—Toys are, perhaps, selling a 
little more freely for the holiday trade. 
Business is a long way from active, 
however. Toys being booked today are 


given a Dec. 1 bill dating. 


WALLBOARD.—The sale of wall- 
board is of goodly proportions. Weath- 
er conditions have been decidedly in 
favor of a larger and more extended 
demand for this material this fall. 
We quote from Boston jobbers’ 
stocks: 
Wallboard.—Regular, ,-in. 
Super, 


$32.25 per 1000 sq. ft.; 
thick, $36 per 1000 sq. ft. net. 


A. G. Brown Dies 


Austin G. Brown, Rubberset Co., 
Boston, Mass., and past president of 
the New England Hardware Associates, 
died recently. 


base; 
cot- 


thick, 
fs -in. 
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The GRISWOLD 
Tite-Top Dutch Oven has every 


Patented 


improvement housewives want 


THE Griswold Tite-Top Dutch Oven is a self-baster. 
Sanitary drip rings on the close-fitting cover allow 
foods to cook in their own savory juices . . . make 
deliciously tender the less expensive meats 
minimize shrinking . . . save as much as elevén 
ounces on a five-pound roast. 


Of thick cast iron, the oven maintains an even, non- 
scorching heat that saves fuel. Good for roasting, 
baking, boiling, frying on any stove. The lock end 
bail enables carrying without tipping. The handle —— 
locks before reaching the edge, giving strong brace seein 
for pouring, and extending beyond the side, away 
from heat and steam. 

These improvements—linked with the known 
Griswold quality—are what housewives want. Deal- 
ers’ repeat orders prove so. Griswold Tite-Top 
Dutch Oven advertisements in three big national 
publications are acquainting every reader with its 
amazing efficiency. Benefits can be yours—if you 
order now. 


THE GRISWOLD MFG. CO., Erie, Penna., U. S. A. 


Makers of the Bolo Oven, Extra Finished Iron Kitchen Ware, 
Waffle Irons, Cast Aluminum Cooking Utensils, Gas Hot Plates, 
Food Choppers, Fruit Presses, Reversible Dampers and Mail Boxes. 





THE LINE THAT’S FINE AT COOKING TIME 


Griswold Safety Fill Tea 
Kettle. (Pat.) 

Pure cast aluminum. Special 
opening for filling from faucet with- 
out danger of scalding the hand. 
Three sizes. 





—— a | Pine Have you received the new 
i ” ‘ . ° 

; Griswold trade mark window 

a Wie and counter display card in 


< beautiful colors? Free. 


GRISWOLD 
ae = 
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Cooler Weather Helps Business in Northwest 
Retail Sales Continue to Improve 


(Minneapolis office of HARDWARE AGE) 


start of better business for many lines of merchan- 


‘Dats beginning of cooler weather has brought the 


dise 


in the Northwest, 


including hardware. All 


during October the trade was comparatively quiet, as the 
weather was ideal for as much as a month earlier in the 


year. 


People are never inclined to purchase their fall and 


winter necessities until forced to do so, and this year is 


no exception. 


Collections continue to improve. 


Farmers are rapidly 


marketing their crops, although much of this yet remains 


to be done. 


With the passing of the weeks, and the in- 


creasing volume of crops which have been sold, payments 
on indebtedness are increasing. Trade showed some accel- 
eration during the latter part of last week, and a very 
satisfactory fall business is anticipated. 


ASH SIFTERS.—Call is increasing and 
prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $3, 
and wood barrel at $6 per doz. 


AXES.—There is a __ satisfactory 
amount of business in this line, with 


trade improving. Prices show no 
change. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bif..ames, 
base weights, $19. e 


BALE TIES.—Sales are still. very 
good, the demand being wnusudlly 
heavy. Stocks are well filled. Prices 
show a lower level. “3 


We quote from jobbers’ st 
fo.b. Twin Cities: Single loop bale ties 
at 70-10-2% per cent from lists. 


BATTERIES.—The fall radio season 
has but fairly begun, and there is every 
prospect for a larger trade than ever 
before. Batteries are selling at a very 
good rate. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 dry cells, 
case lots at 29 cents each; radio ‘‘B’’ 
batteries, unit package quantities, No. 
766, $1.30 each; No. 764, $1.14 each, 
No. 767, $2.44 each; No. 772, $2.44 
each; No. 770, $3.09 each; radio ‘‘C’’ 
batteries, No. 771, 39 cents each, net. 

BOLTS.—Sales are very good, with 
well assorted stocks from which to 
— Prices show no changes. 


quote from jobbers’ stocks, 
A Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent, 
pas lag screws at 60 per cent from 
sts. 


BRADS.—Sales are still very good, 
with stocks well filled. Prices show no 
change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.— It is 
stated that nearly three thousand small 
homes have been built in one of the 
Twin Cities alone this year, and the 
other has nearly an equal record in 
proportion. Building this fall has been 
going forward at a good rate on this 
class of homes, and there is a fair num- 
ber of the larger homes. Some com- 
mercial buildings have been built and 


there has been a fair demand for 
builders’ hardware. 


CHURNS.—Sales are still fair, with 
good stocks on hand. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

No. 4, $16.20 per aoe. No. 5, $16.70 
per doz., and No. , $17. 25 per doz. 
COAL HODS iin sales are be- 
ginning to improve, with ample stocks 
to care for the demand. Prices have 

not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
ja ed funnel, 17 in., $4.30; 18 in., 

70; galvanized open, 17 in., $4.75; 
g in., $5.25: galvanized funnel, 17 in., 
$5.90; "18 in., $6.35 per doz. net. 


COASTER WAGONS.—Sales are at a 
very good rate for this season of the 
year. Stocks are well assorted and 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 
$6.44 each; No. 62, $7.02 each: No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from lists. 


COPPER RIVETS AND BURRS.— 
There is a fair demand for this line, 
especially from garages for brake 
lining rivets. Campaigns for brake 
inspection have had much to do with 
this. Stocks are in good condition and 
prices unchanged. 


e We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs, 40-10 per cent from list prices. 


DAMPERS.—Sales are good, with 
stocks well filled. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle 6-in. dampers at $1.40 per doz. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales are only 
fair with no changes in prices. The 
manufacturers have announced new 
lists, but local jobbers have not made 
a change so far. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, in., $5 per 100 
ft.; 3 in. 28 gage, conductor pipe, 
$5.25 per 100 ft.; 3-in. conductor el- 


bows, $1.55 per doz. net. 
Reading matter continued on page 84 


FIELD FENCE.—Sales are progress- 
ing at a fair rate. Stocks are in good 
condition, and prices unchanged. 


We quot? from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. hog fence 
at $40.18 per 100 rods, net. 


FILES.—Demand for files still con- 
tinues good. Garages and shops are 
buying well and general call is good. 
Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent; second grade of 


am 60-10 per cent from standard 
ists. 

GALVANIZED WARE.—Sales 
good, with well assorted stocks. 
are steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3, $8.40; heavy , Felvanized, tubs, 


1, $12; No. 2, ° 
standard ao RF pails, oo 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 16- 
qt. stock pails, $4.50, and 18-qt., ‘$5. 25 
per doz. 


GLASS OVENWARE.—Sales are 
showing some increase with the ap- 
proach of the holiday season. Stocks 
are full, and prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c.; No. 212 
bread pans, 60c.; No. 231 utilit 
67c.; No. 12 tea pots, $1.67; No. 
$2, and No. 36, $2.33 each, net. 


GLASS AND PUTTY.—Demand is im- 
proving with the cooler weather. 
Stocks are well filled in anticipation of 
a good trade. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per cent 
from list. Strictly pure putty 
in 50 lb. drums, $5.05 cwt., and in 25 
lb. drums at $5.30 cwt. 


HAMMERS AND HATCHETS.—Sales 
are holding up well in the tool line, 
with good stocks from which to draw. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, . 
$11.40 per doz.; Plumb HF81, $12; 
Riverside No. 61 i $12; Plu mb 
Broad Hatchet No $17.15: Plumb 
shingling No. 2, $13. 15; lumb claw 
No. 2, $14.40 per doz. 


LANTERNS.—Sales are moving along 
at a fair rate, with plenty of stocks 
from which to draw. Prices show no 
change. 


are 
Prices 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz. ; P bag ~~ Be ty ENo. "210, $7. 75 
per d $12.75 per doz.; No. 
130, Midget” A. F, lanterns, $17 per 
doz 


MILK CANS.—There is still a very 


good call for cans, with no change in 
prices. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: ailroad 5 gal. 
milk cans, $2.55 each; 8 gal, $3.10 


each and 10 gal., $3.25 each, net. 
NAILS.—Sales are at a fair rate, with 
average stocks on hand. Prices show 
decline beyond the 


an additional 
change made a few weeks ago. 
We quete frcem jobbers’ stocks, 
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Auto Spray 
No. 1 


A strong, simple 
sprayer. Durable 
construction. 31% 
gal. brass or gal- 
vanized tank. 








For all kinds of spray- 
ing and disinfecting. 
Capacity 1 qt. Made of 
heavy 107 Ib. tin. 


Auto Spray No. 5 

A high pressure. double 
acting sprayer made entire- 
ly of brass. 
Regularly 
supplied 
with four 
nozzles. 
Shipping 







Auto Spray 
No. 42 

Wheel bar- 
row type. Sim- 
plein construc- 
tion. Long 
wearing. Made 
in three styles. 
12 gal. brass cr 
galvanized 
tank. 


A Sprayer 
for 


Seated Purpose 
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When you Sell 








a BROWN SPRAYER 
you’ve made a friend 


There are many sprayers on the market and there’s a 


broad market for sprayers. 


But—the farmer and fruit-grower are critical. The 
spraying equipment you sell today is going to be judged 
by performance and that means either one of two things. 
It means repeat orders; and more business in other 
lines, or—a customer who is going to try somewhere else 


next time. 


There is no ‘‘come-back”’ with 


Auto Spray 
No. 26 


Continuous 
Atomizer 


This is one of the most popular of 
the Brown Sprayers. 

Made three styles—the No. 26A 
of full weight 107 Ib. base tin, fin- 
ished in attractive gold—the No. 
26 B with heavy tin pump-cylinder 
and brass tank—the No. 26 C made 
of brass entirely. Brown Sprayers 
stand the knocks of heavy service. 


7 7 y 


Brown originated the pres- 
ent style of compressed air 
sprayers and stands back 
of every Brown product. 


Brown equipment. It is the guar- 
anteed line where the guarantee 
is made good. And it is the line 
that gives such universal satisfac- 
tion that every sale means a friend 
—profit to you plus good-will and 
future business. 


The E. C. BROWN COMPANY 


869 Maple Street 


Rochester, N. Y., U. S. A. 
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f.o.b. Twin Cities: Standard wire 
nails at $3.25 per keg, base, and 
cement coated wire nails at $2.75 per 
keg, base. 
OIL HEATERS.—Sales are good, with 
fair stocks on hand. Prices have not 
changed. 

We quote frcm jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt., capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt., capacity, No. 016, at $5.32 each. 

PAINTS AND WHITE LEAD.—Sales 
are still very good for this season of 
the year. Paint prices are steady, and 
white lead shows no further change 
from last quotation. 


We quvote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $13.63 per cwt. 

REGISTERS.—Demand is fair, with 
good stocks. Prices have not changed. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 
ROPE.—Sales are on an even basis, 
and stocks well filled. Futures are 
fairly well taken for spring delivery. 
Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades 
Manila rope, 23% cents per Ib. base, 
and best grades sisal rope, 17% cents 
per lb. base. 

SANDPAPER.—Sales are good, with 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
per ream, $5.85; second grade No. 1 
per ream, $5. ¥ — paper No. 1, 
per ream, $16. 

SASH CORD pol SASH WEIGHTS. 
—Sales are slowing down slightly, 
with the close of the more active 
building season. There are a large 
number of houses to be finished, which 
still are taking sash weights and cord. 
Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades sash 
cord, No. 8, 86c. per lb.; ordinary 
grade, 45c. per Ib., and ‘cast iron 
sash weights at $2.35 cwt. 

SKATES.—Call for skates has already 
started locally, as there has been a 
large indoor rink opened in one of the 


cities. Retail sales are not brisk 
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otherwise. Stocks are full, for the 
coming holiday business. Prices show 
no a 


quote from jobbers’ stocks, 
tam Twin Cities: No. 1624, 84c. per 
pair; No. 5624, $1.12 per pair; Nestor 
Johnson, No. 111, per pair, and 
No. 222, $8.50 per pair, net. 


SOLDER.—Sale of solder is only fair. 


Prices are again higher. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 36c. per Ib.; + 
ly half and half at 34c. per ib., and 
nies Boy at 36c. per Ih in 100-Ib. 
ots. 


SIDEWALK SCRAPERS.—Call is 
very light as yet, with good stocks on 
hand. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers at $4.75 per doz., net. 

SNOW SHOVELS.—Retail trade has 
not yet started on this item, and stocks 
are well filled. Prices are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin (G@ities: Straight handle 
wood snow shovels at $4.85; steel 
blade, straight handle at $4.80, and 


galvanized steel blade D handle at 
$11 per doz., net. 


STEEL SHEETS.—Sales are nominal 
and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28-gage) and galva- 
nized steel sheets at $5.85 cwt. base. 

STEEL TRAPS.—Retail sales are be- 
ginning to be marked, with good stocks 
ready to care for the demand. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin oy Victor No. 0 steel 
game vig ‘% * 10; No. 1, $1.38: No 
1%, $2.4 , $3.36; ‘Oneida Jump 
game ned hg . "0, $1.59; No. 1, $1.83; 
No. 1%, $2.81 per doz., net. 

STOVE PIPE AND ELBOWS.—Sales 
are improving rapidly, with stocks well 
filled to meet the demand. Prices are 
steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35, and 


adjustable charcoal iron 6-in. elbows 
at $2.05 per doz. 


STOVE SHOVELS.—Call is beginning 
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to show improvement. Prices are un- 
changed. 


We quote from _ jobbers’ ee 
f.o.b. Twin Cities: Japanned 14%-in. 
stove shovels at 50c.; Jumbo, 21%-in., 
at $1.55, and Jumbo, Jr., 14-in., at 
85c. per doz. 


STOVE BOARDS.—Sales are brisk, 
with full stocks to care for the de- 
mand. Prices are unchanged. 


We quote from _ jobbers’. stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $16.95; 30 x 30, $19.70, 
and 36 x 36, $24.75 per doz., net. 


TIN PLATE.—Sales are moderate, 
with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 tin plate at $14.25 per 
box, and IC, 20 x 28, 8-lb. coating 
roofing tin at $14.60 per box, net. 


WEATHER STRIP.—Call is improv- 
ing rapidly, with good stocks on hand. 
Prices show no change. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strips, %-in., $1.85; %-in., 
$1.85, and 1l-in., $2.60 ‘per 100 ft. 


WIRE.—Sales are at a fair rate. 
Stocks are well assorted. Prices are 
again lowered. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire, $3.20 per 80-rod_ spool; 
barbed painted cattle wire at $3 per 
80-rod spool; barbed galvanized hog 
wire at $3.41 per 80-rod spool, and 
barbed galvanized cattle wire at $3.19 
per 80-rod spool. No. 9 smooth black 
iron wire is $3.25 cwt., and No. 9 gal- 
‘vanized is $3.70 cwt. 


WRENCHES.—Sales continue to show 
well in this line, with no changes in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coe’s wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3. 40, less 40 per 
cent. 

No. 50 radio and electrical set, $4; 
No. 101 Master Service Set, $15. 25: 
No. 102 Master Service Set, $15.25; 
No. 202 Heavy Duty Set, $8. 80; No. 
303 Ford Master Service Set, $14. 85; 
No. 404 Flexible Socket Set, $8.75; 
No. 505B Screwdriver Blades, $3.40: 
No. 900 Set square socket, $3.70, less 
40 per cent. 








Making Your Idea His 
By A. Rowden King 


said an advertising man. “Every Thursday 


night I instructed a class in business and advertising psychology. After the first lesson we 

had a review. I asked the men what they had got from the first get-together. The first 

three of them told me what they had themselves said at the previous meeting, after selecting the 

particular slant which appealed most to them.” 

And that recalls to us what we continue to consider the most valuable selling tip ever given us. 

It is: Try in every possible way to inject your selling arguments into the customer’s brain until he 

just naturally thinks of them as being his own buying arguments. 

again, and as soon as possible get to calling them his arguments and, before you know it, he will 
be daring you to prevent him from making the much-desired purchase. 

It is only human nature for every man to be interested first and foremost in his own ideas. If 

by some sort of selling hypodermic you can so inject your ideas into his head that he thinks they 

are his very own he will fight for them like a tigress for her cubs. 


| HAD a rather interesting experience last winter,” 


Come back to them, again and 








Reading matter continued on page 87 
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HEARKEN! THE ELEGANCE AND STATELINESS OF YE QUEEN 
ANNE PERIOD FURNITURE. WITH INNOVATIONS IN HEATING 
SCIENCE THAT TRULY INAUGURATE A NEW ERA. MAKE NO 
: COMMITMENTS FOR 1925 WITHOUT INQUIRY FIRST OF US 
CONCERNING THIS REMARKABLE CREATION AND THE MOST 
] INTERESTING PLAN BY WHICH IT SHALL BE MARKETED 
e ANCHOR STOVE AND RANGE CO., NEW ALBANY, INDIANA 
Be “Quality since 63” 
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Live Dealers Are Selling 
CHATILLON 
Vegetable Scales 


Vegetables sold by measure always 
vary in weight—Sooner or later all 
vegetables will be weighed and not 
» measured. Some states have al- 

eee ready passed laws to this effect, 
“a and others are following. 





Are you able to supply the growing demand for vege- 
table scales? 


For years we have been developing a line of vegetable 
scales to fill every need of the dealer. They are in a 
number of different styles, but into each is built the 
sturdiness, dependability and accuracy for which Cha- 
tillon Scales are known all over the world. 


Carry Chatillon Vegetable 
scales in your stock. 





Write your jobber for 
full information 
and prices. 








JOHN CHATILLON & SONS — / = 


Established 1835 





85-99 Cliff Street New York City, N. Y. 


No. 343G No. 243 
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Mr. Cassin has described this article 
as the “A B C” of Cutlery Merchan- 
dising—in that it contains much 
basic information on stock selection 
Mr. Cassin 
has tried to make this article as 
specific as possible, and if there is 
any point on which you are in doubt 
he will be glad to be of assistance to 
you if you will write him in care of 
Hardware Age Editorial Depart- 


and stock arrangement. 


ment. 
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Hrewalione of a Culley. Ailetmin 


Fundamentals of Cutlery Merchandising 


By JOHN CASSIN—A Man Who Knows 


‘, LLOWING for change in local 
A conditions, enlargements or 
curtailments occasioned by 
the size of the community, the mer- 
chant is serving, perhaps the fol- 
lowing can be taken as a fair stand- 
ard, basis or measuring stick under 
which to establish a cutlery depart- 
ment. 
In central Pennsylvania there is 
a town of a few more than 8000 
people, the center of a small manu- 
facturing community and a good 
farming country; in that town are 
four hardware stores, two of which 
are enjoying a good cutlery busi- 
ness, yet one sells more than the 
‘ other. The store that is growing 
the best and is enjoying the most 
business carries and maintains the 
cutlery stock itemized on this page. 
Included in the patterns of knives 
grouped under the heading of me- 
chanics’ and farmers’ knives there 
are four patterns at price ranging 
from a $1 to $2.25 each, in which 
are included genuine punch blades. 
These punch blades are really tools 
or full punch blades correctly 








Your Cutlery Stock 


58 
3 


15 


farmer s’ 


10 


10 


6 


patterns of pocket knives. 
patterns of boys’ knives, 
prices ranging 50c., 75c. 
and $1. 

patterns of boys’ knives, 
prices ranging $1.25, $1.75 
and $2.25. 

patterns of mechanics’ and 
knives, prices 
ranging 85c. to $2.50. 
patterns of sportsmen’s 
knives, prices ranging 
$1.25 to $3.50. 

patterns of three-blade 
vest pocket knives, prices 
ranging $1.50 to $3. 
patterns of two-blade vest 
pocket knives, prices rang- 
ing 75c. to $2.50. 

patterns of four-blade stag 
vest pocket knives, prices 
ranging $2.50 to $4. 
patterns of fine pearl han- 
dled knives, prices ranging 


$2 to $5. 








made. They are not the poor imi- 
tations that one occasionally sees 
that are nothing but a blade that 
is round on one side and flat on the 
other. <A blade of that kind will 
slit a piece of leather but will not 
punch a hole in it. These blades 
are really tools and the mechanics 
and farmers instantly recognize 
that they are high-grade tools made 
for a purpose and service. 

The object of featuring three- 
blade knives is to give to the pur- 
chaser, who often does not know 
exactly what he wants, a knife of 
small size to carry in the vest 
pocket, yet equipped with a ser- 
viceable cutting blade and also 
equipped with a small cutting or 
pen blade and a real file blade. 
Wherever three-blade knives are 
offered they find a good sale, they 
make satisfied customers as well as 
giving the merchant the opportunity 
to make a higher priced sale than 
he would make if he did not bring 
these serviceable knives to the at- 
tention of the buyer. 

At first glance one would wonder 
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about the number of knives grouped 
under the heading “Sportsmen’s 
Knives.” Yet each of the ten pat- 
terns are knives of a pattern that 
appeals especially to the out-of- 
doorsman. That they are sports- 
men’s knives does not mean that 
the mechanic and farmer does not 
buy them. They often buy sports- 
men’s knives, most of which are 
heavy patterns that will serve their 
purpose as well as the heavier pat- 
terns of knives made especially for 
mechanics and farmers. For that 
matter, I believe the majority of so- 
called boy scout pattern knives are 
purchased by out-of-door men. 
After establishing pocket knives 
as the keystone for his cutlery de- 
partment our friend gives most of 
his attention to household cutlery. 
Starting with four patterns of 
bread knives ranging in price from 
25c. to $1 each, three patterns with 
plain edge, one pattern with a ser- 
rated edge, two lunch knives which 
are lighter or narrower patterns of 
bread knives, one plain edge, the 
other serrated edge. Six patterns 
of paring knives ranging in price 
from 15c. to $1 each, the 15c. knife 
the good quality carbon steel, the 
other knives better finished, all 
good quality stainless steel, $1, 
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seems rather a high price for a 
kitchen paring knife. Investigation 
showed this knife to be very finely 
finished, polished stainless steel 
celluloid handle fruit knife selling 
in sets of a half dozen at $6 per 
set. But our friend found that he 
could sell many of them as high- 
grade paring knives at $1 each. 
Then came a line of butchers’ 
knives, of which he said there was 
a limited sale to butchers, but a 
good sale to farmers and house- 
holders. This line was made up of 
three numbers of carbon steel and 
one number of 
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price grades of butchers’ knives. 
Next came a small attractive line of 
kitchen carvers. The carbon steel 
knives marked 50c., 65c. and T75c. 
The stainless steel marked 85c., $1, 
$1.25. Also three sizes of French 
cook knives, of which he sold a 
great many of the 10-in. size, which 
indicated a large sale to the regular 
household trade. Professional cooks 
and French chefs use large sizes, 
mostly 14 in. There is also in- 
cluded in the household cutlery sec- 
tion a small assortment of common 
table knives and forks; all the 





stainless _ steel, 
each number or 
pattern being 


stocked in 6, 7, 
8and10-in. The 
price basis of 
the 6-in. size 
ranging from 
25c. to 75c., 
other sizes pro- 
portien- 
ately priced. 
With butchers 
are included two 
price grades of 
boning and 
sticking knives 


MFG, CORP. 
Philadelphia 





Every customer for a knife is a cus- 
tomer for the 






Display them with 
your cutlery! 


ACE HARDWARE 


Chicago San Francisco 








to match the 








“HAMMER 


Product. 
“Hammer Brand” 


WORKMANSHIP. 


. Helps we supply. 








BRAND” ” 


POCKET KNIVES 


Our best Advertisement is our 


Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. 
“Hammer Brand” Knives you get 
the essential that makes g 

knives possible—S KILLED 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 





In 








This Assortment Consists of 12 
Absolutely Guaranteed. Price to You, 


| Are YOU Earning Your 100% 


on Razors? 


RAZORS ' 
ake Good or we Wil 


The SALESMAN THAT GETS RESULTS 
for You on Straight Blade Razors 
The demand for this type of shaving instrument 


is daily increasing, due to the general dissatisfac- 
tion with the so-called Safety Razor. 


enco 


No Charge for Cabinet. 
Sold Through Jobbers Only. 


NEW YORK idiom 
KNIFE CO. Mr. Dealer, $12. 
Walden, 
New York 
U.S. A. 





GENEVA CUTLERY CORPORATION 


GENEVA, N. Y. 
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forks are four-tine; this assortment 
consists of one pattern of plain coco 
bola handle, one handle of stag with 
bolster, one pattern of white bone 
with bolster, and one number of 
stainless steel steak pattern blade 
with celluloid handle packed in at- 
tractive display package containing 
six knives and six forks and the 
same knives and six all-metal silver 
plated knives packed in a similar 
package. I was informed that this 
combination of stainless steel blade 
knives and all-metal silver plated 
forks, is a better seller than the set 
in which was included celluloid 
handle steel forks, as the all-metal 
silver plated forks made a much 
better appearance on the table. 
The household cutlery department 
is completed with a short line of 
well-selected stag handle carving 
sets ranging in price from $2.50 to 
$10 per set. Featured with the carv- 
ing sets were several patterns of 
game shears and included with 
household cutlery were several pat- 
terns of grape fruit knives, apple 
parers and knife grinders. 

It would perhaps be wrong to 
leave this cutlery department with- 
out mentioning three items that 
were featured in display cases made 
especially for that purpose and 
placed on top of the case containing 
knives, shears and scissors. These 
items were safety razor blades 
shown in a case furnished by the 
Twinplex Stropper Company, Moore 
push pins in a special display case 
supplied by the factory and Domes 
of Silence shown in a serviceable 
display package. As this merchant 
conducts a “main street store” his 
Gillette Blades are priced 79c. per 
package of ten. 

Next came a line of goods that 
some hardware merchants sell very 
few of, but others sell many of 
them, namely, shears and scissors. 
This merchant’s assortment con- 
sisted of two makes of shears. The 
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highest grade he carried of straight 
trimmers full nickel plated in 6, 7 
and 8-in., Bent trimmers full nickel 
plated 64%, 7% and 8% in. The 
lower priced line in _ straight 
trimmers 6, 7 and 8 in. full nickel 
plated. Also a heavier made, 
fully polished kitchen shear priced 
at 85c. <As this shear was fea- 
tured, I inquired the reason and 
was informed that there is con- 
stant need in the kitchen for a 
working shear. This merchant sold 
many of them for that purpose by 
simply marking them “Kitchen 
Shears.” Two grades of scissors 
are handled, the highest grade, a 
line of ladies scissors, sizes 5, 51% 
and 6 in., embroidery or lace point 
scissors, sizes 314, 4, 4%, 5% and 
644 in. Two patterns of buttonhole 
scissors, two sizes of pocket Sscis- 
sors, two sizes of two grades of 
manicure and nail scissors. 

There was also an attractive as- 
sortment of safety razors, including 
gold plated Gillette razors, same as 
sold by the chain stores at the same 
prices. Also the latest combination 
razor and shaving brush deal 
offered by the American Safety 
Razor Corp. displayed attractively 
and priced as low as offered by the 
most prominent druggists in the 
large cities. A short line of blade 
razors in an attractive display case, 
also a good assortment of razor 
strops, shaving brushes, shaving 
soaps and creams and a very attrac- 
tive display of nail files, clippers, 
tweezers, etc. 

While I may have overlooked 
some minor cutlery items the fore- 
going is a sufficient summary to per- 
mit visualizing the cutlery part of 
this department, which also in- 
cluded an attractive selection of 
silver plated ware, vacuum bottles, 
thermal jars, watches, clocks, refill- 
able pencils, fountain pens, ther- 
mometers, ash trays, cork screws, 
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ice picks, bottle openers and pocket 
flasks. 

The display of such a line of mer- 
chandise naturally attracts consid- 
erable attention as is best indicated 
by steadily increasing sales. This 
merchant is using cutlery and gift 
goods as store attractions as well 
as enjoying a growing profitable 
business with this easy to handle 
merchandise. Suspended from the 
ceiling so as to hang directly over 
the cutlery case is a neat sign read- 
ing “Cutlery and Gift-Goods.” Ty- 
ing up cutlery with the gift idea is 
good merchandising—the people of 
that community know where to se- 
lect gifts for all occasions. Cutlery 
is excellent gift merchandise, the 
apparent reason that more hard- 
ware stores do not sell more of it 
for gift purposes is only because 
their customers are not reminded of 
it. The hardware stores that will 
become cutlery and gift headquar- 
ters will.enjoy a constantly increas- 
ing business with the attractive, 
profitable items salable by hard- 
ware stores that so readily lend 
themselves as public appeal items. 

The average amount of invest- 
ment in the aforementioned stock of 
cutlery and gift goods is $1,200. 
The high point of investment is dur- 
ing November, when it will amount 
to about $3,000. The low point is 
right after the Christmas holiday 
trade at which time the adopted or 
standardized lines of pocket knives, 
household cutlery, shears and scis- 
sors are replenished. The total 
sales for 1923 were a little more 
than $9,200. This year’s sales to 
date are running about 15 per cent 
ahead of last year—the increase of 
sales 6f this class of merchandise is 
slightly more than the per cent of 
increase of the entire store busi- 
ness, indicating that this merchan- 
dise when featured creates trade for 
the entire store. 








imagine what a disagreeable face he made. 


The Poor Loser 
By A. Rowden King 


Poor loser, I’ll say!” 


66 \ ND, when I left that clerk without buying,” said a shopper friend to us recently, “you cannot 


The poor loser automatically limits his scope, no matter in what line of activity he may 

be; but the good loser is the friend of everyone and everyone is interested in his success. 
One of the prime reasons for the recent popularity of the Prince of Wales, on Long Island, was 
his good sportsmanship when the English polo team he would have dearly loved to see win went 


down in utter rout. 


No clerk should ever forget that losing a customer is far worse than losing a sale. 


There are 


thousands of clerks who are successful in unpopular stores because they personally always remember 
never to play the part of the poor, shortsighted loser. 
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Improving Demand in Chicago Market— 
Unseasonable Weather Hampering Business 


(Chicago office of HARDWARE AGE) 


HE fact that retailers, especially in the agricultural 

| districts, are running on light stocks has made re- 

placements constantly necessary and a fairly satis- 

factory volume of orders for immediate delivery has 

resulted. Orders for spring delivery also have shown a 

slight increase, so that distribution of merchandise is on 
a fairly liberal scale. 

The unseasonably warm weather, of course, is retard- 
ing business to some extent but this situation is only 
temporary and a few days of cold weather will undoubt- 
edly dispel it. It is also generally conceded that now that 
the election is over conditions will hit a normal stride 
and there will be a restoration of confidence that will 


mean an increase of business in this territory. 

Prices have remained stationary in this market during 
the past week with very few exceptions—solder continues 
to balloon upward with another advance of a cent a pound. 
White lead also followed last week’s raise of 25c. a hun- 
dred with another advance of an equal amount this week. 
Linseed oil and turpentine, on the other hand, took a drop 
which offset the raise of a couple of weeks ago. 

Construction operations are being pushed to the limit, 
advantage being taken of the ideal building weather condi- 
tions and consequently the demand for builders’ hardware 
and materials is exceptionally strong. 

Collections, both from the retailers’ and jobbers’ point 
of view are good and are running well ahead of last year. 


AUTOMOBILE ACCESSORIES.—The CLIPPERS, HORSE AND SHEEP.— ee Age gM te: Bhan Boop 
demand continues to be good; no Prices unchanged; sales are only fair. per cent off list: Nicholson files, 60-10 
change in prices. We quote from jobbers’ stocks, SO. a aoe list; Black Diamond files, 
We uote from jobbers’ stock f.o.b. Chicago: Stewart No. 1 clip- » per cent o 
f.0.b. Chicago: ole CIES ping machine, $14 list; No. 15 one- GALVANIZED WARE—Jobbers’ 
“Spark Plugs.—Splitd f. 50 h: man power shearing machine, $25 : : 
ie. ow cea ench* Coan » 9 oa ‘ list; top plates No. 90 and No. 360, prices firmer on tubes with manufac- 
each; lots of 100, 4ic. each; Cham: $1.50 each, list; bottom plates, No. turers refusing concessions and liquida- 
ion Bl B lin 53 ach: A.C 99 and No. 3861, $2 list. Dealers’ . 
eae ee See. So. anaes A. C. discount, 33% per cent. Stewart tion stocks mostly exhausted. 
hero iene Wiel. ate aaah” » electric clipping machine. _No. 85, We auste fram. debherte’ sieehe. 
Spot Lights.—Anderson, No. 3280 pedestal type, $85 list; No. 900, f.o.b. Chicago: Competition galvan- 
$6.5 =) a. Stewart, $5.67 each. - shearing machine, $90 list, f.o.b. fac- ized after-made water pails, 8-qt., 
Horns.—E. A. Electric (Ford), $4 tory, Chicago, with 25 per cent dis- $1.95 doz.; 10-qt., $2.20 doz.; | 12-qt.. 
each. count to dealers. $2. 40 doz.; galvanized wash tubs No 
seen matan Eas Nett Aue? COPPER RIVETS AND BURRS— — , %48 dot Nef We dor Ne 
each; in lots o , $2.25 each; Ajax, ‘ . 3, $8. ¥. ; 
No. 6, 90c. each: National Standard, op unchanged, with the demand boiler, wood grip yond handles, | $13 
ne. Ba. Se each. : 0Z.; -gal. in e 
Re 1%4-in. cylinder, $1.55 wins ' , : kerosene can, $2.55 doz.; 1-bu. gal- 
each. ; We quote from jobbers’ stocks. vanized baskets, $6.50 doz.; 1%-bu., 
Chains.—Non-skid, dozen pair lots, f.o.b. Chicago: Copper rivets and $8.25 doz.; 5-gal. galvanized oil cans, 
331% per cent discount; 50 pair lots, burrs, 40-10 per cent discount. galvanized breast, $7.25 doz.; perpen- 
a = — =o EAVES TROUGH AND CONDUCTOR ash cans, with cover” No. 85, 415 
1 yaan® > 0 ‘/2 - ° . 9 " 9 H 
size cord tires, $10.45 each; regular PIPE.—Sales continue active. List per doz.; No. 66, $17.56 doz.: No. 77, 
cord, $8 each; gray inner tubes, 30 prices have been revised to permit $20 doz. Heavy galvanized after 


x 8%, $1.20 each; red inner tubes, 


made, No. 171, $32. 40; No. 191, $37.2 


30 x 314, $1.50 each. uniform discounts on eaves trough No. 201, $44.75. 


AXES.—tThere is a strong demand for and conductor pipe. 


Not much change gg aRDEN HOSE AND LAWN 


Che See QANTNE PEES GENE sleep pre. SPRINKLERS.—Prices unchanged 
4 f obbers’ stocks, We quote from jobbers stocks, : . vs light. 
Py fone Fire quality single f.o.b. Chicago: Single bead lap joint with volume of spring orders g 
bitted unhandled axes, 3 to 4-Ib., $14 gutter, 5-in., $4.50 per 100 ft.; Cor- We quote from jobbers’ stocks, 
doz. base; double bitted, $19 doz. rugated conductor pipe, 3-in., $4.85 f.o.b. Chicago: Garden hose, good 
base; good quality black unhandled per 100 ft.; Plain ridge roll, 1%-in., quality, molded hose, %-in., 10%ec. 
axes, same weight, single bitted, $13 $3.80 per 100 ft.; Corrugated con- per ft.; %-in., 13c. per ft.; 3-ply, 
doz. base: single bitted handled axes, ductor elbows, 3-in., $1.36 doz. good quality, wrapped, %-in., 10c. 
$15 to $22 per doz., according to qual- ELECTRICAL AND RADIO MER- cod aualtiy. Me gg Sa 4-ply, 
~ ain Maa eds lon ore. er CHANDISE.—Price advance in rubber ft.; %-in., 14c.. per ft.; 5-ply, 
BOLTS oer covered wire can be expected, soon. good quality, wrapped, %-in., 9c. per 


mal, with no price changes likely at 


ft.; %-in., lle. per ft. Lawn sprin- 


Other prices unchanged. klers, Rain King, $28 doz.; original 
present. We quote from jobbers’ stocks, fountain sprinkler, $8 doz.; Rainbow, 

We quote eer egg A ee f.o.b. Chicago: 38-in. high, $24 doz. ; 
f.o.b. Chicago: Carriage » Electrical Merchandise.—No. 14 —Sales normal. 
thread, 50 per cent discount; small rubber covered wire, $7.25 per 1000 GLASS AND str em mg 
carriage bolts, rolled thread, 50-10 ft.: in 1000-ft. lots, $7; No. 18 lamp Prices remain unchange 
per cent discount; machine bolts, cut cord, $14.50 per 1000 ft.; in 1000-ft. We quoté from jobbers’ stocks, 
thread, 50-10 per cent discount; lots, $13.75: %%-in. brush brass key f.0.b. Chicago: Single strength A. 
small machine bolts, rolled thread, sockets, 1%c. each; two-way plugs, 25-in. bracket, 88 per cent discount; 
50-10-5 per cent discount; all stove 60c. each: in lots of 10, 491¢c. each: sieain atnamattie A. 04-50 20-00, “ae “ha 
i. wu aa one-piece attachment plugs, _ 18c. et, $'86 per cent discount; single 
ee ee ee ee each; two-piece ogg omy uee strength A, all other brackets, 85 

BUILDERS’ HARDW ARE.—No price ize, each: 7. yo me pamnoy MP Shc per cent ghey ey 
changes from last week. Sales volume mesh: og ae stees, SS Be gy Sym 
is good. ng te SS mh Laer tye mercial, $3.40 per 100 Ib. 

oO. , - 

Mb Chicago: 3% x 3% ‘steel butts. each. eee. ss HANDLED HAMMERS.—The demand 
f.o.b. Chicago: 3% x 3% steel butts tter Charge.—Apco ne, in . ; . @ 
old|_copper and dull brass finish, is a less than 10, $13.50 each net. 1S good. Prices are very firm, with pos 
a Oe SO, a Se See butts, Tubes.—Cunningham and R, C. A., sible higher prices in prospect later on. 
ld copper an ull brass finis Discount 25 per cen 
$3. 63 per doz. pair; heavy steel bevel we Speakers. —Western Electric We quote son ‘go — 
Steel bit-Keyed front door sets, $1.96 a top, Chicago: $10.50 doz.: first qual- 
steel bit-keyed fron oor sets, : per cent. 87 85 

ht brass bit-keyed ° : ity, 16-o0z. machinist hammers, 5 
ly ‘oon, 25 per set, cylin- FIELD FENCE.—Sales are in fair doz.: medium quality, 16-oz. nail 
der front door sets, $7.50 per set. volume. No change in prices. hammers, $6 doz. ; 

CHAIN.—Sales are good with prices We quote from jobbers’ stocks, HANDLES, TOOL.—Sales continue in 
unchanged. f.o.b. Chicago: 726-6-12%2, $29.02 per = »ood volume; prices firm, but un- 
= rods; 1948- 5- 14%, $44.08 per 100 

We quote fon —e meg rods. changed. 

f.o.b. Chicago: n. proof coil chain . bers’ stocks, 
50c. per 100 Ib.: Tenso, Bull dog and FILES.—The demand continues to be eve quote 4. from job 


Brown coil chains, 50- 10 per cent dis- irl ood. 
count; No. 00-4% electric welded cow fairly ¢ 


Axe WHandles.—No. 1 hickory, $4 


ties, $2.75 per doz. We quote from jobbers’ stocks, doz.; No. 2, $3 doz.; second growth 
Reading matter continued on page 92 
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FLAT PACKET REGISTER 


—the register which puts 
breech loading efficiency 
into record making 


Just as you reload a breech loading gun al- dreds of other forms are made easier, better 
most instantly, so the “Wiz Flat- Packet and quicker with Wiz. 

: ‘oO aking. 
ae apeens uP _ " ” atten If you wish, Wis refolds one or more copies 
Wiz reloads in half a minute. Instead of jn the front locked compartment. There they 
inserting three or more rolls, adjusting are referred to easily and when removed 
tension springs and aligning slips as in the from the register form a handy packet for 
ordinary autographic register, you just insert bookkeeping, auditing or reference. Wiz 
a single, easily handled, flat packet no matter jing always lie and file flat. 
how many copies you use. 

Our representatives, over 70% of whom have 
been with us for over 10 years, know the 
record keeping problems of this kind in your 
own line of business. They will be glad to 
talk over your particular problem and give 


After this simple loading, you write the 
entry, turn the crank once and tear off a set 
of tickets. Immediately you can write the 
next set which has come into position. 





Wiz Cash Drawer won't let you 








W iz Flat Packet Register makes any hand- you advice drawn from their experience. forget to enter every kind of cash 
written record better. Invoices, Bills of transaction because you iosue. a 
i i i i S , H : check to open the drawer. e 
Lading, sales slips, delivery ae, oer ee sag vig new and interesting booklets al cnn af boadladiiiens 40 
forms, requisitions, repair orders an un- isted 1n the coupon. a check sheet no one can dispute. 
* 
American Sales Book Company, t4., Elmira, N. Y. 
West of the Rockies In Canada o* , 
Pacific Manifolding Book Co. Pacific Coast Sales Book Co. F. N. Burt Company, Ld. . ePY 
Emeryville, Cal. Los Angeles, Cal. Toronto, Can. oe <i 
4b 
es . oF a Mail to our 
i x se? nearest plant 
” 
a. “Ae no American Sales Book Company, Ld. 
oo coe Elmira, N. Y. 
oa “<0 F. N. Burt Company, Ld. 
” pis Toronto, Canada 
. Pacific Manifolding Book Co. Pacific Coast Sales Book Co, 
i Emeryville, Cal. Los Angeles, Cal. 
~ : Tell me how Wiz can be applied to my business. 
Felcelsl - Send me the booklets checked. 
liege ee : * 7 es ps a t . ee 
22 ; ri ' (J “5 Problems of Your Business. 
Makers of autographic | ee 1924—-—"een™ ia “Doing It Easier, Better, Quicker.” 
registers since 1893. Toronto Can. . ' 
Originators of the sales book industry in 1884. Pioneers in the manu- Name Dept. 72511 
facture of books, machines and forms using carbon paper. es ep Gp cap Cap Ga GD Ges Gaus Ge Gb GS Ge tam ome “s ab Gn Ge a 
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hickory, $5 doz.; finest selected sec- 

ond growth hickory, $6 doz. 
Hatchet and Hammer WHandles.— 

No. 1, 90c. doz.; finest second growth 


hickory, $1.50 doz. 
HATCHETS.—No changes in price, 
though the manufacturers feel that 


present figures are too low. Sales are 
in normal volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz. ; 
medium quality hatchets, No. 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 

HINGES.—Prices are unchanged, with 
a satisfactory demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70: 10-in., $4.30 
per doz. pairs; extra heavy = hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in.. $2.08; 8- in., $3.56; 10- in., $5. 10 
per doz. pairs. 

ICE SKATES.—Sales are gradually in- 
creasing, but cold weather is needed. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp—Rocker, 


Women’s and Girls’, bright finish, $1 
pair; Key Clamp—Hock ey, Men’s and 
Boys’, $1.20 pair: Half Key Clamp— 
Hockey, Girls,’ $1.40 pair. 


LANTERNS. — Prices are unchanged 
with a good seasonable demand. 


We quote from jobbers’ oy mong 
f.o.b. Chicago: Dietz D-Lite, $13 doz. 
with large fount, $14.25 doz.: Littic 
Wizard, $8.50 doz.: Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Demand is just starting. 
Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-at., $7.89 
each; No. 35, 8- at., $8. 67 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Spring orders are now 
coming in fair volume. Prices un- 
changed. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 
16-in., pall bearing, 4-knife, 10%-in 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%4- in. wheels, $8.65 
each; 16-in. ball bearing, 4-knif fe, 
9-in. wheels, $8.85 each: 16-in. plain 


stocks, 


bearing, 4- knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 


packages, $8.80 doz.; galvanized bot- 
tom, for 18 to hy mowers, full 
packages, $9.60 doz.; plain bottom 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—A nice volume of business at 


present prices is reported. Market 
seems steady. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 


— longer, $2.50 for shorter than 
-in. 
OIL STOVES.—No price changes; 
sales are fair. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Old line New Perfec- 
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tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4- burner, $35 each 
list; Superfex 2- burner, $36 each list; 
3- burner, $45 each list; 4- burner, 
$58.50 each, list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 
lead 


PAINTS AND OILS.—White 
makes another advance, while linseed 
oil and turpentine drop. 


We quote from jobbers’ 
f.o.b. Chicago: 


stocks, 


Linseed Oil.—Raw, barrel lots, 
$1.13 per gal.; 5- barrel lots, $1.08 per 
gal. 

Linseed Oil.— Boiled, barrel lots, 
$1.15 per gal.; 5-barrel lots, $1.10 
per gal. . 

“Turpentine. .—Barrel lots, 90c. per 

ey Alcohol.—Barrel lots, 
65c. per 

White ‘vead.—100- lb. kegs, $15.25; 
50-lb. kegs, $7.90; 25-lb. kegs, $4; 


12%-lb. kegs, $2.10. 
Dry Paste.—Barrel lots, 6c. per Ib. 
Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib 


PYREX WARE.—The new toy set, 
Pyrexette, is very popular, and it is 
reported that the manufacturers can- 
not accept new orders for delivery be- 
fore the first of next year. 


We quote from jobbers’ 
o>. Chicago: 

read *y —No. 212, $7.20 doz.; 
No "O14, $12 doz. 


stocks, 


Casseroles. “Stee No. 167, $12 
doz.; No. $14 doz.; No. 183, $12 
doz.; No. 84 $14 doz. 


Casseroles. —Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, = doz.: 4-cup, 
$24 doz. ; 6-cup, $28 d 

Pans. ot x4 231. $8 doz.; 

232, $1 


doz. 
ROASTERS.—The demand is good; 
price changes. 


We _— from jobbers’ 
f.o.b. Chica 


No. 


stocks, 


No. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.; No. 11, 
blue enameled $20.75 per doz.; No. 


Al, blue enameled, $25.50 per "doz. ; 

No. 13, magnolia enameled, $28.35 
per doz.; No. 43, magnolia enameled, 
$36.75 per doz. 

Black Beauty roasters and drip 
a. three-piece, No. 10, $9 per doz.; 
No. me $11 per doz.; two-piece, No. 
A, We No. 2, $3.30: No. 3, $3.93; 

5 $4.63: No. 6, $5.27; No. 7, $6.07 
ie pans, 33% from manufacturers 
list. Ekeo tin bread and cake pans, 
33%, from manufacturer's list. 


ROLLER SKATES.—Demand is very 
good. Prices firm. 


We quote from jobbers’ 
f.o.b. Chicago: 

Roller Skates. — Boys’ Chicago 
roller skates, $1.30 per pair; Girls’ 
Chicago roller skates, $1.40 per pair. 


ROPE.—Prices are firm at the recent 
advanced basis. The demand for early 
1925 shipment has been very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila stand- 
ard brands, 21%c. per Ib.; No. 2 
Manila, 20%c. per Ib.; No. 1 sissal, 
15%c. to 16%c. per Ib.: No. 2 sisal, 
14%c. to 15%c. per Ib. 


SASH CORD.—No change in prices. 


Satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 


stocks, 
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$10.55 per doz. hanks, No. 8, $12.10 
per doz. hanks. 


SASH PULLEYS.—The demand is 
fair; prices remain the same. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 652c. doz.; 
barrels, 48c. doz. 


SCREWS.—Prices unchanged. 
are reported as good. 


We quote from jobbers’ 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL. 
Prices have advanced lic. further this 
week, due to higher tin and lead. The 
demand is very good. 


We quote from jobbers’ 
f.o.b. Chicago: Warranted, 
solder, $37 per 1 ' 
55 solder, $36 al 100 Ib.; 
40-60 solder, $ 
speed babbitt metal, 
oars No. 4 babbitt metal, $13 per 


STEEL SHEETS.—Prices are _ un- 
changed, except for quarterly orders. 
Demand is very good. 


Sales 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 100 Ilb.; 28-gage 


black sheets, $1.50 per 100 Ib. 
STOVE PIPE, COAL HODS, ETC.— 
Sales are still very active, with prices 
a 


uote from jobbers’ stocks, 
ce Cc icago: Best full gage pipe, 
30 gage, 18c.; 28 gage, 15c.; 26 gage, 
17c. per joint. nig —— 30 
gage, $1.35; 28 gage, $1.50 Gal- 
vanized coal hods, 17-in., $5 Gos. 


TRAPS.—Demand is improving. Cooler 
weather needed to really start buying. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.05 each; No. 
1% lo, $2.20 each: 


1, $1.32 each; No. 
No. 2, $3.03 each. 


WIRE GOODS.—Sales continue to 


mee a fair volume of future orders. 
uote from jobbers’ stocks, 
to Chicago: No. 8 black annealed 
wire, $3.05 per 100 Ib.; No. 9 galvan- 
ized plain wire, $3. 50 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.; 80-rod 
spool galvanized hog wire, $3. 34 per 
spook. Polished sense staples, $4 per 
100 12-mesh black wire, cloth, 
$1. 90. per 100 sq. ft.; 12- mesh gal- 
vanized wire cloth, $2. 20 per 100 sq. 
ft.; 14-mesh bronze, wire cloth, $6 
per 100 sq. ft.; gaivanized poultry 
netting, 55-5 per cent discount, gal- 


vanized after poultry netting, 50-5 
per cent discount. 
WRENCHES.—Volume of sales is 
good. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount: engineers’ 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount; Trimo, 
65-10 al cent discount. 

oe we NG —Radio and 
electrical set, e. 101 Master 
Service set, $ i No. 202 Heavy 
Duty set, $8. 80; No. 303 Ford Master 
Service set, $14. 85; — =. Universal 


Socket set, $7; Screw 
Driver set, $3.40 No. 900 Square 
Socket set, $3.70. All Snap-On 


Wrenches less 40 per cent discount. 








Coming Next Week! 


Another installment in the series of articles by Frank Mappes on store arrangement, merchandising, display, 


etc. Watch for it! 








Reading matter continued on page 94) 
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The live hardware 


dealer says: 


“TI Made Two Christmas Lists. 


‘*Department stores find it profit- 
able to make up lists of Christmas 
suggestions. It ts a good idea for 
hardware stores, too. 


‘“Few Christmas presents last long 








= _——— — a, = 


BOSTON enough to be remembered as an ex- 
bp ty & ceptional gift by the time another 
Cambridge, ii Christmas rolls around. A length 


Makers of these famous 
brands of Garden Hose 


of BULL DOG hose will last so 


many years that the fortunate 


BULL DOG, ‘ 
GOOD LUCK person who gets it as a present 
ae should be reminded of its giver 
ae long after the ordinary present has 
Good Luck Hose Washers 


Bull Dog Friction Tape 


lost its significance. ”’ 
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WHEN 
WINTER 
COMES 


The little old gasoline Blow 
Torch gets busy. The first freeze 
calls it to hard duty, so does the 
next, and next as fast and as fre- 
quent as freezes come. 


The trouble is if said honorable 
little blow torch fails in perform- 
ance. 


In winter the demand on a blow 
torch generally is some emer- 
gency. 

Torrid Torches are made with the 
view of responding to the emergency 


and moreover of giving unfailing ser- 
vice at all times. 


There is a Torrid Torch for every 
purpose yet few numbers. We were 
the first to devise a practical standard 
minimum of burners necessary for all 
purposes. 





No. 0? Quart 


The after effect of the sale of a Torrid 
Torch is as free from complaint as the 
sale of a pound of eightpenny nails. 


Write for Complete Catalog 


Geo. W. Diener Mfg. Co. 


CHICAGO, U. S. A. 
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It Pays to Get Atmosphere in Your 
Sporting Goods Displays 


A. SULLIVAN, secretary, treasurer and 

\\ . manager of the Mine Supply & Hardware 

Co., Globe, Ariz., recently made up a win- 

dow display that had real atmosphere to attract the 

red-blooded sportsman to the store. It appealed 

particularly to the hunters. Telling us how he did 
it Mr. Sullivan says: 

“The log cabin is made of real logs and the cracks 

filled with adobe to keep out the cold. It was a 





problem to secure the adobe, but we finally located 
an old shack that was built by the first settlers of 
Globe and tore down part of it to secure the hard 
adobe, which had to be mixed with water to secure 
it in paste form. The pine trees are also real. In 
the front left of the picture is what a cowboy calls 
a trap corral—the gate is made like a trigger with 
sharp points inside, allowing the cattle to get in, 
but not out. This is used by all cowmen to catch 
their wild cows. The boys in the store put this win- 
dow in. At night a fire burns in the cabin fireplace, 
with a red glow and the window lights are covered 
to give a moonlight effect.” 








_ Radio Merchandising 


There’s more to radio merchandising than 
drawing neat little DX hookups for Nite Owls. 

“Of course, a man who wants to get anywhere 
has to know the difference between a variometer 
and a variocoupler, but he doesn’t have to be a 
bear on the technical stuff, such as high fre- 
quency—except as it applies to turnover. 

The trouble with most radio experts is that 
they’re temperamental cusses that don’t know 
anything but new circuits—and that doesn’t help 
much when your shelves are loaded up with stuff 
that won’t fit into the latest trick hookup. 

Say—listen—I once saw one of these birds 
spend nearly an hour discussing the super-hetero- 
dyne circuit with a ‘parts’ customer and let a 
$400 prospect walk out with his B.R. intact. 

Can you beat it? 

The best kind of an expert to have around is 
the fellow who reads his trade paper and who 
knows what kind of radio merchandise to put on 
the shelves—and how to get it off after it’s 
there. 
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Profit in Overnight Bags 


T irregular intervals the Stambaugh-Thompson 
Co., Youngstown, Ohio, feature overnight bags 
in one of their window sections. Such displays 
made by S. T. Trinkle have frequently sold three and 
four dozen bags in a few days. The overnight bag 
is available in various grades. You will note that 
this Ohio firm carries a 95 cent type and also have 
grades selling from $2.50 to $7 apiece. There is a 
Such a 


good merchandising moral in this thought. 





window with its useful merchandise at varied prices 
will appeal to all pocketbooks. The overnight bag is 
without a peer for marketing, small package shopping 
and for a short trip or a picnic. 

Trinkle calls it a Boston bag. That may be its proper 
name, though we have often heard it termed an over- 
night bag. The display is simple: a few bags placed 
on pedestals in a manner which shows each and all 
to advantage. Overnight bags would be a good item 
for you to feature as a leader some week end. Place 
a fair order for some and make it a special. 








Were I a Dealer 


I would paint my name on the fences; 
I would picture my goods on the sheds; 

I would send my cards to the brides-to-be, 
And call on the newly-weds! 

I would make a list of the granddads, . 
And the dear grandmothers, too; 

Of the preachers and painters, the workmen and 

women, 

The poor and the well-to-do, 

And I’d deluge them all with letters, 
Explaining their need of me! 

I would picture my store as a bit of the town 
That everyone in it should see! 

And when they arrived, I’d extend the glad hand 
The moment they entered the door, 

With so hearty a greeting that after the meeting 
They would buy all their goods at My Store. 


—E xchange. 
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Drawing Outfits 


—a useful gift 
for Christmas 


and throughout the year 


Outfit No. 1 


{as illustrated} contains: 


Set of nickel-silver instru- 
ments 

Drawing Board, 18x24 in. 

T Square, 24 in. 

Ambro 30° x 60° triangle 

Ambro 45° triangle 

Ambro curve 

Architect's scale 

Brass protractor 

Thumb tacks 

Pencil pointer 

2 pencils 

/ erasers 

Drawing paper 


Contents of other 
outfits in proportion 


Attractively arranged for 
display purposes 
YY 


In green covered box; 
parts fastened by elastic cord 
to salmon colored mount. 


No. 1 retails at $10.00 
No. 2 retails at 7.50 


LY 


In green or holly covered box, 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


aN) 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches 
Chicago 


New York 
New Orleans Pittsburgh 
San Francisco 


Philadelphia 
Milwaukee 


Washington 
Los Angeles 


actory 
Chicago, Illinois 
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66 
_“Glass-Hardware” 








This new modern merchandise cre- 
ates new and profitable business for 
you. 


Here is a big win- 
ner— 


(Genuine 
Hand-Cut 
Glass Knobs 





They are different. 
Clean, sanitary and 
™ pretty and cost very 
little more than 
common ones. The 
faces are cut and 
polished. 





No. 530 
1% in. 
For sale by all 


leading jobbers. 
Write us for 
name of nearest 


— 
— 
— 
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= 
= 
—— 
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— 
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distributor. 





This cut shows 
studded bottom. 


CECE LACLALL CC 





(Patents applied for) 
Manufactured Exclusively by 


TECHNICAL GLASS CO., Inc. 


2050 East 48th Street Los Angeles, Calif. 

























When Ladies Buy Skates at 
Cornell's 


HEN ladies buy ice skates at Cornell’s Hard- 
\ ware store in Grand Rapids, Mich., they re- 
ceive big city department store methods with 
none of the interference characteristic of the de- 
partment store. Cornell recently purchased two 
theater seats from a dealer, fastened them to the 
floor in his sports goods department and has made 
a real hit with all skaters, but more especially with 
the lady skaters. 
In order to sell skates with or without shoes the 
buyer must have the opportunity of “trying them 
on.” The two seats offer this service. People appre- 





ciate service and courtesy, remember it and pass on 
the good word. Cornell’s ice skate trade has in- 
creased greatly since he installed the seats. 

Without these permanent chairs the salesman 
would be forced to commission a chair from the 
office or back room—there might not be one avail- 
able without an argument or discussion. The chair 
from the office would probably be a swivel type— 
there would be a certain amount of undesirable com- 
motion getting it from the office to the sports sec- 
tion. In the meantime your customer is disconcerted 
and may wander away from buying impulses. 

Ask your nearest theater operator where you may 
buy two or three such seats as these. A wrecking 
house, supply house or regular furniture dealer 
could get them for you. 





How Do You Sell Nails? 


HE Capital Hardware Co., Sacramento, Cal., has 
[: method of selling nails which is somewhat 

different from the average. It has a sliding scale 
of prices something like this: 


ea ov kare es weeds see etenecedse red 10c. 
ea a a a ear a a 10c. a lb. 
DE «c edadedeue seduces 4th ieee 25€. 
i, 6c in eiin te etenn maet Tc. a Ib. 


The firm sells a large quantity of nails to house- 
holders and by this sliding scale of prices has been 
able to increase its sales on a common and seldom 
pushed article. It does the same thing with sand 
paper. It charges five cents a sheet for sand paper or 
three sheets for ten cents. The policy is to get the 
dime. 
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A Clever Window Display of 
New England Products 


MAN should have some pride in his own sec- 
A tion of the country. New Englanders have never 

been known to fail in the matter of local pride. 
Guay & Goddard Hareware Co., Laconia, N. H., re- 
cently had a window display which featured New 
England-made products exclusively. . The background 
was a large map of the New England States showing 
principal manufacturing cities. On the base or floor 


4 oe “4 
P - R 
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of the window the window trimmer displayed various 
hardware items made in these cities. A ribbon con- 
nected the hardware article on the floor to the city 
on the map. For example, we can see that a hack 
saw was made in Franklin, N. H.; a food chopper in 
New Britain, Conn.; snow shoes in Milford, Me., and 
so down the line. 

There are doubtless many hardware factories in 
your State or section of the country. Such a window 
display attracts considerable attention because of its 
direct appeal to local pride. 








Service Spells Success 


S—is for sacrifice we all have to make 
E—for endeavor we show 

R—is for right we should all try to be 
V—is for victory slow 

I—for the insight we gain day by day 
C—for the cares and the stress 


E—comes again from endurance you know 


And SERVICE alone spells SUCCESS 
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AGE 


Our standing in the 


trade over all these 
years Is a priceless 
asset and is its own 
best evidence of the 
services we have 


rendered. 


Ue 8 ee ee 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 
J. L. McDevitt, Postal Telegraph Building 
San Francisco, California 
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DISTINCTIVE 


BUILDERS’ HARDWARE 


FrantZ Hardware adds the finishing 
touch cf charm to any building. 
it contributes that ‘something’ not 
noticeable in the average line of 


Builders’ Hardware. 


Every purcheser's’ satisfaction— 
whether he be a dealer or an ulti- 
mate consumer—is assured by the 


iron-clad guarantee. 


Carpenters and Contractors dis- 
tinguish FrantZ products by the 
bright orange label on which the 
name of the maker is prominent. 
To them the label stands for quality 


and distinction. 


Send us your firm name and ad- 
dress on a post card; say you saw 
our ad in Hardware Age and our 
1925 catalog, just off the press, will 
be yours. 





RANT 


MANUFACTURING CO. 
Sterling, Ill. 
*‘ Distinguish the Hardware by the Label”’ 
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Stimulatin g the Demand for 
Pitching Horseshoes 


LARENCE EUCHER read about horseshoe 
(pitching saw it done, liked it and tried it. So 

he built a court in the back of the hardware 
store which he and his father operate in Lakewood, 
Ohio. The firm is J. E. Eucher & Son and the loca- 
tion is on Detroit Avenue. 

Pitching horseshoes is a good sport, but Eucher’s 
time was limited. He illuminated the court at both 
ends with daylight bulbs and practises at the sport 
after hours and after dark. His friends became in- 





terested and bought shoes. Then Clarence decided 
that the ceurt was a good place to demonstrate the 
game and sell the necessary equipment. 

Last spring he had sold four dozen pairs of shoes 
prior to June 1. He has been able to interest many 
men in Lakewood. He takes them through the store 
to the court in the rear and shows them how it is 
done, takes them back to the store and sells them a 
pair of shoes. 

If you have any unused space in your backyard 
this plan of Eucher’s offers you a good utilization 
which will combine amusement for yourself and an- 
other method for increasing the annual sales volume. 








We all make mistakes and probably will con- 
tinue to do so. We should not harp upon them, 
mingling curses about hard luck with self-pity. 
On the contrary, we should view each error made 
as an important lesson, a guide to the future. 
We should benefit from our mistakes and utilize 
the experience gained to prevent a recurrence of 
the same mistake.—Chas. J. Heale. 
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A Storeroom Thread Cleaner 
By H. M. 


STOREROOM is often more than the name implies, 
L as many light assembly jobs, cleaning and cutting 
off operations are necessary in such departments. A store- 
room keeper recently showed the writer a unique device 
he had developed to help him in the assembly part of his 
work. The screws provided him came straight from a 
hardening operation and often carried a thick scale in 
the threads. This was difficult to remove with the means 
he had and made the screws hard to start. 
The only part of the cleaning device, which is shown on 
the photo, not made by himself is the base, which has a 














Selling the Public 


on Good Lawn Mowers 


The advantage of buying a 
PENNSYLVANIA QUAL- 
ITY Lawn Mower—its greater 
efficiency and longer life—will 
again be forcibly presented to 
your customers in our 1925 con- 
sumer advertising in leading 
weekly and monthly magazines. 


If you stock any of the PENN- 
SYLVANIA brands, send in 
your name and address for our 
files, that we may know to whom 


we may direct inquiries from 
slot cut in it. The rest is comprised of two pieces of sheet 

metal. One piece fits tightly in the slot in the base and consumers. 
has a deep vee cut out on the top. The sides of this 
vee are sharpened and roughened with a rough file. The 
other piece of sheet metal is bent double to fit over the 









first piece and is further bent at right angles on each side. : 
The method of operating is to place a screw with the {J PR on “oar 
first thread in the vee. The second piece, or cover, is Hesdia * Quality 


then pressed down on to it with one hand while the other 
hand is engaged turning the screw. The rough sides of | 
the vee piece clean out the scale perfectly, as the screw All Pennsylvania . Quality 


is held in contact by the pressure of the cover. By mak- Mowers Pag ew with 


ing the top of the vee about an inch wide any size of 
screw that a man can turn with his fingers can be cleaned 
in the threads. 
Mark Twain Knew Quality | 
ARK TWAIN used to edit a country news- AWN MOWERS 
paper. One day he received a letter from | 
one of his subscribers saying that a spider | | 
had been found in the paper when received, and he 
wanted to know if it meant good or bad luck. Twain eaten | 
wrote back: “Finding a spider in your paper was ae 
neither good or bad luck for you. The spider was 
merely looking over our paper to see which mer- 


chant was not advertising, so that he can go to that PENNSYLVAN IA {| h WN Mo y RWORKS 


store, spin his web across the door and live a life of y. 
ONS 
FOUNDED 18677 


7 
ease. SF} 


2a 

































100 HARDWARE AGE 





Announcing— 


The Lidseen Pump Oiler 


NEW and SUPERIOR PUMP OILER 


Placed on the market as the 
HIGHEST GRADE and MOST EFFICIENT 
Pump Oiler made 








LIDSEEN PUMP OILERS are made in 
One Pint Size, with 5% in. and 9% in. 
Spouts, and in One Quart size with 12 
in., 18 in. and 23 in. Spovts. 

These oilers are made of 
oremarna = steel and have welded seams. 


NO SOLDER USED. 


éNOds O3GT3M 


The PUMP MECHANISM 
is made of Brass and con- 
tains NO LEATHER WASH- 
ERS or PACKING of any 
kind to become worn. 

LIDSEEN PUMP OILERS 
will not leak oil when in- 
verted, and will handle any 
oil from gasoline to the 
heaviest grade of transmis- 
sion lubricant. 


TIONWY Oww tno aan ’ 4 





The Pump Mechanism is attached to the 
spout and not to the can. Cleaning is 
made easy by simply detaching spout. 
With no other pump oiler is cleaning even 
possible. 

Shoots a powerful stream from any 
position. 

Costs no more than tin, soldered and un- 
cleanable pump oilers. 








JOBBERS WRITE US FOR NEW CATALOG 


LIDSEEN PRODUCTS 


832-840 South Central Avenue Chicago 























Sell Them 
by the Set 








nished in compact cases for 
the convenience of the user. 





Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 
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Assets 


(Continued from page 62) 


out. When I read a jazz advertisement my reaction 
is revoluntionary. 

I think we are all going to return to sanity in busi- 
ness—sanity in selling—sanity in business manage- 
ment and sanity in our own lives. We are all getting 
pretty tired of the jazz man during business hours 
and the jazz line of talk the younger generation have 
been passing out to us after business hours. We are 
also rather tired of jazz politicians. The saxophone 
as a business asset is passing out. 


% * * % 


Some things in this world strike me as being very 
fitting. In our neighborhood is the parent house of 
the Devoe & Raynolds Company, Inc. They are dealers. 
in paint. Recently the business was turned over to 
a young board of directors. Immediately and forth- 
with they indicated to the world that there was new 
blood in the organization by putting a fresh coat of 
paint on their entire building. However, they did not 
paint their building like other buildings. They painted 
it a chocolate color. Then they put up beautiful yellow 
signs against this dark background. Everybody who 
passes their building is struck by the combination of 
colors. 

I think all of this is very fitting and proper, be- 
cause paint people should use paint. They should set. 
the example. 

Not long ago I went to Providence, R. I., to talk 
to the jewelry association. Now the curious thing 
was that not one in ten of the jewelers wore any 
jewelry. The old idea that a shoemaker should go 
barefoot is played out. Every hardware man, just 
for the honor of the trade, should carry in his pocket 
a pocketknife to be proud of—a pocketknife like the 
one I happened to have and gave to the Sheik in the 
Desert of Sahara. 

Paint is an asset! 

How do you like the style of this article on sales- 
manship? Why is this thusly? I am trying to carry 
out one of my suggestions made in my recent speech 
before the Pndustrial Publishers’ Association in which: 
I recommended that articles be broken up into para- 
graphs, even when the unity be continued from para- 
graph to paragraph. Have I illustrated in any aspir- 
ing manner my suggestion to these editors? Let us. 
hope so! 

% % % * 

My next article will be on liabilities, and, of course,. 
an article on this subject will touch a more personal 
and tender chord with most of my readers. 


“THE SALES MANAGER.” 

















“Business Is What You Make It’ 


OU rarely hear a hustler say. that business is 

poor and that things are going to the dogs. 

The man who is up on his toes every minute 
of the day is too much oceupied in bringing in orders 
to pay much attention to current gossip on business 
conditions. This man makes his own conditions and 
does not depend on others to make them for him. 
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Small Store Advertising 


HIS is the title of a recent pamphlet put out by 

the Domestic Distribution Department of the Cham- 

ber of Commerce of the United States. In its con- 

tents we find urgent recommendation that retail dealers 
advertise consistently if they advertise at all. 

“Every merchant,” the pamphlet says in its foreword, 
“must make himself known in order to conduct a profitable 
business. This is done in various ways, the greater part 
of which is described as ‘publicity,’ and of all these ways, 
advertising is the most effective.” 

“Although every repetition of an advertisement, a cir- 
cular or a letter costs money, occasional, hit-or-miss adver- 
tising is usually a loss; whereas steady advertising of the 
right kind is sure to be productive. The retailer whose 
business justifies advertising in newspapers will do better 
to run a small advertisement every day than to run a 
large one once a week. 

“This principle applies to all forms of publicity. If 
form letters are sent out it is best to send them regularly; 
if handbills are broadcast, it is best to broadcast them 
regularly; if window advertising is used, the displays 
should be constant and changed frequently. Never let 
the public forget you. Never give even your old estab- 
lished customers a chance to forget you, your store, your 
goods. 

“There are two points to remember in this connection: 
Your advertising campaign, whatever it consists of, should 
be planned as a whole; do not get out several booklets, 
letters or circulars, and then discover you are not pre- 
senting your arguments in proper order or that you have 
neglected the seasonal influences or something else. 

“Also, if you are advertising in a newspaper, call 
attention to that advertising in any circulars you get out, 
so as to tie the two together. Use some such phrase as 
‘Watch our weekly price lists in the Courier.’ 

“The other point is to identify your store through a 
border, a trade mark, an illustration or a signature, so 
that every advertisement, every letter, every handbill, 
every delivery wagon and every piece of wrapping mate- 
rial will have some easily recognized mark which will 
remind the observer of all other ads of your store. Tie 
your ads together. Note how the large advertisers use a 
trade mark, a phrase or a picture. 

“At certain seasons and for certain offerings of mer- 
chandise, advertising announcements should appear more 
frequently than usual. But whatever the season, the 
goods or the medium used, be consistent—do not have 
spasms of advertising.” 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 

















If Its Not in Stock You Can’t 
Sell It! 


O merehant can keep up his chain of sales 
N unless he also keeps up a comparative 

chain of purchases. Nothing retards sell- 
ing like a shortness of stock. There are no 
profits in empty shelves.—Llew S. Soule. 














Third Point 
of the Clemson Star 


“AS STAR 


PM / HACK SAW 





CLEMSON TEETH 


Star Hack Saw Blades are provided 
with three clearances, which is in 
harmony with all metal cutting tools. 
This feature is unique and embodied 
alone in Star Blades. 


Makers Since 1883 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 
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sWEATHERSTRIP 


You'll make money by stocking this efficient and quick selling 
weatherstrip. Hundreds of your customers will want it when 
they see it displayed on your counter. Order a reel today. 


Small Investment—Big Profits 


You make over 100% profit on Home Comfort Weatherstrip. You 
buy it for 434c per foot. in 500 tt. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
' in fuel saved. Hardware men particularly like it. It comes on a reel 
in one continuous length. This means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 
The Home Comfort Weatherstrip is a novel weatherstrip that has 
og" itself, over a period of years, to be the best strip on the mar- 
et. It provides an insulation for door and window contacts of 
genuine cotton tufting covered with a rubberized fabric. The strip 
is cylindrical in shape with a flat nailing lap. 


6 Su Features 
Weathertight: When in place the Home Comfort Weatherstrip 
forms a resilient caulk around window and door contacts. 

Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 
oiseless: The cushion effect of this strip absorbs and prevents the 
noise of rattling windows and slammed doors. 
Non-Conductive: Home Comfort Weather- 
strip contains no metal, therefore it is non- 
conductive of heat or cold. 
Waterproof: The rubberized fabric covering 
; renders the strip impervious to moisture, ver- 
min or decay and prevents crystallization. 


Easy to Apply 


— 


DOOR ‘ 
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Pat. Jan. 22, 1924--The above cut 
shows Wirfs’ Home Comfort 
Weatherstrip 


See deareztp applied to 2 section Simply tack on—turn the corners. That is one 
a perfect weat teontact. Ofthereasons why the HomeComfort Weather- 


strip is such a big seller. Nearly anyone can 
apply it. No expensive mechanic needed. No 
taking downof doors or windows; nomitering, 
no sawing, no waste. It is rustless, metalless, 
woodless, waterproof and flexible. Itis the 
only insulated cushion weatherstrip. 


lj Sells on Sight 

Hh “\ This handsome display stand that demon- 
| ea I ) strates the Home Comfort Weatherstrip will 
; y : 









be sent you with your initial order of 500 or 
more feet. 

Put this stand on your counter. It will build 
weatherstrip sales for you. Send in your order 
now for this big money maker. We prepay all 
shipping charges. 

Here’s what one dealer says: “We appreciate your hand 
ing over your inquiries to us. Some nice orders have resulted and we are 
doing a big business on Home Comfort Weatherstrip.” 

Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 


E. J. Wirfs ization - St. Louis, Mo. 


ee 


Sole Manufacturer and Patentee 


MAIL THIS COUPON 





E. J. Wires Orcanmation, 1285. 177TH Sr., Sr. Lours, Mo. 
Please send mea ....... foot reel of Home Comfort Weatherstrip at 434c per 
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**I never have to look for a home 
—Homes are always looking for 


me.” 

WITT cans—rais 
have a popular demand because they give 
container satisfaction above the average. 
This satisfaction is due to their un- 
equaled service construction—corrugated 
sheet steel, held firm and rigid at top and 
bottom by welded iron bands—and to 
their remarkable sanitary qualities—tight 
fitting but easy-lifting lids, water-tight 
seams, and a heavy galvanized coating. 
You will find the WITT Yellow Labeled 
Line a profit-building investment. Every 
WITT can or pail you sell, sells another. 
You will also find that national advertis- 
ing and the indorsement of satisfied users 
has built a ready market for you. 


Ask your jobber to supply you with 
WITT Corrugated Cans and Pails or 
write us direct. 








Our Brighton me- 
dium-weight line 
of Cans and Pails 
is exceptional 
value for the 
money. Write for 
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dyin ¢WITT CORNICE CO. 
Fi CINCINNATI, OHIO. 


THE YELLOW LABEL MEANS QUALITY” 
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Sell the Wrench That Users Have Confidence In 


That wrench is the old, reliable COES. 


When a home owner, motorist, mechanic, garage owner, 
motor-boat owner, or anyone else needs a screw wrench— 
they have confidence when they see the name COES on it. 


During the past eighty years the COES wrench has served 
so many different people, for so many different purposes, 
in such a satisfactory manner that this confidence is well 
founded. There’s a feeling of security in both using and 
selling such a tool. 


Seven sizes: 
6 to 21 ins. 


COES WRENCH COMPANY — 


The COES wrench is void of complicated parts. It is the 
product of a company who make wrenches exclusively 
and take pride in having each wrench measure up to a 
definite quality standard. 


Stronger than need be in every part, quickly adjusted, a 
sure grip, a smooth, comfortable handle that never comes 
off—these facts make the COES wrench a product any 
dealer can recommend and look the customer squarely in 
the face while doing so. 


Order from 
your jobber. 


“In Business Since 1841” 


WORCESTER, 


MASS. 


Selling Agents 


J. C. McCARTY & CO., 29 Murray St., New York. 


JOHN H. GRAHAM & CO., 113 Chambers St., New York 


FENWICK FRERES, 8 Rue de Rocroy, Paris, France 











out of order. 
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Card illustrated is our 
No. 14 E., an assort- 
ment of the best sug- 
gested 50 cent sellers 
on the market. Card size 
16% in. x 10% in. 


Main Office and Factory: 


TIwo Active Sellers 
Can he retailed at 50© each ! 


put on our attractive enameled steel display 
cards. These practical cards are appreciated 
by the merchant because of their sales and 
ornamental values. They cannot tear or get 


7 


ANY jobbers are enjoying two or three Two splendid numbers are _ illustrated 
turnovers a year by handling Edwards above, No. 01090 on left and No. 02448 on 
assortments of popular priced padlocks right. They are compact, heavy and offer 


good security and can be furnished by job- 
bers to retail at 50c each. Two keys are 
furnished with each lock. The enameled 
steel display cards cost no more than our 
old cardboard cards. 


Carried by leading jobbers. If your jobber 
does not carry them, write and we will give 
you the name of one in your territory who 
can supply you. 


THE O. M. EDWARDS CO., Inc. 


SYRACUSE, NEW YORK 
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GRIFFIN— 


the hinge that is made 
of specially rolled steel 
under rigid inspection 
to combine enduring 
strength with a finish 
of lasting beauty. 





GRIFFIN Hinges are 
made in a wide va- 
riety of sizes and de- 
signs to answer the 
requirements of all 
types of building 


construction. 


GRIFFIN Hinges are 
made entirely in our 
own mills—each butt 
wrapped in moisture 
proof paper and 
packed one pair in 
a box with screws to 
match. 


Write today for our price list and the catalog of the 


complete GRIFFIN Line 





November 13, 1924 


We Also Manufacture 


Cellar Window Sets, 

Hasps and Safety 
Hasps, 

Door Handles and Door 
Holders, 

Brackets, Push Pilates, 

Drawer Pulls, Door 
Stops, 

Sash and Screen Lifts, 

Barrel Bolts, Corner 
Braces, 

Corner Irons, Washers. 
etc. 


GRIFFIN MANUFACTURING CO. 


A 15 Warren St.. ‘NewYork ERIE, PEN NA. 


WAREHOUSE 


7TAW. Lake St.,Chicago, Iil, 
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The Customer Who Buys Quality 


THIS CUSTOMER MIGHT BE YOU, MR. DEALER! 


It’s only fair to give credit where credit is due. This time it 
happens to be the customers who built up the “Perfect” series of 
Customers—Our customers ! 


Graduating from the “take anything class” has been a process of 
training—a schooling of your trade. 


For instance—your Jobber knew good Hardware -Cloth when he 
stocked “Perfect.” We knew its quality when we sold him—and 
your experience has proven it pays to buy the best—to sell the 
best—a mutual cooperation and “Perfect” contact! 


Get in touch with your Jobber. 
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LUDLOW-SAYLOR WIRE Co. 


St. Louis, Mo. 
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At Sd stroll 


BUILD YOUR PROFITS WITH 
CYCLONE COMPLETE FENCE 


clone “Complete Fence” enables you to 
give specialized fence service in your com- 
munity. It enables you to get the better, 
more profitable jobs. 


Cyclone “Complete Fence” is made up 
specially in the Cyclone factory, according 
to purchaser’s diagram. Includes fabric 


steel framework, gates and all fittings, to 

erect fence complete. 

Complete directions for erecting go with 

each job, making erecting easy. 

Write Dept. 29 for catalog showing many 

a patterns of Cyclone “Complete 
ence.’ 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, IIl.; ye eae Ohio; Newark, N. J.; 


Fort Worth, Texas Oakland, Cajif. (Standard 


Fence Co.); Portland, Ore. (Northwest Fence Wire Works). 





CYCLONE FENCE 








yclone * 
/ Gelone 














BABCOCK 


SPRUCE LADDERS 


Ladders That Sell Quicker 
and Last Longer 


The dealer has found from 


experience that a Babcock Spruce 


Ladder will sell more quickly in competition with other ladders. 


A Babcock Quality Ladder is 


recognized instantly by workmen 


as a ladder that will stand up under severe usage. 


You’ll make no mistake in stocking Babcock Spruce Ladders. 


Everybody uses them—painters, 


farmers, housewives. 


carpenters, 
There’s a style and size for every purpose, 


masons, mechanics, 


and we pay the freight and ship promptly. 


Write for prices 


W. W. BABCOCK CO. 








today. 














106 HARDWARE AGE November 13, 1924 





MACHINE 
SCREWS 









Ops EZ 
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Continenta New Bedford, Mass. 


WOOD -—™ 
SCREWS 





Flohr rittsS 


(Reg. U. 8. Patent Office) 





WOOD SCREW CO. 











PERFECTION at last 


in HOSE NOZZLES 









GUARANTEED 
made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 

and material. 

H. B. Sherman Mfg. Co. 

Baitie Creek, 
Mich. 





















SHERMAN 
_ DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 
man “Diamond” in display 
cartons. for counter. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 

















An Honor A Fortune 
Could Not Have Bought 


The Round-the-World Fliers are home. They have succeeded in their perilous 
undertaking, and to them and America goes undying fame—the honor of 
being the first to circumnavigate the globe by airplane. 

But the world will probably never know what careful preparations insured 
their success. Every bit of equipment carried was vital. Only the most 
needed and efficient accessories were allowed, and to the Brookins Oil 
Measure goes the honor of being a part of the actual equipment of these 


Magellans of the Air. 
Just as Valuable to You 


The same distinctive features which were responsible 
for the choice of Brookins Oil Measures to be carried 
by the Round-the-World Fliers, have made them 
standard equipment by garage and service stations 
everywhere—from the Atlantic to the Pacific, from 
the North woods in Canada to the Gulf of Mexico. 

You will find Brookins Oil Measures being used by 
the smallest garage and by the service stations 
operated by the big oil companies, such as Gulf Re- 
fining Company, Mexican Petroleum Company, At- 
lantic Refining Company, Pure Oil Company, etc., 


ete, 
Your Customers Like It 


What sort of oil measure are you using? The 





Other Brookins Brookins Oil Measure will enable you to render a 
Products better, faster and more efficient service to your cus- 
tomers. It will save you time and money, insure 

Brookins price greater accuracy and prove a money-maker. 


Order a set of Brookins Oil Measures from your 
jobber today. If he does not carry them, write us 
for the name of your nearest jobber who does. 

The most convenient, efficient and durable of all oil 


charts for ser- 
vice stations 
cost $7.50 for 


a complete set. measures. It has a flexible metal nozzle that reaches 
They pay for ANY oil hole without the use of a funnel. Oil flow 
themselves is started, stopped, controlled by a thumb-valve 
many times operated at the rim. <A wide lip prevents spilling 
over. when brimful. Made in one, two, four and five- 
2 ee quart sizes, all copper finished. 

E more oery THE BROOKINS MFG. CO. 

Gas Can helps 342 Xenia Ave., Dayton, O. 


to give the kind 


of service that 

every car owner 

expects. 

Write for de- 

scriptive circu- SERVICE STATION EQUIPMERY 
ee 


lar. ~~ 





























MARK 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 





Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 
steel with oval front and back, giving 
additional stock and strength. Screw 
is of solid high-grade steel. Handle, 
Frame and Bolster are one piece, 
powerfully braced. They make good 
on the job where others fail. Write 
for prices. 
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Dealers and 


Jobbers 


Sell a convenience as well as a 
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cee ; necessity. The new Hodell Tire 
ees Pena es The new way to put on Tire ‘ ; 
ee of Chains—do it from the Chains put themselves on tires 
Pet SS driver’s seat in three min- 
i. gs ig ey and take themselves off your 
3 up car, not necessary to shelves. 

drape chains up _ under : s : 

crowned fenders and soil The tire chain with a method 


the hands, cuffs and sleeves. 


for attaching, knocks down all the 
old customer resistance. Just 
a Na demonstrate and the chains are 
poe : sold. 
" me Dealers should investigate the 
latest and most improved tire 
chain on the market before buy- 
ing. 
Write for particulars and dis- 
counts. 


Ms SHAN PROVEN SO 


Cleveland, Ohio 
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EAD this letter from H. Frenchs, 
Grundy Center, lowa. He knows 
what it’s safe to sell: 


“As I am putting in a poultry supply house, I 
am writing you in regard to getting this territory 
to sell your incubators. I want to handle an in- 
cubator that can be depended upon to hatch good 
chicks, and as I have run two of your machines 
alongside of two machines of another make, the | a0 
Queen hatches more and better chicks every time.” € 





it’ , Sizes: 
By oy incubator it’s safe to sell. Ask us how 10-Egg to 1000-Egg 


Queen Incubator Company, 1124N. 14th st., Lincoln, Nebr. 


i | KEN Hatches Strong, Healthy 
Chicks That Live and Grow 


4 7 
> 
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Mop Strands Cannot Clog the Bearings 


The BULLDOG Mop Wringer is made with Patented Mop Guards which 
positively prevent mop strands from becoming entangled and clogging the 
No other Mop Wringer has this feature. 

Multiple Foot Operated Levers affording great pressure insure thoroughly 
dry wringing of the mop, as the Triple Rollers of Hard Seasoned Maple 
squeeze out more dirty water in one operation than any other mop wringer. 
A wonderful seller. 

Two sizes: 20 and 14 qt. 

Write for Folder and Prices. 


For Janitor and Home Use. 

















Patented 





Mop Guard 


April 18th, 1916 


a Manufactured by 
={°)p. cu BUSHNELL NOVELTY CO. 
5 : Mansfield, Ohio, U. S. A. 
7 Mop Pioneers Established 1896 











A Big Seller 
to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big qa@_i Be 
seller to boat owners, because it will | ) 
positively make any boat leakproof so ‘i 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


JEFFERY’S 
WATERPROOF MARINE GLUE 





we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 











Why S 
You Can Roll ? 


The Acme Caster is a ball bearing rolling on a ball 
bearing. It moves in any direction equally well 
because it does not have to swing around. It does 
not wear loose in the socket because the support- 
ing surface is directly beneath the socket rather 
than off to one side. 

Your customers will be delighted, and many will 
replace their old-fashioned casters with 





‘From your Jobber; send for catalogue. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 
AGENTS: 


J. ©. McCarty & Co., 29 Murray St., New York Oity 
C. W. Gause Company, 693 Mission St., San Francisco, Cal. 




















~~ 





The 
ULTIMATE Wringer 


LOVELL MFG. CO., 


Largest Manufacturers of Clothes Wringers in 





ANCHOR BRAND 
Best on Earth 


Warranted for Five Years 


Erie, Pa. 


the World 
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No. 231, % In. 





No. 232, % tn 
No. 234, 1! In. Special Washer No. 233, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass, 





i ss sss 
' 
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Genuine Armstrong LANDRETH’S 


Stocks and Dies Garden and Flower Seeds, 
Onion Sets and 


Are.always in working order. They rep- Mixed Lawn Grass 
resent the utmost simp licity and effici- Now is the time to place your Seed order, if 


ency in operation you have not done so, for next Winter and Spring 

: sowing. If you wish our traveler to call, notify 

us, and, if possible, we will have him do so, or 

send us a list before buying elsewhere, and we 

will quote you on Garden and Flower Seeds in 

SBR bulk, in Lithograph Cartons of | Ib., 4 lb. and %4 
Ib., and in Flat Packets. 





We will also quote you on Mixed Lawn Grasses 
All genuine Armstrong stocks and dies and Onion Sets. Please give us the opportunity 


of quoting. 
bear this trade-mark: ie eet atten Sind 


House in America, this 
being our 140th year in 
the business. Had we not 
given good goods, satis- 
factory attention to busi- 
ness, apd fair prices, we 
would not have existed so 
long. 





Ts 








Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 


Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 





COLONIAL BOY COPYRIGHTED 























Moe’s Winter Fountain 
For Poultry 


A great favorite with the poultry raisers. Thick in- 
sulated walls retard freezing, and has a large filler 
opening, so can be kept clean inside, which is an im- 
portant feature. Feeds the water automatically, and 
provides the flock with plenty of fresh water which in- 
creases the egg yield. Capacity 3 gal. 


Write for New Catalog of 
Moe’s Big Line of Poultry Yard Equipment. Famous Star Fount 


HOEFT & COMPANY, INC. vette create 
405 No. Ashland Ave., Chicago, Ill. 


———e | (Western Branch) 
No. 8—Poultry Fountain 217 No. Alameda St., Los Angeles, Calif. 
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Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 


Sell More 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales with- 
out increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: [Eastern Display Room: 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 








RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 


Creeping of the bit cutter is absolutely pre- 


vented. 


easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


Precise adjustment is remarkably 








CHESTER, CONN. 








TACKS 


ALL KINDS 


TTT YY 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 











A line of high power, hand- 
operated cutting tools known 
in every civilized country for 
quality-durability and effi- 
riency. Sold by leading 
hardware jobbers. 


acl 


LOWES 


- 
il | li 


\ Ji 








j a aw 





your re § 





quirements. 

Write for complete price list, | 

discount sheet, display cards | 
GIFFORD-WOOD CO. | 

Main Office & Works: 7 Hill &. 


Hudson, N. Y. 
NewYork.Boston,Chicago,Pittsburgh 


for ev ice handling a. 
yy stock ie on 
to promptly 
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Osborne High Grade Punches 





A varied and attractive line for the Hardware Trade. Also: Leather 
ee Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 


The above tools will please your customers as well as our famous Round 
and Oval Punches. 


Remember we have had 98 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 


We stand back of every tool we make, Try us. Write for Catalog 
and Prices. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















A Double Attraction 


The Rock Island “RADIOVISE” will attract more cus- 
tomers and is a rapid selling item with attractive profits. 
' Finished in bright red colors. It will liven up your 
vise display and make a neat appearance in the showcase 
or window. 

A splendid type for home, garage, radio and shop work. 

A real quality business like 
vise. Just heavy enough and 
not too large. 


| Type and Size 





flor Every Service 


Write us for prices and 
details. 





ROCK ISLAND MFG. CO., ROCK ISLAND, 


LLINOIS 
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IMPORTED 






Distributor of Leading Domestic Firearms and Ammunition 
Sole Authorized Importer of the Genuine, Original 


MAUSER Rifles, MAUSER and LUGER Pistols 

Long Barrels for ‘ ‘Luger’’ Pistols in 6”, 8”, 10”, 12”, 14”, and 16” 
lengths; ‘‘D, W. M.’’ Mauser, Luger, Mannlicher Rifle and Automatic 
Pistol, "Metallic Ammunition; ‘‘Koeln-Rottweil’’ Precision Shot Shells; 
Automatic’ * 16- - gauge Shot ‘Guns; Cal. 32—10-shot Automatic Police 
Rifle; ‘‘Merkel-Suhl’’ famous Shot Guns; ‘‘Over and Under’ Shot 
Guns; Combination ‘‘Over and Under’ Shot Guns and 30/30 Rifle; 
Famous ‘“‘Drilling’’ Three Barrel Shot Guns and Rifle; Small Calibre 
Rifles, Shot Guns; Small Calibre ‘‘Over and Under’’ Guns, ‘‘Gallus’’ 
Famous Spanish Kevolvers; Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses; Binoculars, Telescopes, Compasses; , Accessories. 

Repair Parts for MAUSER and LUGER ARMS 

A. F. STOEGER, Ine., 224 East 42d St., New York 
120 Page Trade Catalog mailed upon request. 
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U. S. HEADQUARTERS 
Fire Arms and Ammunition 











“ALLEN” 
WRENCH 
SETS 





HAVE cold-drawn (Allen rrocess) sockeis, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets, in the handiest possible 
Features and prices 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


THE ALLEN MFG. CO., 32, SHELBON. st. 


combinations for mechanics and car owners. 











Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the proper 
key. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when. you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 6. 


QD INDEPENDENTIOCKCO.(D> 


LEOMINSTER, MASS. U. S. A. 
Mfrs. of cylinder locks, padlocks and key blanks 




























acous renee 


ce Aluminum 





for 

a ashy 

M — OMBINATIO 

SOLDERING AND TINNING FLUX 

Always Used By It’s easier and more profitable to sell the 
General Electric best known products. Ruby fluid is preferred 
Ford Motor Coe. because it is non-corrosive, non-explosive and 
Buick Motor Co. non-injurious. 
ream See oe Order from your jobber or write to 


Smith Premier Co. 
ind many others, | The RUBY CHEMICAL COMPANY 


and many others. 
| 68 McDowell St. Columbus, Ohio 














Heavy Duty Socket Wrenches 


oo 











Extra strong construction with extra depth sockets— 
heat treated. 
Plain lacquer finish—twenty-six standard sizes. 


Ask for Catalog No. 500. 
WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 



































All that the name 
implies — guar- 
anteed to last a 
lifetime. 


Lifetime Ware is made exclusively from heavy weight 
—hard—crossrolled—flat sheet aluminum circles—and 
will not dent or bend easily, that is why it will wear 
and last a lifetime. 

Four factories, our own rolling mills and a complete 
line enable us to offer excellent service. All orders 
shipped complete. 





We also manuf*cture a complete line of aluminum 
utensils for special sales. 


Send for price list. 


ALUMINUM PRODUCTS CoO. 
La Grange, II. 


BRANCH OFFICES: 


NEW YORK CINCINNATI LOS ANGELES 
CHICAGO PHILADELPHIA OAKLAND 
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Iron Fence, Gates 
La V 


wn Vases 
Settees 
General Iron 
and Wire Work 


DEALERS WANTED EVERYWHERE 
CHAIN-LINK 
WIRE FENCE 


Tams | 
AU ‘a cnn 

Lee | 
. Ask for Catalog 


THE STEWART IRON WORKS CO., Jne., 225 Stewart Block, Cincinnati, O. 
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Plain or enameled in 


STRATTO r 
HANDLES 


For Smali Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked end air dried. 


STRATTON MFG. CO., Stratton, Maine 

















Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- | 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama- "Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 














WEARS : 


CHAIN PIPE VISE 


DROP-FORCED, COMPACT, RADID, POSITIVE 
J. H. _ WILLIAMS & CO. 


BUFFALO Chicago 






New my 































BOLT 


“VICTOR” CLIPPER 





Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 














Welding Compound is best by every 


test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax ComMpounpd Co. 
Fort Wayne, Ind. 





PAT. MAY 27.1908 








SPARGQO 


BRONZE AND COPPER 


FLY SCREEN CLOTH 
semen by Dad Durable 




















BAND “J NOX” saws- 


QUALITY SERVICE 
UNIFORMITY DISTINCTION 





“The Soots in the Pri Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS — GLASS CUTTERS 


~ REQUIRES 


ONLY SAMPLE 


PUTPEDEATER TEED UTTAT EAE COTTA 


PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 










iY < 


i = Lancaster 


i ‘i 








Spargo Wire Co., Rome, N. Y. 
Makers of Every 
Kind of Screw, 


s Nut and_ Bolt. 


The Corbin Screw Corporation 
The American Hordwere Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 











THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 





58 YEARS AGO 


Priest’s Clippers were 
introduced. y 


PRIEST’S CLIPPERS 
- meed no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 














Q. Lindemann & Co. 

Z, AY \ Manufacturers of 
BIRD See 
CAGES Established 1863 


35-37 Wooster Street New York 


















110 to ONE DEALER 


Over 2800 requests for Hill Clothes Dryer 
information this year. 110 were referred 
to one dealer, 81 to another. We'll refer 
them to you. 


HILL CLOTHES DRYER CO. 
39 CENTRAL ST., Worcester, Mass. 
Distributors Metropolitan District 


Herman Kornahrens, Inc. 
111 Murray St., New York City 
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TPertlent, Geattse 
ZINC "INSULATED FENCES: American, Royal, Anthony, 
BALE TIES: Old reliable brands 


OM Gloraland, Pitubarah York, Bosten 
oo |. an Products Cea. 

BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 
National, U. S 

ARROW T-STEEL POSTS 

TELEPHONE WIRE 

WIRE for every purpose 


* € 
American Steel & Wire 
Los Angeles 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
CONCRETE REINFORCEMENT 
Quick Delivery. Write us for selling plans. 





0-B BRAND 


TACKS atarcs 


HIGHEST QUALITY—NONE BETTER — HEADS 
PERFECTLY CENTERED—NEEDLE POINTS FULL 
WEIGHT AND COUNT. 


ALL KINDS CUT TACKS, BASKET, CLOUT AND TRUNK 
NAILS. PROMPT SHIPMENTS. 


BAUR TACK CO., Indianapolis, Ind. 








Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 

We manufacture various 
brands of fuse, amon 
which you should fin 

one adaptable for your 
work. 


SAFE 
FUSE 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








Can Openers, Bottle Openers, Milk 
Cap Lifters, Ice Picks, Spatulas, etc. 


Vaughan kitchen tools are widely known the world 
over and milliens are in use. 
When a manufacturer continues making the same 
line of kitchen tools for 12 years, it speaks for the 
uality and merit of his merchandise. 

aughan’s Can Opener is advertised 
nationally in women’s publications. 
Are you prepared to meet the daily in- 
creasing demand for this, and ALL 
tools made by aughan? 


Samples and catalog sent upon request. 


VAUGHAN NOVELTY MFG. COMPANY 
3215 Carroll Ave. Chicago 
































BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 








Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 









































¢19 STORE METHODS 
To provide adequate storage facilities for 
—" shelf de make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
NOISELESS CUSHION TIRE STORE LADDERS. 
Deeptread steps, full length hand grips, rubber tires, 
" everhead track system, firm ar se throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 


Yin it i ae 
(ij easily i most ’ LAN 
on request, | ASH ronie- 




















Give Them 


Phenix Quality Ss 


In Storm Sash Hangers and Fasteners 


Show your customers the » 
line of Window hardware that 4s 
saves trouble and mishaps. Phenix @gc 
Hangers and Fasteners are simplest, 
handiest, easiest applied, most ~~ Da 
that’s why they sell best. New improve- “ 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 




















hinge made, and the one best fastener for base- 
ment storm w#indows and porch enclosures. 


Samples free. 
032 Center Street 
Milwaukee, Wis. 


Phenix Mfg. Co. 





















S UPERIO 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 
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HARDWARE AGE 











An Effective Low Cost Contact with Hardware Man- 

ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 

Salesmen, Retailers and Retail Salesmen. 1 inch “Bex’’........ 
No illustrations accepted for these pages. 
Allow seven words for Keyed Boz Number Address. 
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tens 


Business Opportunities 


Help Wanted 


Positions Wanted 





FOR SALE: HARDWARE AND CHINA 
STOCK INVOICING $100,000.00. THE OLD- 
EST UIPPED 


——— 


INVESTIGATE—Good paying hardware busi- 
ness established over forty years. Owner retir- 
ing. Clean, well kept stock. Located in a very 

ood farming community. Two story brick 
puilding to alley. Low overhead. Can interest 
anyone looking for a good opening. STAHL & 
BAILEY, La Rue, Ohio. 


FOR SALE—Hardware stock, building ans 
fixtures. Located in Ohio city of 8000, in_the 
best agricultural section of that state. Good 
reasons for selling. Write for full description 
and terms. Address Box G-355, care of Harp- 
ware AcE, New York. 











HARDWARE in all its branches. Best loca- 
tion in city. In business over eighty years, can 
do many thousands of dollars more per year than 
now doing. Business handicapped by lack of 
money. For a man that has ten to fifteen 
thousand dollars who wishes to invest in a 
hardware business as part owner or stock- 
holder—this is his chance. Address Box G-366 
care of Harpware Ace, New York. 





Help Wanted 





WANTED—EXPERIENCED SALESMAN to 
cover our Maryland, Delaware and Virginia terri- 
tory selling the advertised and well known line 
of Star Barn Equipment, including _ stalls, 
stanchions, animal pens, water bowls, litter 
carriers, hay tools, door hangers and hardware 
specialties through the retail dealer trade. Also 
our line of Overland wheeled goods to the retail 
trade. Salary and expenses with an opportunity 
to make a bonus. HUNT HELM FERRIS & 
CO., Box 231, Albany, N. Y. 


STOVE SALESMEN WANTED for 1925. 
Salary and bonus for states of Michigan, Iowa, 
Nebraska, Kansas and Oklahoma by manufac- 
turer of well-known complete stove line. Appli- 
cations desired from retail stove salesmen with 
successful selling record, also road stove sales- 
men with established selling record, who would 
be interested in a more attractive contract. Don’t 
hesitate to write. All replies confidential. Ad- 
— Box G-341, care of Harpware Ace, New 

ork. 








= 

ENAMELER—Thoroughly experienced, to 
take charge of plant making White Enameled 
Kitchen Utensils. Address Box G-359, care of 
Harpware Ace, New York. 


HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s ‘“‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Acz, New York. 








WANTED—Hardware salesman or assistant 
manager. Must be A-l1 man. Give particulars 
and reference in application. Williamsport Hard- 
ware & Stove Co., Williamsport, Pa. 





SALESMAN to represent a Cincinnati manu- 
facturer of stoves, stove supplies, house furnish- 
ing goods and tinners supplies. Ohio territory 
north of Dayton and west of Columbus. Must 
be familiar with above lines. State age and 
salary expected. Reference required. Address 
Huenefeld Co., Cincinnati, Ohio. 





Positions Wanted 








POSITION WANTED by an _ experienced 
salesman, (age 40 years) with a first class 
wholesale or retail hardware house, inside 
or traveling. My experience covers a 
period of eight years selling stoves and 
house furnishings, also twelve years selling 
erockery and glassware. With present em- 
ployer twelve years. Open for proposition. 
State full particulars. Address, Box G 350, 
eare of Hardware Age, New York. 














AMBITIOUS MARRIED MAN, thirty years 
old, qualified to buy and handle plans and speci- 
fications for architects or contractors, desires to 
make a change and connect with a_progressive 
house which has a future to offer. For past six 
years has been in charge of Building Hardware 
department and Retail Store for large wholesale 
building material corporation. Fourteen years’ 
experience in handling and_marketing glass, 
paints, sash and doors, etc. Best of references 
furnished. Address Box G-340, care of Harp- 
WARE Ace, New York. 


POSITION WANTED—Window Trimmer 
and Advertising Manager for retail hardware 
and sporting goods store. Eight years’ experi- 
ence in retail hardware, with ability to produce 
results. Thoroughly conversant with modern 
business methods. Original ideas, resourceful. 
Highest business references as to qualifications, 
ability and reliability. Permanent position; 32 
years old. Single. Address Box G-360, care of 
Harpware Ace, New York. 





FOURTEEN YEARS’ experience in buying 
and selling departments of large hardware lebber 
in Middle West. Excellent record and can pro- 
duce results. Address Box 7072-A, care of 
Harpware Ace, Otis Bldg., Chicago, Ill. 


Sales Accounts Wanted 








_DO YOU WANT a New York Representa- 
tive? Manufacturers of meritorious products 
will please write, giving full particulars. I 
have seventeen years’ hardware experience and 
call on the leading hardware jobbers and retail- 
ers in the Metropolitan district. I maintain a 
New York office and want a few additional lines. 
Address Box G-364, care of Harpware AceE, 
New York. 





MANUFACTURERS of hardware who want 
more Eastern Canadian business should com- 
municate with me. I have an established con- 
nection with wholesale and leading retail houses 
and can increase sales of hardware lines of 
merit and fair price. H. B. Johnston, 8 Kinkora 
Ave., Montreal, Que. 





SALESMAN —General hardware salesman 
wants to represent some good factory on the 
Pacific Coast. Salary and commission. Best of 
references. Address Box G-367 care of Harp- 
WARE AGE, New York. 





Sales Representatives Wanted 





_HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 


trade. REICHARD MFG. CO., Bangor, Penna. 





A RESIDENT of the South, familiar with 
wholesale and retail hardware, mill supplies and 
housefurnishing field, wants to act as Southern 
sales representative for a well known manufac- 
turer. Address Box G-363, care of Harpware 


| Ace, New York. 





EASTERN MANUFACTURER of builders’ 
hardware desires representatives to cover several 
Eastern and Southern States with an established 
trade. Write full gesticuters as to lines handled 
and experience. ress B G- 

Harpware Ace, New York. on seg dtinsnatieg 











Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to you each week 
the latest selling hints. We realize that “inspiration” and “deter- 
mination” are just as essential to business success as is ability. 


Get in the habit of reading your trade paper carefully from cover 
to cover each week; get the fighting spirit it instills and your books 
will show a better balance at the close of 1924. 











DPOB S 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 
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Sales Representatives Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





TRAVELING MEN WANTED who can _en- 
joy and increase their sales from Saunders Nor- 
vell’s “Forty Years of Hardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order Fad copy now 
from Harpware Ace, New York. 





ATTRACTIVE side line for salesmen calling 
on jobbing trade. We want salesmen to sell 
our fly traps to wholesale hardware jobbers 
now for next spring delivery. Sales run into 
good volume. 20 per cent commission. In reply 
state experience in selling jobbers and territory 
guesses. The Thompson Company, Red Oak, 
owa. 





SALESMEN to sell our complete line of 
brooders and poultry supplies on liberal commis- 
sion. Also Redbird Speedsters, Scooters and 
Thermic Jugs as side line for Christmas busi- 


ness. Will send sample Scooter post paid for 
$1.25. Royal Mfg. Co., Toledo, Ohio. 





WE WANT EXPERIENCED salesmen sell- 
ing hardware, housefurnishing, woodenware, de- 

rtment store trade, who can take on as side 
ine, commission basis, fast selling hardware spe- 
cialty that will shortly be nationally advertised. 
Choice territory open. Profitable connection for 
right men. Experience in full to Box G-354, 





care of Harpware AcE, New York. 





SALESMEN wanted having established fol- 
lowing with retail hardware trade to sell a 
line of padlocks. in 2 good territories open. 
Liberal commissions. good opportunity. 
P. O. Box 535, Lancaster, oe. 








REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
references. Address P. O. Box No. 321, Salem, 


Ohio. 











Two sizes wi 


gh edges 
minute, Everlasti 
Hose Clamps. 
ton. Get them 





UNIVERSAL ¢fiie | 
| BOX STRAPPING 


CARY MANUFACTURING CO. | 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


ustable. 
Made from cold tolled steel out of wire. 
to cut hose. 


ngly leak-proof. 
Trademark on every clamp and car- 
from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 





clamp any hose of any 


Put on in less than a 
Order Universal 








UNIVERSAL 








———— 








The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Ce., serge, Vt. 
Sales Dep 
1015S Union Bank Bide, 





Pittsburgh, Pa. 








Economy 
Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 

















EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, Punches and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 








JOHN SOMMER’S 
PEERLESS FAUCETS 
Made of best Maple, with Leather 
Lining and Best Block Tin Key. 

Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 
} John Sommer Faucet Co., Newark, N. J. 
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American Can Company 








SILVER LAKE 
‘SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass 








Oil, Molasses and 
Dairy Gates 
Perfection Pattern 
Made in All Styles 
Syracuse Stamping 
Co. 
Syracuse, New York 














“AXES 


~s SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. Co. 


East Highgate, Vt. 








GRANITE 
CUTTING TOOLS 


Trow & Holden Co. Barre, Vt. 
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BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








J. L. THOMPSON MFG. CO. 
: Waltham, Mass. 
Tubular and Bifurcated 


—RIVETS— 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 


Energy Elevator Co. 
211 New St. Philadelphia 


CRAYONS 


FOR EVERY PURPOSE 


STANDARD CRAYON MEG. Co. 


DanVers, Masss. 




















Clamp’s Washers. 
Stop Leaky Faucets 
Samples FREE 
U. S. WASHER CO. 


Box 398 
Hartford, Conn. 
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THE ADVERTISERS’ INDEX is published as a convenience and 
No allowance will 
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as a pa rt of the advertising contract. Every care will be taken to index correctly. 
or errors or failure to insert. 
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All the Earmarks of a 
Tremendously Popular Gift 


You can name on your fingers the time-worn list of presents 
men usually get. Here’s something different—for the price of 
a good Christmas shirt she can give him a selected kit of Snap- 
On Wrenches with which he can overhaul his car in garage style. 
It’s a useful, two-fisted sort of gift that any man who’s been 
worrying along with ordinary, makeshift automobile tools will 
joyfully welcome. 


We have prepared an extensive program of Christmas sales 
helps for Snap-On dealers to tie in with our national magazine 
advertising—the cut-out above in Christmas colors, various dis- 
play cards, counter folders, electrotypes and copy—material with 
which you can successfully capitalize the gift appeal of Snap- 
Ons. Include them in your holiday displays. If you are not 
carrying Snap-On Wrenches write for information now. 


MOTOR TOOL SPECIALTY CO. 
14 E. Jackson Blvd. Chicago, IIl. 


Distributing Branches in 18 Principal Jobbing Centers 


Snap-On Wrench Company, Manufacturers, Milwaukee 
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wrench stock off the shelves and display it in 
easily accessible form, your wrench service is re- 
duced to A. B. C. simplicity and accuracy. 
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This is a special Ford Set in a heavy metal box 
with attractive display stand for the counter. Be 
Sure to order several of these sets—they’re tre- 
mendous sellers. 


nap-on 


INTERCHANGEABLE 


Socket Wrenches 


This book is the heart of the Snap-On Selling 
Plan. With the Snap-On Cabinet to bring your 
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The New Remington Express Cartridge— 
More Speed Back of the Heavy Bullet 





HESE new cartridges repre- 
sent a distinct ballistic devel- 
opment by Remington in these 
calibres —.25, .25/35, .30, .30/30, 
.30/40, .30/06, .32and .35—speed- 
ing up the heavy bullets 15 to 25 
per cent without cutting down 
their weight. 
The new Remington Express 
Cartridges fill the need of men 
who want hard-hitting mush- 











room bullets for the largest game. 
Longer range, flatter trajectory 
and greater accuracy in a non- 
fouling mushroom bullet with 
maximum shocking power. Es- 
pecially recommended for moose, 
grizzly and other large game — 
shooting in heavy brush and 
cover—and for fast moving game. 
A great new cartridge. Watch 
how sportsmen take to them. 


Remington Arms Company, Inc., New York City 
Established 1816 








Remington, 


FIREARMS~— AMMUNITION — CUTLERY — CASH REGISTERS 
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Remington Model 14 High Power Rifle 


See the Remington Model 14 Slide Action—the only forearm operated high- 
power rifle made. Gives six shots without reloading. It has all the 
Remington quality and smoothness of action—a big game rifle that you can 
depend on under all conditions. Supplied in .25, .30, .32 and .35 calibres. 





1924 
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